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Sparks | 


State of the Nation’s Economy: 
Up 

Stee, Output — April production, 
totaling 9,545,000 net tons, was the 
highest ever attained in April, and 
output of the first four months also | 
set a record with 38,543,839 tons. 

Bank Reserves — Increased $322 
million during week ended May 6, 
according to Federal Reserve 
Board. 





Store Sates ~ U. 8. department 
store sales duning week ended 
May 2 were 2 percent above the 
like week in 1952. \. 

Cruve Om — Stoeks last week 
totaled 279,569,000 barrels, or 1,338,- 
000 more than the previous week. 

Raw. Loapincs — Were\0.2 percent 
higher than the week hefore and 
4.9 percent above the liké week in 
1952. >, 

Lumser Ovutput—Rose\y last 
week 22.3 percent above the. com- 
parable week last year. Shipments 
were up 3.4 percent and orders 
21.2 percent. % 

ALUMINUM PropucTION — March 
set a record with 208,919,425 pounds, 

- according to Aluminum Assn. 
February output was 185,297,920 
pounds. 

VEHICLE OuTPUT—Last week’s out- 
put is estimated by AvTOMOTIVE 
News at 169,149, or 1,587 units more 
than the preceding week. 

Farm EmMpLoYMENT—Increased by 
1,210,000 during April as a result of 

“spring planting, according to Agri- 
culture Department. 

Copper Price — Was boosted to 
29% cents in the custom smelter 
field and 30 cents for large pro- 
ducer metal. 

TURNPIKE TraFFic—New Jersey 
Turnpike traffic during the first 
quarter was 29.6 percent higher 
than a year before, while toll 
revenues increased 27.7 percent to 
$3,590,000. 

Reta. Foop Prices —Index went 
up 0.9 percent in the two weeks to 
Apr. 27, according to Bureau of 
Labor Statistics. 

U. S. Outrput—Dollar value of the 
total output of goods and services 
during the first quarter was esti- 
mated at a $363 billion annual rate, 
or $3 billion higher than in the last 

* three months of 1952. 
a * ae 


Down 


CorPoraTION Prorirs—Dropped 10 
percent in 1952, according to 
Federal Trade Commission. 

Tractor Output— Totaled 172- 
687 units during the first four 
months against 197,506 in the 1952 
period. 

Meat Prices—Slumped 2.5 percent 
last week, according to Bureau of 

| Labor Statistics. 





But Some Makers Start Trimming Output... 


New-Car Stocks at Postiv 





Output for Week 
Is 167,149 Units 


Willys, Henry J Shut; 
Other Plants Slated 
To Cut Production 


= supplier strikes which 
affected several. makers, in- 
creased car output by Big Three 
companies nearly offset a decline 
in truck building last week as 
U. S. plants rolled out an estimated 
167,149 vehicles. This compared 
with 167,562 cars and trucks the 
week before. 

The auto industry’s production 
scoreboard indicated that the 3,- 
000,000th vehicle of 1953 will be 
produced this week, probably 
Tuesday — almost eight weeks 
ahead of its 1952 counterpart. 
Continuance of the prolonged 

Warner Gear strike in Muncie, 
Ind., was blamed last week for the 
shutdown of car output at Willys 
and the termination of Henry J 
production. Ford truck assembly 
also has been adversely affected 
by. the gear tieup, while a strike at 
Ford’s Canton (O.) forge plant 
po a threat to all Ford Motor 
pr ction. Lincoln-Mercury as- 
sem plants may start feeling the 
gear pinch this week. 

Nash will start trimming output 
this week, because of the gear 
strike. (See page 2 for details). 


x * 

one on the darker side of 

the board, evidence was piling 
up of production cutbacks at a few 
plants, apparently as a result of 
declining sales. 

Last week’s production effort, ac- 
cording to Automotive News’ tabu- 
lation, included 143,180 cars and 


23,969 trucks. The previous week’s 
(Continued on Page 69, Col. 1) 


Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


167,149 167,562 


120,143 


Last Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, page 69. 
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Dealers’ Average New-Car Stocks 


(In Field and in Transit to Field) 





PREVIOUS 


HIGH 
12.3 Cars — Apr. 1, 1951 


APR. 


1, 1952 


JUNE 1, 1952 


RECORDS 


LOW 
3.9 Cars — Aug. 1, 1952 


—Automotive News estimates 





Harley-Davidson Ruling Due... 


TC Official Hints at Upset 
In Factory-Dealer Ties 


By Bernie Thomas 
Associate Editor 


N UPCOMING Federal Trade 
Commission edict may open the 
door for serious challenges to auto 
makers’ historical contracts with 
their dealers. 
There was speculation last week 
that an FTC official tipped off 
that agency’s thinking on the sub- 
ject during a recent speech in 
Michigan, when he said the en- 
tire auto industry’s distribution 
policies face possible revamping. 
The anticipated FTC findings will 
be based on charges that the Har- 
ley-Davidson motorcycle company, 
among other alleged illegal trade 
practices, used cancellation clauses 
in its sales pacts as a club to force 





NADA Report Hits Territory Packing 


By William Ullman 
Washington Correspondent 


ASHINGTON.—Alarm over the 

volume of requests received 
from new-car dealers and dealer 
groups for legislation to control 
dealer licensing was indicated by 
NADA’s industry relations commit- 
tee at the close of its two-day 
meeting here last week. 


Overcrowding of territories 

with dealers without due con- 
sideration of area potential “and 
other alleged factory mal- 
practices” also formed part of 
the dealer clamor for legislation, 
according to a committee state- 
ment. 

The committee, however, reiter- 
ated its previous conviction that, 
“at this stage, discussion around 
the council table should be given 
“every opportunity to solve the 


Ae IS 





jproblems about which dealers are 


concerned, prior to any consider- 
ation of legislation as a solution.” 
* * * 


VIDENCE of concern at the in- 

creasing number of dealers be- 
ing appointed came from practi- 
cally all sections of the country, a 
spokesman said, adding that com- 
plaints have been especially numer- 
ous from fringe areas of large 
cities. 

It is the contention of the 
NADA group that indiscriminate 
appointment of new dealers, 
without consideration of the 
ability of existing dealers to serve 
the market, is not in the public 
interest. 

“The present dealer body has 
sold and serviced, in the past 
several years of record-breaking 
production, the greatest number of 


motor vehicles ever produced,” 
said Frederick M. Sutter, chairman 
of the committee. 

“These dealers have earned, by 
the results they have achieved for 
their factories, every consideration 
of their rights. To weaken existing 
strong representation through the 
unjustified addition of new—and 
frequently inexperienced and un- 
dercapitalized dealers, can 
seriously affect service to the mo- 
toring public.” 

* 


* * 
Mu of the meeting was de- 
voted to an analysis of selling 
agreements, Sutter stated. Further 
(See NADA, Page 68, Col. 3) 





dealers to provide the firm with 
exclusive representation on motor- 
cycle parts and accessories. 
Whether Harley-Davidson has 
ever forced its dealers to handle 
(Continued on Page 62, Col. 3) 


New-Car Sales 
Holding Steady 
But Profits Dip 


By Sam Sampson 
Staff Writer 
(CURRENT new-car sales appear 
to be holding steady at the 
high March-April level, according 


to reports to Automotive News 
last week. 
Only preliminary indications 


of May sales are available. Cleve- 
land, for example, reported that 
sales were slightly down for the 
week ending May 9, with 2 t tal 
of 1,555 cars titled. This figure 
was said to be about 3°9 cars 
below the preceding week. Other 
areas are reporting sales slightly 
upward or downward, without 
much change from April. 

But high-level sales are not 
necessarily coincident with in- 
creased dealer revenues. The 
Federal Reserve Bank of Cleve- 
land said that the new-car market 
is strongest there in several years, 
but that “net dollar profits may 
be lower, due to discounts.” 

+ * o 


) hl MOST of the areas reporting, 

used-car volume is about equal 
to new-car sales, indicating that 
used cars are still hard to move. 
Actually, industry observers say 
that the used-to-new-car sales 
ratio should be more than 2 to 1, 

(Continued on Page 61, Col. 1) 


This issue includes the monthly 


SERVICE SECTION 


D 


Dealer Average 


Placed at 12.8 


Rise in Inventories 
Of Used Cars Major 
Cause of Concern 


_—————— production 
schedules have sent franchised 
dealers’ stocks of new cars to a 
postwar high, according to AvutTo- 
MoTIVE News’ monthly survey. 

But, with few exceptions, deal- 
ers generally are still unconcerned 
about the rising new-car stocks. 
Most of them report that their 
ability to offer prospects a bigger 
selection is paving the way for 
substantial sales. 

However, even the most optimis- 
tic dealers are apprenhensive about 
some “washing out” still to be done 
on used-car lots. The used-car mar- 
ket drew such comment as “decid- 
edly slow” and “trouble ahead!” 


* * * 


T= latest survey found that on 
May 1 the average U. S. fran- 
chised dealer had a potential in- 
ventory of 12.8 new cars, as against 
11.9 a month earlier and 7.7 on 
May 1, 1952. The previous postwar 
high was 12.3 cars on Apr. 1, 1951. 

On May 1 this year, survey tab- 
ulations showed the number of 
new cars at dealerships around 
the nation—plus those warehoused 
by dealers and factories; demon- 
strators, and units still in transit 
— totaled 580,065, as compared 
with 535,182 a month before and 
339,674 on May 1, 1952. 

The expansion that took place in 
new-car stocks last month was the 
fifth month in a row that the trend 
of such inventories has been up- 
ward. One line of dealers blamed 
the fact that they joined the trend 
for the first time in May on factory 
shipments of “less popular’ models. 

= . = 


yas question was asked dealers 
in the latest survey: “Do you 
think sales will absorb the contem- 
plated production of 3,300,000 cars 
and 720,000 trucks in the first half 
of 1953?” 

About eight of every 10 dealers 

(Continued on Page 69, Col. 3) 


Top Cars 
New-car registrations for two 
plus 48 states for 


months, 

March: 

1953 Pos. 
1—274,778 
2—226,519 


Make 
Chev. 
Ford 
Plym. 
Buick 
Pontiac 
Olds, 
Dodge 
Mercury 
Nash 
Chrysler 


DeSoto 
Cadillac 
Packard 
Hudson 
Willys 
Lincoln 
Kaiser 
Henry J 
MG 

Austin 
Allstate 

Total All Makes 
1,260,796 914,497 


For further details, see e 
50, today’s issue. o- 


1952 Pos. 
197,412— 1 
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Coming Junel... 


Letters to 


by 
John O. Munn 


Salesmen 


Beginning with its June 1 issue, AUTOMOTIVE NEwS will 
publish a series of ‘‘Dad-to-Son” letters, emphasizing the 
techniques needed to build up the confidence of salesmen 
and the selling of a fair used-car allowance — two items 
which determine dealer and salesman profit. 


The series is written by John O. Munn, advisory editor 
of Automotive News and a veteran of 45 years in auto 


sales technique. 


Each message will be short and ready for saving for 


future reference. Watch for 


the first letter... 


... in the June 1 issue of Automotive News 








|New Casualties in Warner Gear Walkout . . . 


| 
| 
| 





Henry J, Willys, Nash Crippled 


_ strikes at supplier plants 
continuing to plague auto 
makers, production of Henry Js 
and all Willys vehicles except Jeeps 
was shut down last week and Nash 
announced plans to curtail output 
today (May 18). There also were 
further disruptions in Ford Motor 
Co. operations. 

Spokesmen for the independent 
lines reported that transmission 
stocks had been depleted as a 
result of a prolonged work stop- 
page at Borg-Warner Corp.’s 
Warner gear division in Muncie, 
Ind. Neither Kaiser-Frazer nor 
Willys could foresee any substan- 
tial relief until the dispute was 
settled. 

In disclosing that Nash produc- 
tion would be cut back to 700 cars 
a day from 928, R. A. DeVlieg, 
manufacturing vice-president of 
Nash-Kelvinator, blamed a _ short- 
age of overdrive units due to the 
Muncie strike. Nash normally 
equips 40 percent of its cars with 
overdrive, he said. 

* * * 
eVLIEG said that, in an effort 
to maintain full production, 
Nash had boosted its output of cars 


Tubeless-Tire Patent Battle Under Way 


AKRON.—Firestone Tire & Rub- 
ber Co. said last week that “there 
is no merit” in a suit filed against 
the company by B. F. Goodrich 
Co., charging patent infringements 
in the production of tubeless tires. 


A day earlier, Goodrich an- 
nounced that it had filed suit 
against Firestone in U. S. District 
Court, Cleveland, charging that 
“Firestone is, and has been, in- 
fringing patents of B. F. Good- 
rich in the manufacture and sale 
of tubeless tires for motor ve- 
hicles and aircraft.” 


Goodrich asks that Firestone be 
enjoined against further infringe- 
ment of the Goodrich patents, and 
that damages caused by the alleged 
infringements be awarded against 
Firestone. 

In the charges, Goodrich said 
that it first announced a tubeless 
tire in 1947, and that more than 
two million such Goodrich tires 
have been sold to motorists. The 
company said it had _ recently 
offered to license the industry 
under its patents, and stated that 
Firestone had refused. 

Goodrich told Automotive News 
last week that negotiations are 
underway with several tire manu- 
facturers to operate under license 
for the patents. 

In denying the Goodrich charges, 
Firestone said: 

“There is no merit in the tube- 
less tire patent suit filed by B. F. 
Goodrich Co. Firestone tubeless 
tires do not infringe any Good- 
rich patents, and we expect to 
demonstrate that fact to the 
complete satisfaction of the 
courts. 

“Tubeless tires have been known 
not only in the U. S. but in other 
countries for many years, and pre- 
tentions by Goodrich that it origi- 


Service Guaranteed— 


John Comley, mechanical inspector at 


Kaiser Bros. (Oldsmobile), los Angeles, 
makes a final check before a service job 
is approved. Because of this check system, 
Kaiser says it is able to offer a money- 
back guarantee on all mechanical service. 
Comley has been with the firm since 1932. 








nated the idea of a tubeless tire 
are groundless. 


“Firestone has pursued its own 
developments in this field without 
appropriating anything for which 
any other company has received 
patents. Firestone tubeless tires 
have a number of features which 
are unique to Firestone, and we 
have not adopted the Goodrich 
tubeless tire construction as we 
believe that our own constructions 
are superior. 

“Firestone has always respected 
patents which have merit, but his- 
torically in the rubber industry, 
Firestone has borne the brunt of de- 
fending against patents which are 
invalid but which nevertheless have 
been used to oppress the industry. 
In justice to its customers, Fire- 
stone has refused to pay royalties, 


By Bob Sheldon 
Associate Editor 

porwr steering, which made its 

debut 2% years ago as a luxury 
accessory on a single car make, 
has taken its place in the industry 
as the center of a lively competi- 
tive struggle. 


With the introduction of sim- 
plified new designs, prices of the 
unit, once as high as $225.75, now 
range down to $130.85. 


Within days, steering aids have 
been made available on two addi- 
tional makes—Mercury and Kaiser 
—at successively lower prices, and 
Lincoln has announced a $21.50 re- 
duction in its unit to $177.40. 

* + * 


I OREOVER, Hudson has con- 

cluded arrangements to 
market a Saginaw-type steering 
apparatus and Ford is expected to 
join the power steering parade this 
summer, leaving just three 
standard-sized cars—Dodge, Plym- 
outh and Willys—with no definite 
plans for making use of such a 
device before the 1954 model year. 


The $130.85 price tag became 
the lowest in the business when 
Kaiser-Frazer disclosed last week 
that it would offer a unit built by 
Monroe Auto Equipment as 
standard equipment on its Kaiser 
Dragon and as an option on its 
Kaiser Manhattan series. 


The low price, it was explained, 
was made possible by the Monroe 
system’s simpler design and by the 
fact that the unit replaces part of 
the car’s normal steering linkage. 

> * . 
ESIDES the cars which will be 
equipped with power steering 
of all types at the factory this 
year, Monroe is planning to make 
its unit available for field instal- 
lation in late-model cars—the first 
time such a service would be of- 


Power Steering Prices Cut 
K-F, Mercury Offering New Units; 
Lowest Tag Now $130.85 


and in doing so, has kept the prices 
of its tires consistently low and 
the quality consistently high.” 

Firestone said that in the past, 
it has successfully defended two 
major suits, winning both of 
them, for the benefit of the rest 
of the industry. 

“In the first such suit,” the com- 
pany said, “Firestone was sued on 
a tire-building machine covered by 
patents. The court found, in that 
case, that the patents were invalid 
and properly should not have been 
recognized. 

“In the second suit, Firestone 
was sued on a method of building 
tires—the so-called ‘flat band’ suit 
—and again, the courts found the 
patents were invalid for want of 
invention and declared them to be 
null and void.” 


fered to car owners. The cost, it 
is believed, would be $225 to $250, 
plus four or five man-hours of 
labor. 


For a few days prior to K-F’s 
entry into the power steering 
field, Mercury had held the dis- 
tinction of offering the lowest- 
priced unit at $150.50, including 
Federal tax, 


Before that, it was Studebaker, at 
$161.25. This independent, which 
offers mechanical power steering 
as distinguished from the hydraulic 
systems in general use, has not 
been equipping cars with the unit 
on any large scale, however. Diffi- 
culty in obtaining parts is given 
as the reason. 

» * ad 


Os makers’ prices are: 
Cadillac, $176.98; Chrysler and 
DeSoto, $177.35, Buick, Oldsmobile 
and Pontiac, $177.40; Nash, $192.40, 
and Packard, $195. 


Lincoln’s price cut put that line 
on a par with the General Motors 
(See STEERING, Page 63, Col. 3) 


GM to Construct 
Top Canada Plant 


OSHAWA, Ont.—General Motors 
has announced plans to construct 
what is described as Canada’s 
largest automotive assembly plant 
here. 

Ground will be broken at once 
for the 42-acre factory. Partial pro- 
duction will begin in the fall, GM 
said, with transfer of all Canadian 
Buick and Oldsmobile operations to 
the new plant. 

By the fall of 1954, transfer of 
Chevrolet production will be com- 
pleted, GM said, and all passenger- 
——— will be under the new 
roof. 





carrying standard and automatic 
transmissions. This resulted, he ex- 
plained, in a “seriously unbal- 
anced” inventory of both cars and 
materials in process. 

About 4,450 out of 18,000 work- 
ers in the company’s Wisconsin 
and California plants will be 
affected by the production cut. 
To stabilize the working force 
and circumvent difficulties inher- 
ent in further abrupt adjust- 
ments, DeVlieg said, Nash will 
continue to operate at the re- 
duced level through the annual 
vacation period in August. 

Even at the lower production 
rate, he added, Nash will set an 
alltime production record of 190,- 
000 for the fiscal year, compared 
with the previous high of 178,827 
in 1950. 

Ford likewise was feeling effects 
of the Muncie strike, but the com- 
pany’s main concern was to stretch 
out supplies of axle housings and 
spindles, tide up by a walkout at 
its own Canton (O.) forge plant. 

+ * * 

fpr production was nosing 

downward, and there were scat- 
tered work interruptions at Ford 
and Lincoln-Mercury car plants. 
The car-assembly situation was ex- 
pected to become critical by the 
middle of this week, with layoffs 
threatening. 

Willys assembly operations 
were curtailed last Monday, and 
Henry J output was halted at 
midweek, In the production of 
Kaiser cars, K-F said it was 
placing emphasis on its top- 
drawer Manhattan series to bal- 
ance off its supplies of automatic 
transmissions against a shortage 
of standard transmissions. 

At last word, Federal conciliators 
were still trying to find a basis for 
settlement of the Warner gear 
strike, involving 5,500 workers. 
UAW-CIO Local 287 called the 
walkout Apr. 20 in a dispute over 
incentive-pay rates. 

* * . 

ISAGREEMENT over the class- 

ification of nine men prompted 
the strike of 1,450 workers at 
Ford’s Canton plant, which began 
Apr. 27. 

Otherwise, as the UAW-CIO 
got set to resume negotiations 
this week on its long-term con- 
tract with General Motors, the 
auto-plant labor scene was com- 
paratively quiet. 

At Ford’s Livonia (Mich.) tank 
plant, 1,700 employes walked out 
in protest over what the new UAW 
Local 182 said was the company’s 
use of outside contractors for con- 
struction work. The men _ went 
back to their jobs the next day. 

* * * 


THREATENED strike of some 

1,100 mechanics employed by 
automotive dealerships and inde- 
pendent garages in St. Paul was 
“at least postponed” after negoti- 
ators worked out a_ temporary 
agreement, it was announced by 
spokesmen for the AFL _Inter- 
national Assn. of Machinists. 

William Paulbitske, business 
representative of IAM District 77, 
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NEW CAR 5 
DEALER 





said the agreement had been sub- 
mitted to employers and union 
officials for approval. Details 
were not available, but the union 
had demanded a union shop and 
wage increases, 

Paulbitske also disclosed that the 
IAM’s organization of auto me- 
chanics was being streamlined. St. 
Paul Lodge 1526, with about 1,300 
members, and Minneapolis Lodge 
382, with 800 members, are being 

(Continued on Page 67, Col. 1) 


Ford Planning 
Bigger Output 
In Second Half 


By Bernie Thomas 
Associate Editor 
EALERS will have to merchan- 
dise motor vehicles at lower 
profits after mid-year, when the 
auto industry will be entrenched in 
an intense battle for sales. 

That’s the way top Ford Motor 
Co. officials had the future sized 
up last week, following a national 
press conference that wound up 
a three-day observance of the 
company’s 50th anniversary. 

Out of the conference, which fea- 
tured the remarks of Henry Ford 











Henry Ford Il E. R. Breech 
II, president, and E. R. Breech, ex- 
ecutive vice-president, came these 
other crystal-ball items: 
* * = 

l LINCOLN may be set up as a 

eseparate division, with William 
C. Ford as head. Mercury, after be- 
ing divorced from Lincoln, would 
continue on its own under Benson 
Ford. 

(While retaining his present 
capacity as manager of special 
product operations, the 28-year-old 
“Bill” Ford last week was elected 
a vice-president of Ford Motor. 

(Ford, who has been a director 
since 1948, also is a member of the 
company’s administration, indus- 
trial relations, product planning, 
scheduling and defense production 
committees.) 

2. Ford Motor, in the not-too- 
distant future, may make its fi- 
(Continued on Page 64, Col. 3) 


Bowman President 


Of Montana Group 


KALISPELL, Mont.—Paul Bow- 
man (Chrysler-Plymouth), is presi- 
dent of the Flathead Auto Dealers 
Assn. 

Matt Himsl (Dodge-Plymouth) is 
vice-president and T. A. Miller is 
secretary-treasurer. 


WEST LIBERTY AVENUE™ 
imMalet cake) ete) Ve 


The Pittsburgh New Auto Row Dealers Club, a group of new-car dealers located 
within a mile of one another along one thoroughfare and handling 15 makes of 
cars, are working collectively to stimulate buying. Above, H. W. Malcolm, generc! 
manager of Miller Chevrolet Co. and chairman of the club, examines one of the 
dash cards being used on the side of street cars. To do the job, the dealers have 
pooled their money, hired an advertising agency and worked out many projects. The 
club treasurer receives each month confidential sales figures from each dealer and 
then prorates the cost so that the dealer benefiting most pays the most proportion 


ately for the service. 
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By John 0. Munn 





E HAVE never mentioned fac- 

tory executives in this column. 
When we talk about factories, it 
is in their relationship with auto- 
mobile dealers. There are several 
reasons for this. One is that the 
factories are large enough to have 
paid public relations experts who 
constantly tell their story effec- 
tively. Therefore it is not neces- 
sary for one who has cast his lot 
with automobile dealers to spend 
his time beating the tom-tom for 
factories, their policies or their ex- 
ecutives. 

I have had a strong desire to 
make an exception to this editorial 
rule for a long time, and I feel 
proud to talk about a man who is 
a leader not only in this field but 
in this era. When history is writ- 
ten, I am sure he will go down as 
one of the all-time greats of the 
business world. This is the automo- 
bile age; the industry has and will 
continue to play such a vital role 
in our economy that no one can 
ever kill it. The use of automobiles 
is important in the lives of people, 
too. 

I am referring, of course, to 
Alfred P. Sloan jr., chairman of 
the board of General Motors 
Corp., a man whose leadership 
meant so much to the past and 
future development of this indus- 
try. He is close to the hearts of 
all citizens. Dealers admire and 
respect him. He took over Gen- 
eral Motors at a critical time 
after the career of W. C. Durant, 
which was based primarily on 
promotion and finance. It fol- 
lowed immediately the short term 
of Pierre duPont, who accepted 
the responsibil- 
ity temporarily 
with the sudden 
removal of Du- 
rant as execu- 
tive head. 

As we also well 
know, after Sloan 
graduated in me- 
chanical engineer- 
ing he went to 
work for his fa- 
ther who owned 
the controlling in- A. P. Sloan jr. 
terest in the Hyatt Roller Bearing 
Co. This company had hard sledding 
for several years. Under Sloan’s 
leadership it grew and prospered 
and, by 1920, was sold to the United 
Motors Co., a subsidiary of General 
Motors Corp., for more than $13,- 
000,000. 


* . * 


Master Builder 


A TER several years with Durant, 
~4% Sloan had resigned his respon- 
sible position with the corporation 
and went to Europe only to be 
called back in 1923 to become presi- 
dent of the corporation and has 
served ever since in that capacity, 
or as chairman of the board. 


General Motors is one of the mir- 
acles of our time, and the man be- 
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hind it has been Sloan. He initiated 
a great many policies that have 
been followed by many other cor- 
porations. These policies have been 
based on ability, character and hard 
work. From the beginning he made 
it a rule to delegate authority to 
those who were able to exercise it. 
When he found such men, he backed 
them to the limit. The building of 
General Motors Proving Grounds 
(Continued on Page 66, Col. 1) 
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New Officers in North Carolina— 


North Carolina Automobile Dealers Assn. has elected new officers. They are (from 
left) Thomas L. Black, Pinehurst, president; Judson B. Smith, Greensboro, vice-president; 
Bessie B. Ballentine, Raleigh, executive secretary; J. Bobo Langston, Charlotte, secre- 
tary, and Charles G. Conn jr., Raleigh, treasurer. 





Career Aid 


Cleveland Dealers Issue 


Guide for Students 

CLEVELAND.—A 12-page folder 
on training salesmen and me- 
chanics has been issued by the 
Cleveland Automobile Dealers Assn. 

Prepared for the Welfare Feder- 
ation’s book on ‘‘Cleveland 
Careers,” the folder tells high 
school and college students of the 
future in the automotive industry, 
duties and potential earnings. 

The booklet says automobile 
salesmen in Cleveland are 25 to 
45 years old; have moved into sales 
from other departments in the 
automobile field or from other sales 
jobs; enjoy earnings of $5,000 to 
$10,000 annually, have annual in- 
centive earnings, are married and 
often are college graduates. 











Factory, Dealer Licensing 


OK'd by Okla. Senate 


OKLAHOMA CITY. — (UTPS) — 
Senate has passed and sent to the 
House a bill creating an Oklahoma 
motor vehicle commission which 
would require State licensing of all 
auto salesmen, dealers, manu- 
facturers, distributors, wholesalers 
and factory and distributor repre- 
sentatives. 

Senator Everett S. Collins, of 
Sapulpa, said he introduced the 
bill because some manufacturers 
load new cars with accessories and 
require their purchase. One section 
of the bill would provide for rev- 
ocation of the dealer’s license if 
the car buyer is required to 
purchase the accessories. 

Collins added that the bill 
would protect a dealer’s franchise 
for his estate in case of death. 
Now, he said, the manufacturer 
eancels the contract upon the 
death of the dealer. 

The bill would apply to new and 
used-car dealers. Under its terms 
licenses would be required by July 
1. A $25 license fee would be re- 
quired of each manufacturer, dis- 
tributor, wholesaler and factory 
branch or distributor branch. 

The dealer, factory representative 
or distributor would be required 
to pay a $15 fee. The fee for sales- 
men would be $5. 

Senator Joe Bailey Cobb, of 
Tishomingo, said the bill would 
prevent competition through the 
power of the proposed com- 


Buffalo Mechanics 
To Get Diplomas 


BUF FALO.—Sixty young men 
who have completed four years of 
training in the auto mechanics’ 
school at Burgard Vocational High 
School will be graduated June 23 
and will be available for employ- 
ment by Buffalo area auto dealers, 
the Buffalo Automobile Dealers 
Assn. announced last week, 

The school is now accepting re- 
quests for placing the prospective 
graduates. The association has sup- 
plied its membership with applica- 
tion forms, saying “that these boys 
are not journeymen, but are above 
average apprentices.” 

The association is urging its 
members to help provide students 
for the mechanics’ school by recom- 
mending it to friends who have 
children looking for occupational 
training. 


mission to refuse and revoke li- 
censes. 


The bill provides that the com- 
mission may deny an application 
for a license or suspend or revoke 
it after a hearing. 


The commission would be com- 
posed of six members appointed 
by the governor and confirmed by 
the Senate. 


Minn. Legislature 
Favors Dealers 
In Enacting Laws 


ST. PAUL.—No bills regarded as 
harmful to automobile dealers were 
passed during the recent session of 
the Minnesota Legislature. Lobby- 
ing at the sessions was the legis- 
lative committee of the Minnesota 
Automobile Dealers Assn., headed 
by Mal Nichols, Minneapolis, and 
Norb Koppy, St. Paul, co-chairman. 

Other members were Win 
Stephens jr., Minneapolis; George 
Brandt, Duluth, and Ace Furos, 
Zumbrota, association president. 

Among bills passed was one that 
relieves from the personal property 
tax all new motor vehicles on hand 
May 1 for which the full calendar 
year’s license fee has been paid 
by the dealer. 

Another law prohibits all untrue, 
| deceptive or misleading advertising, 
including radio and televison, and 
makes it no longer necessary to 
prove damage. 
| The Legislature also enacted a 
law which allows the pro-rata credit 
on the license tax on trucks to be 
re-registered during the year from 
a higher to a lower gross weight. 

Other laws provide a special li- 
cense fee for antique cars and 
create a commission to study the 
State highway system. 


St. Petersburg 
Elects Nichols 


ST. PETERSBURG, Fla.— 
Gordon Nichols, of Nichols Bros. 
(Hudson) is new president of the 
St. Petersburg Automobile Dealers 
Assn. 

Vice-president is Alan Peterson, 
of Noel & Peterson Motor (De- 
Soto-Plymouth), and W. J. Grant 
jr., of Grant Motor Co. (Ford) is 
| secretary-treasurer. 








N. H. Dealers Oppose 
Credit Controls Bill 


MANCHESTER, N. H.—(UTPS) 
—A resolution opposing U. S. 
Senate Bill 1081, which would grant 
the Federal Reserve Board standby 
credit controls, has been adopted 
by the New Hampshire Automobile 
Dealers’ Assn, 

Paul M. Milliams of Baltimore, 
vice - president of Commercial 
Credit Corp., and principal 
speaker at the  association’s 
annual meeting, warned that the 
Federal Government is keeping 
an eye on the possibility of re- 
establishing credit controls. Mil- 
liams described the present credit 
trends and offered speculations 
as to how automobile dealers 
might be affected by them. 

The dealers also passed a reso- 
lution questioning the legality of 
the Federal tax liability in certain 
aspects of its operations, and de- 
cided to retain legal counsel to 


Committee OK’s 
Format of NADA 


*54 Convention 


MIAMI.—The NADA convention 
committee has decided to maintain 
the general format of the conven- 
tion and to hold next year’s con- 
vention in Miami Beach starting 
Jan. 9, according to Ray Chamber- 
lain, NADA conventions and exhi- 
bitions director. 

The plan is still subject to ap- 
proval by the board of directors, 
which will meet in Detroit next 
month. 

Earlier, Chamberlain said, state 
associations, in answer to a ques- 
tionnaire sent out after the San 
Francisco convention asking their 
opinion of the general plan, over- 
whelmingly came out in favor of 
maintaining it. 

According to Chamberlain, the 
Roney Plaza is favored as conven- 
tion headquarters. No assignments 
have yet been made for public 
space, entertainment, hospitality 
rooms for factories and finance 
companies. 

With only 10 suites available, 
Chamberlain reported, “it is not 
practical to put any state associa- 
tion headquarters or factory enter- 
tainment facilities in suites at the 
Roney Plaza. 

The committee is expected to 
make some definite space assign- 
ments by the end of the month. 


Fields Retires After 37 Years 


As Portland (Ore.) Dealer 


Arthur L. Fields has announced 
his retirement after 37 years as a 
Chevrolet dealer in Portland, Ore. 
His son, Phillip L. Fields, will take 
over active management of Fields 
Chevrolet Co. Associates in the 
firm are Elizabeth Fields and 










Harold Murch, general sales man- 
ager. 





On the House . 


pended a used-car dealer for 10 


tion, will retire 





Wemhoff 


definite program . . 


showroom car and quipped: 








Marty Goldman, partner 
agency, will address Philadelphia dealer luncheon May 21. . . Ohio’s 
secret factory-dealer relations group will meet again June 4 to adopt 
. Slim Barnard reports that a salesman-friend 
approached him while he was looking at a $2,800 price tag on a 
“That tag refers to state, city and 
federal taxes; the price is additional.” 


give advice to association members. 


Ralph T. Wood, Portsmouth, 
was elected to succeed Edwin B. 
Morse, Manchester, as president 
of the association. Other officers 
include Walter Woodward, La- 
conia, vice-president; John D. 
Orr, Concord, executive  vice- 
president, and Walter B. Mac- 
Gregor, Manchester, treasurer. 


Directors elected to include: 
Howard Bailey, Keene; Robert W. 
Beaupre, Rochester; Andred Nichol, 
Concord; Fred Rogers, Claremont; 
Walter Harvey, Portsmouth; Har- 
lan F,. Jesseman, Lisbon; Harry N. 
Marsh, Colebrook; Edwin B. Morse, 
Manchester; Donald Piper, Frank- 
lin; Peter Prew, Nashua; Gordon 
Wentworth, Center Ossipee; Ralph 
T. Wood, Portsmouth; Walter 
Woodward, Laconia; James T. Wy- 
man, Keene; Walter B. Mac- 
Gregor, Manchester, and John D. 
Orr, Concord. 

Banquet guests included Frank 
D. Merrill, State commissioner of 
Public Works and Highways; State 
Police Supt. Ralph W. Caswell, In- 
surance Commissioner Donald 
Knowlton, and Motor Vehicle Com- 
missioner Frederick N. Clarke. 

The group decided to hold its fall 
convention at the Granliden Hotel 
in Sunapee, Sept. 9 and 10. 


Dealer-Opposed 
Insurance Bills 


Strangled in R. I. 


PROVIDENCE, R. I.—Four bills 
aimed at prohibiting sale of auto- 
mobile insurance by dealers, their 
agents and automobile finance com- 
panies died in committee when the 
Rhode Island General Assembly ad- 
journed. 

Romeo D. Asselin, president of 
the Rhode Island Automobile 
Dealers Assn., spearheaded the 
dealers’ fight against passage of 
the bills. 

Asselin said he thought members 
of the House and Senate allowed 
the bills to die because they real- 
ized not only “that automobile 
dealers would be handicapped in 
the conduct of their business if 
these bills passed, but also, under 
the terms of these measures, the 
public was not being given any 
more rights than it now has—as a 
matter of fact, car customers 
would be deprived of their right to 
place their automobile insurance 
where they chose—either with a 
private agent or with a finance 


company.” 
The General Assembly passed 
two bills in the dealer interest. 


One would give credit for tradeins 
in the computation of the State 
sales tax. The other bill would re- 
store to the Motor Vehicle Dealers 
Licensing Commission the power to 
hold hearings and revoke or sus- 
pend licenses, and would establish 
it as a separate agency of the 
State Government. 





Ohio’s new dealer-salesman licensing board has already revoked 
the license of a new-car dealer for illegal operations and has sus- 


days for infractions . . . Sears, 


which is seriously considering leaving the new-car 
field by dropping the Allstate auto, may soon an- 
nounce a definite date (perhaps July 1), Chicago 
sources say... 

NADA’s new senior and junior councils at staff 
headquarters are patterned after plan originated 
at McCormick & Co., where NADA’s new execu- 
tive vice-president, Fred Bell, was an official just 
prior to joining NADA. Senior council is composed 
of department heads; junior council of five staff 
members who rotate every six months ... Turner 
Summers, founder of Kentucky dealer associa- 


this year as NADA director ... 
in Aitkin-Kynett ad 


Pete Wemuorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: I. 


Fair and equitable contracts between manufacturers 


D ms and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
e the dealers on every used vehicle accepted in partial payment for a new 
r A car or truck. § 3. Every dollar of gasoline tax collected by states or federal 
L jovernment applied to the building and maintenance of highways. 
: © 4. The elimination of government and bureaucratic controls over this 
S R industry. § 5. A return to the precepts of independence and the rewards of 


applied energy and ability, which made America and gave more of her 
citizens more of the better things of life than anywhere else in the world. 


How Much Are We Doing 
To Keep Roads Open? 


— is a powerful force . . . powerful because it is so 
difficult to recognize in ourselves. It’s easy to see why the 
— guy should get bounced off his fanny, but ourselves... 


NEWS 





It wasn’t too many years ago that even the makers of cars 
and trucks were reluctant to use trucks in their own business. 


The railroads had been hauling supplies to the auto 
plants for many years. Truckers had no tariffs. They were 
relatively untried. The old ways were comfortable. 


Then came the Depression. New ideas had to be tried. 
Cutting corners became the order of the day. Trucks got 
their chance. 


" Auto companies came into a real appreciation of the utility 
of this marvelous instrument of mobility which they were 
producing. 


Since that time, trucking has revolutionized America. 
Trucks can go anywhere. And because trucks can, so can 
people . . . and cities. 


The railroads broke the shackles that held people to the 
waterways. And trucks broke the shackles that bound 
people to steel rails. 


Trucks revolutionized business practices. Inventories could 
be kept mobile. And trucks could move goods faster than 
letters of credit. So credit practices were revolutionized, too. 


But for all of this revolution, there is still inertia in the 
minds of the very people who should be concerned most 
directly. 


Railroads are spending millions in a destructive, futile 
effort to tear down the truck industry. They will not succeed, 
because America cannot live without trucks. But the rail- 
roads will create doubt in the minds of people about trucks. 


Yet how much is the auto industry spending in a con- 
structive manner to keep open the path for trucks? To 
create greater understanding of how important trucks are 
in our lives? To build better roads? it is still a piddling 
endeavor, when it should be an overwhelming drive. 


The public will decide whether trucks are needlessly 
hamstrung. Truth will win, but it needs a little help. | 





Auto 
Forum 


Early Birds Now 


Whatever else the change of 
Administration may or may 
not do, an electric car counter 
in Washington records that 
government employes have 
been getting into work exactly 
21 minutes earlier since Presi- 
dent Eisenhower took office.— 
Tre. 

* * 


Credit Does Wonders 


If the people of Western Eu- 
rope had the benefit of a con- 
sumer credit system like ours, 
the nations there also would 
develop a high living standard. 
Consumer credit makes people 
want to work, because it makes 
it possible for them to buy and 
enjoy the things they want. Life 
then is well worth living.—Fred 
Lazarus, president, Federated 
Department Stores. 

* * * 

How long would you consider 
@ man your friend if he spoke 
to you only when he wanted 
to sell you something ?—Print- 
ers’ Ink. 

* * * 


A Double-Take 

The Society of Business Maga- 
zine Editors recently did a 
double-take when Postmaster 
General Arthur Summerfield, on 
taking over the $3 billion enter- 
prise that loses $720 million a 
year, said his only previous ex- 
perience in postoffices was when 
he played “post office” as a boy. 
—Tide. 

* x x 
How It’s Spent 

Of the motorist’s vacation 
dollar, meals take approxi- 
mately 29 cents, transportation 
21 cents, lodgings 20 cents, re- 
tail purchases 18 cents, thea- 
ters and other amusements 7 
cents, admission to travel at- 
tractions 5 cents. — Printers’ 
Ink. 


Cradled in Human Desire 


The mobile home population is 
increasing at the rate of 175,000 
persons a year. This new way 
of living is graphic testimony to 
a sociological change in Ameri- 
ca that we cannot deny, restrict 
or prohibit, because it is cradled 
in a human desire for freedom, 
independence, practical econo- 
my, travel, adventure, and vo- 
cational mobility. Less than five 
percent of the trailerites are 
vacationists, and 95 percent 
“stay put” and use trailers as 
permanent housing. — John C. 
Videen, past president, Trailer 
Coach Assn. 

* 


Heart of the Problem 


The nub of the highway 
problem is this: 86 percent of 
all vehicle traffic is concen- 
trated on only 700,000 miles of 
the nation’s system of 3.2 mil- 
lion miles. The trouble is that 
the overworked roads haven’t 
been getting much more at- 
tention than the lazy roads. 
—Steel Magazine. 


x x * 


Buyers of autos and other 
installment merchandise soon 
will be paying higher finance 
charges .. . It’s the high cost 
of new money when the fi- 
nance companies themselves 
need capital; one of the inde- 
pendents just paid 5% percent. 
—Business WEEK. 


10 Years Ago... 
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‘Not Unusual? ....... 
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This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Jokingly 

I notice in the April 6 issue of 
Automotive News of the robbing of 
Mr. Elmer Allen. 

Please advise Mr. Allen that this 
is nothing unusual. Down here we 
are robbed every day, only instead 
of a gun they carry a used car in 
to trade.—R. F. StepHEN, Stephen’s 
Buick Co., Concord, N. C. 

* od x 


Poetic Salesman 

We here at Nick Allen Motors are 
naturally subscribers to AUTOMOTIVE 
News. I find it most informative 
and enjoy immensely what cartoons 
you display relative to the auto- 
motive industry. 

Herewith are a couple of poems 
I wrote.—CHARLIE Downing, sales- 
man, Nick Allen Motors (Buick), 
Newport News, Va. 

* * * 
BEING A MANAGER 
Being a manager, 
is really hell. 


The Big Story 


A postwar 30-hour week was recommended by R. J. Thomas, UAW- 
CIO president, “as one of the essential prerequisites of full employ- 
ment” ... Warning that businessmen for too many years “have been 
just passing resolutions,” Paul G. Hoffman, chairman of the National 
Committee for Economic Development and president of Studebaker, 
told a meeting of industrialists in Baltimore that industry must pre- 
pare for a “rip-roaring, risk-taking expansion” in the postwar period 
... Joseph H. McDuffee, vice-president of Electric Auto-Lite Co. and 
one of the oldtimers of the automotive industry, died May 12... 
R. R. Anfin, assistant general manager of Ford Motor Co., warned 
dealers that consumers must be treated with utmost courtesy, even 
though the dealer is beset with help shortages and a big backlog 


of work. 


—From the files of Automotive News. 





You’re never sick, 
nor ever well. 


Gripes about this, 
gripes about that. 
While those that gripe 
are the ones who get fat. 


Appraise this car, 
the telephone rings. 

Good deal, says the salesman, 
he whistles and sings. 


If you have good credit, 
and % down. 

We'll soon have you riding, 
all about town. 

Credit statement looks good, 
for you, my friend. 

On the phone, 
call it in. 


What? Rejected, 
Bootlegger—Hell. 


Life could be beautiful, 
In a padded cell. 
. s 7 


THEY CAN BE SOLD 
In walked a customer, 
with a sorrid look. 
I quickly picked up, 
my automobile book. 
He asked the price, 
I gave him same. 
I’m Charlie Downing, 
what’s your name? 
Start her up, 
let her run. 
Driving this car, 
could really be fun. 
Blow it out, idle her down, 
Your best deal anywhere in town. 
The engine reved, 
how she shook, 
He replied too steep for my 
pocketbook. 
Around the building, ' 
remained his tracks. 
His last three words, 
“TLL BE BACK.” 
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“| “We know Commercial Credit wouldn't hesitate to help 


tae 


to right, co-owners of Munroe Zeder Ine., action- 


Ne | Us out in any emergency” say Coman MUNROE AND JOHN ZEDER, left 7 | 


minded Chrysler-Plymouth dealers of Miami, Florida. 
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UNROE ZEDER’S exclusive use of the 
COMMERCIAL CREDIT PLAN today dates back 
to 1937 in Detroit, Michigan—8 years before they 
opened the doors for business. There as retail 
Chrysler salesmen they determined to count 
COMMERCIAL CREDIT in on their own agency plans. 
For as both Mr. Munroe and Mr. Zeder agree: 
“The greatest benefit of doing business with 
ComMERCIAL Crepit is the feeling of security one 
has, not only in all financial transactions, but with 


our personal association with the company at large.” 


And like so many other dealers, Mr. Munroe and 
Mr. Zeder expressed complete satisfaction with 


ComMERCIAL CreEpIT personnel who give quick, 


accurate approval of finance deals and act promptly 


on insurance losses. No wonder more and more car 
dealers are turning to COMMERCIAL CREDIT’S 
business “know how,” ample resources and com- 
plete facilities for their financing needs. Why not 
call or write your nearest COMMERCIAL CREDIT 
office today for complete details? Ask to see ‘The 


Salesman’s Angle” when you do. 


COMMERCIAL CREDIT DEALERS ARE Successf ul DEALERS 


COMMERCIAL 
CREDIT 


CORPORATION 


A service offered through subsidiaries of 
Commercial Credit Company, Baltimore 
. »» Capital and Surplus over $125,000,000 
- « « Offices in principal cities of the United 
States and Canada 
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Merchandising Drives Underway . . . 


Attack Used-Car Sales Problem 


DETROIT. Two organizations 
announced plans last week to at- 
tack the used-car problem facing 
franchised dealers as heavy new- 
car sales furnish an ever-growing 
supply of tradeins. 


Meantime, a survey was released 
by the National Used Car Dealers 
Assn. last week, indicating the ex- 
tent of the decline in sales by in- 
dependent dealers. 

The Metropolitan Detroit Chev- 
rolet Dealers Assn. launched a 
90-day newspaper, radio, tele- 
vision and direct mail “Used Car 
Selling Spree,” aimed at high- 
lighting the used-car bargains 
being offered at Chevrolet dealer 
used-car lots. 

At the same time, 


U.C. Sales Decline 
> Pct. in Quarter, 
NUCDA Reports 


DETROIT. — The National Used 
Car Dealers Assn., check of used- 
car sales by independent dealers 
indicates a 5 per- 
cent drop during 
the first quarter 
of 1953 compared 
to the same quar- 
ter of 1952, Ray 
Hayward, associ- 
ation president, 
said today (May 
18). 

New England 
and southern 
states showed the 

Ray Mayware greatest decline 
in sales, while some midwestern 
dealers reported a higher turnover, 
Hayward said. 

“Strong employment levels and 
an unusually mild winter account 
for the 9 percent volume increase 
in sales in Michigan and Ohio,” 
he added. 

“Contrary to rumors that used- 
car dealers are heavily overstocked, 
their reports indicate inventories 
are being carefully watched,” he 
said. “The survey reveals that sales 
by reporting dealers have dropped 
5 percent, while inventories are no 
higher than last year for the first 
quarter. The only exception is the 
farwestern states where used-car 
stocks are up 21 percent for the 
first three months of 1953.” 

Even though volume is being 
maintained by some dealers, re- 
ports signify that profits are much 
lower than last year—an average 
drop of 30 percent is indicated. 
This is true in every section. 

Lower markups and increased 
operating costs are the two main 
factors, Hayward said. Financing 
has tightened up considerably, most 
dealers report. 

National averages show that 
sales for January, 1953, were 6 

(Continued on Page 68, Col. 1) 


Oldsmobile 











Measuring Paint— 


A small electro-magnetic instrument is 
used by Pontiac Motor to measure the 
thickness of paint on sheet metal. This is 


done to maintain paint specifications. 
Inspector G. A. Wilmot makes the paint 
test on the final assembly line. Inset is 
closeup of the meter. 


announced plans for a 
swing around the nation, to focus 
dealer attention on modern used- 
car merchandising methods, 

G. R. Jones, Oldsmobile general 
sales manager, said that the ratio 
of used-car to new-car sales for 
Oldsmobile dealers was now 1.5 to 
1 and that, at this rate, the di- 
vision’s dealers should sell about 
300,000 used cars during the last 
half of 1953. 


“The used-car market is 
changing markedly this year,” 
Jones said. “An exceptionally large 
number of late model used-cars 
are being taken in trade.” 

B. N. Barber and James E. 
Straud, assistant sales managers 
for Oldsmobile, will hold the 
meetings in Atlanta, Dallas, Los 
Angeles, Chicago, New York and 
Detroit. Morgan Seaton, sales 
promotion manager, and Harvey 
Howard, used car merchandising 
manager, will be the featured 
speakers in the campaign, ac- 
cording to Oldsmobile. 

The Detroit Chevrolet dealers 
campaign got under way last week 
with full page newspaper ads in 
Detroit papers, showing pictures of 
the dealers cooperating in the 
“selling spree,” and listing “red- 
tag specials’—cars offered as ex- 
ceptional values each day. The 
red-tag specials are double tagged, 
since the usual “Chevrolet OK” 
tag is prominently displayed. 

The Chevrolet dealer campaign 
will continue for three months, it 
was explained, in at least three 
areas of merchandising. Details on 
the three steps were not announced. 


In addition to the newspaper ads, 


Wis. Legislature 
Passes 2 Bills 
Aiding Dealers 


MADISON, Wis. — Automobile 
dealers in this state have won 
approval of the Legislature for two 
bills they belive will help their 
business. 

One would repeal the 1929 law 
which requires dealers to turn 
speedometers back to zero when 
taking in used vehicles. The new 
proposal, awaiting approval by Gov. 
Walter J. Kohler, would give deal- 
ers the option of letting the speed- 
ometer readings stand. 

Dealers explain that the 1929 law 
was practicable once, when auto 
dashboards were simple. Today 
such an adjustment is costly, they 
say. 

The second proposal before the 
Governor is designed to prevent the 
return of junked cars to trade 
channels. 

It would require a strict safety 
examination for such cars and a 
$25 fee. Such automobiles also 
would be described in the title as 
formerly junked. 

“This will help to eliminate the 
trading back to dealers of cars 
which they thought they had 
junked and will save dealers hun- 
dreds of thousands of dollars an- 
nually,” said Louis Milan, executive 
secretary of the Wisconsin Auto- 
motive Trade Assn. 


New Gasoline 
Shell Additive Said to Hike 


Power, Mileage 


NEW YORK. — A new gasoline 
additive described as the “biggest 
development in motor fuel since 
the introduction of tetraethyl lead 
31 years ago” will be added to 
Shell Oil Co.’s premium gasoline, 
according to F. S. Clulow, manu- 
facturing vice-president. 


The new ingredient is scheduled 
to be supplied May 26 in 16 cities 
and to be made available nation- 
wide in about 90 days. 

“It gives the average car up to 
15 percent more power, and mile- 
age, and 50 to 150 percent longer 
life for spark plugs,” Clulow said. 
Gasoline containing the new prod- 
uct, he said, cleans old plugs and 
cuts down pre-ignition, the most 
serious cause of knocking. The 
new additive is TCP, a cresyl com- 
pound. 


six-city | which will 








appear periodically 
periodically during the entire cam- 
paign, radio and television spot ads 
will be used, according to W. B. 
Doner & Co., advertising agency 
handling the account. Each dealer 
also receives copies of the ads for 
use as direct-mail pieces to po- 
tential customers. 

Special lot decorations were pre- 
pared for the opening on May 13, 
and dealers united in an effort to 
make the lots especially attractive. 

Some indication of the growth 
of used-car stocks throughout the 
U. S. appeared in a report last 
week from the National Used Car 
Dealers Assn., which said that 
used-car sales by independent 
dealers had dropped during the 
first quarter of 1953 as compared 
to the same quarter last year. 

The NUCDA said that New Eng- 
land and the Southern states 
showed the greatest volume decline, 
while midwestern dealers reported 
a higher turnover. 

“Strong employment levels and 
an unusually mild winter account 
for the 9 percent increase in sales 
in Michigan and Ohio,” Ray Hay- 
ward, NUCDA president, said. 


Plymouth Names 


Lawson in East 


DETROIT. — Appointment of 
James A. Lawson as eastern zone 
manager of Plymouth was an- 
nounced last 
week by William 
J. Bird, Plym- 
outh general 
sales manager. 

With headquar- 
ters in the home 
office, Lawson 
will supervise 
field operations 
in the Atlanta, 
Detroit, New 
York and Phila- 
delphia regions. 

Lawson joined Plymouth in 1946 
and was assigned to the distri- 
bution department at the Los An- 
geles plant. In 1947 he was ap- 
pointed district manager in the Los 
Angeles region and in 1949 he be- 
came regional manager in the 


J. A. Lawson 


Portland region. 





May 13 
(Sale fast, could have sold more 
Pontiacs, Fords and Chevrolets. Sold 
87 cars out of 127 offerings.) 
BUICK—’51 Super 2-dr., $1,450*, $1,- 
250°. '50 Special 2-dr., $970; conv., 
$1,275*. 
CADILLAC—’52 (60) 4-dr., $3,500*. 
CHEVROLET — ’52 SL Deluxe 4-dr., 
$1,280; 2-dr., $1,350", $1,150. '51 FL 
Deluxe 2-dr., $1,075. '50 SL Deluxe 
2-dr., $905, $875, $850. '49 business 
coupe, $680, $675. 
CHRYSLER—'49 NY 4-dr., $820*. '48 
NY conv., $425. 
DeSOTO—’'51 Custom club coupe, §1,- 


120. '48 Deluxe 4-dr., $440, $415; 
club coupe, $420. 
DODGE—’'51 Meadowbrook 4-dr., $1,- 


050; Coronet 4-dr., $1,015; Wayfarer 
2-dr., $880. '50 Wayfarer 2-dr., $730. 
‘49 Coronet 2-dr., $720, $650. ‘'48 
Custom 4-dr., $550, $500. '47 Custom 
club coupe, $500, $360. 

FORD—’52 Custom (8) 4-dr., 2 at $1,- 


550*; %-ton Panel, $745. '51 Custom 
(8) 2-dr., $1,130, $910. ‘50 Custom 
(8) club coupe, $775; Custom (6) 
2-dr., $810, $700; %-ton (8) pickup, 
$500. ‘49 Custom (8) 2-dr., $640, 
$630, $590; conv,, $775. ‘47 SD (8) 
2-dr., $410. 


HUDSON—’'50 Pacemaker 2-dr., 
‘48 Commonder (8) 4-dr., $500. 

KAISER—'52 Virginian, $1,350. 

MERCURY—’51 4-dr., $1,160. '50 4-dr., 
$960. ‘49 2-dr., $780, $660, $570; 
4-dr., $750, $700. 

NASH—'51 Statesman 4-dr., 2 at $900, 
$825, $780; 2-dr., $825, $730. ‘50 
Ambassador 2-dr., $675. 

PACKARD—'49 4-dr., $505. 

PLYMOU T H—’52 Cambridge club 
coupe, $1,175, $1,135, $1,090. ‘51 
Cambridge club coupe, 2 at $900, 
$925. ‘50 Deluxe club coupe, $850, 
$830; 4-dr., 


$500. 


$820. 
$700, 2 at $625, $590. 


$385. 

PONTIAC—’52 Chieftain (8) 2-dr., $1,- 
600. '51 Chieftain (8) 2-dr., $1,265°. 
'50 Chieftain (8) 2-dr., $1,115*. ‘48 
SL (6) club coupe, $720. 

STUDEBAKER — '50 Champion 4-dr., 
$810*, $590, $575, $570. 


"49 Deluxe 4-dr., 
‘48 SD 4-dr., 
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Used-Car Bulletin from Detroit... 
Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday) 


| 
| 


| 








Plymouth Summer Sales Plans 


Reviewed— 


Plymouth regional managers throughout the country are conducting meetings with 
dealers to discuss sales plans for the summer. Attending a recent meeting in Detroit 
were (from left) Jim Carney, general manager of Art Grissom Motor Sales Co., Center- 
line, Mich.; Russel Craig, of R. Craig Motor Sales, Utica, Mich.; William Cumbers, 


Detroit regional manager; 


James Curtiss, sales manager of Grissom Motor; 


Ken 


Sarason, of Bill Henderson Motor Co., Van Dyke, Mich., and Floyd Reynolds, of 


Floyd Reynolds, Inc., Van Dyke, Mich. 


U.S. Request for Records 


Stirs duPont Proceedings 


CHICAGO.— The serene atmo- 
sphere of the duPont anti-trust 
trial evaporated last week when 
the Federal Government, in a sur- 
prise move, asked Federal Judge 
Walter J. LaBuy to subpoena 22 
companies for records relating to 
sales to General Motors as far back 
as 1915. 

Defense attorneys protested 
this move as a “dragnet” which 
would prolong the case indefin- 
itely. If granted, the action would 
involve thousands of records and 
documents. 

Judge LaBuy finally termed the 
request too broad and told both 
sides to get together in an attempt 
to agree on a narrowed version. 

The Government asked that E. I. 
duPont de Nemours & Co., Inc., be 
forced to surrender all books and 
records for the years 1915-37 and 
1948-50 relating to sales to GM of 
33 products. 

It asked the same type of records 
from about a dozen paint compa- 
nies competing with duPont, as 
well as sales records on five prod- 
ucts by competing fabric compa- 
nies. 

Other Government demands in- 
cluded trade reports on_ several 
types of products. 

The defense pointed out that 
under a subpoena issued in 1948, 
Government investigators had 

unlimited access to all duPont 
records and actually selected 
about 3,500 of them for use in the 
case. 

Defense attorneys also empha- 





May 6 
(Clean cars bringing top prices. 

Good, fast sale. Sold 81 cars out of 
112 offerings.) 

BUICK—’51 Super 4-dr., $1,555*. ‘50 
Super 4-dr., $1,080*. '47 Special 4- 
dr., $275. 

CADILLAC—'49 (62) 4-dr., $1,600*. 
'48 (62) 2-dr., $1,000*. '46 (62) 4-dr., 
$410*. 

CHEVROLET—’51 SL Deluxe 2-dr., 
$1,010; Bel Air, $1,300*; FL Deluxe 
4-dr., $1,075, $1,145*. '50 SL Deluxe 
4-dr., $860*. 

CHRYSLER — '50 NY 4-dr., 
Windsor 4-dr., $800. 


$1,015°; 


DeSOTO—’51 Custom club coupe, §1,- 
425*. ‘50 Deluxe 4-dr., $975, $950. 
’49 Custom club coupe, $980*. 

DODGE—’52 Meadowbrook 4-dr., §$1.- 


245*. ’°51 Coronet 4-dr., $1,055*, $1,- 


160*. ‘50 Coronet 4-dr., $900; Mea- 
dowbrook 4-dr., $755*. 
FORD—’52 (6) stationwagon, $1,680; 


Custom (6) 2-dr., $1,415. '51 Custom 
(6) 2-dr., $980, 900, 990; Custom (8) 
2-dr., $1,175*. '50 Custom (6) 2-dr., 
$715*, $890*. "49 Custom (8) 2-dr., 
$675, $565, $720*; 4-dr., $575. °48 
SD (6) 4-dr., $275. '46 Custom (8) 
4-dr., $450. 

KAISER—’50 4-dr., $490, $450. 

LINCOLN—'49 4-dr., $590. 

MERCURY—'47 club coupe, $505. 

NASH—’51 Ambassador 4-dr., $1,000*; 
2-dr., 2 at $800. 

OLDSMOBILE—’50 (88) 2-dr., 2 at $1,- 
050*, $1,065*. ‘49 (76) 2-dr.. $685. 
’48 (98) 2-dr., $600. °47 (76) 4-dr., 


$500. 

PLYMOUTH—’'52 Cambridge club coupe, 
$1,150; 4-dr., $1,155. ’51 Cambridge 
4-dr., $920, $980, $950; club coupe, 
$975, $950. '50 SD 4-dr., 3 at $800, 
$950 


PONTIAC—’52 Chieftain (8) 2-dr., $1,- 
700°. °'50 Catalina, $1,485*; Chief- 
tain (8) 4-dr., $1,070°. '49 Chieftain 
(8) 4-dr., $990, $825. '47 SL (8) 4- 
dr., $380. 

STUDEBAKER—’52 Commander 4-dr., 
$1,210*. ‘51 Champion 2-dr., $820. 
'50 Champion 2-dr., $560, $630, $580. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 50, 51, 52. 





sized the enormity of the task of 
gathering these records from offices 
throughout the country. 

The Government contends that 
the figures are needed for rebuttal 
arguments. As an example of what 
is sought, a Government attorney 
said that records now available 
showed that in 1946 alone GM 
bought $14,836,000 in paints, includ- 
ing nearly $10,500,000 worth from 
duPont but only $1,934,000 from the 
nearest competitor in a list of 50 
names, One firm, he said, furnished 
only $80 worth. 

Earlier, the questioning of Irenee 
duPont, 83-year-old industrialist, 
turned into an argument of what 
constitutes control of a company. 

The Government centered its 
fire on the word control men- 
tioned in documents pertaining 
to the 1927 acquisition of a large 
block of stock in United States 
Rubber Co. by a large group, in- 
cluding members of the duPont 
family. 

DuPont said the word referred 
to financial policies, which his 
group was trying to improve, not 
to the whole rubber firm. 


McQuay-Norris 
Ups Prices on 


Some Auto Parts 


ST. LOUIS.—McQuay-Norris Mfg. 
Co. here has increased the prices 
on some of its line of auto parts, 
it was announced last week. 

The parts to take the price hikes 
included pistons, pins, valves, sus- 
pension parts, bearings, pump 
parts, bolts and bushings. 

Carl R. Wippern, executive presi- 
dent of McQuay-Norris, said that 
\a flat increase of 10 percent had 
been made on the company’s 
specialty line of piston rings, but 
that the overall price increases 
were selective among the products 
and that the total markup was 
“substantially below” 10 percent. 

Arden J. Mummert, president of 
the firm, stated: 

“While some of these price in- 
creases are not as substantial as 
we would like to see them, we be- 
lieve that there will be additional 
price boosts in our industry 
throughout the year.” 


Fort Worth Dealer 
Fined $70,000 
On Tax Charge 


DALLAS. — C. Roy Gaines, 58 
president of Gaines Cadillac, Inc.. 
Fort Worth, pleaded guilty last 
week in Federal Court here to a 
charge that he evaded $130,646 in 
Federal taxes from 1947 through 
1950. 

Judge T. Whitfield Davidson fined 
Gaines $70,000 and imposed a three- 
year prison term, but suspended 
the latter because of Gaines’ health. 

District Attorney Frank B. Pot- 
ter told the court Gaines tried tv 
hide part of his income by having 
his customers pay list price for th 
automobiles in a check to the com- 
pany, plus another check to Gaine 
personally. On 503 cars, Pott«: 


charged, income was understate < 


by an average of $300. 
Gaines is no longer a Cadille« 
dealer. 


~~ 
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= A new magazine for the auto trim trade! 


for makers and installers of seat-covers and convertible tops 


A new national organization for the auto trim trade! 


so that each trimmer may benefit from the aspirations of many 





A AD ie ac Ph = DO limo 


A new emblem of quality for the auto trim trade! 











Write or Phone 


symbolizing high minimum standards of materials and workmanship 


Only two issues of Auto Trim News will have 
appeared by the time you read this... 


yet advertisers already can depend on 
a controlled circulation of 6,000 copies! 


Guaranteed circulation! Guaranteed by the 
National Association of Auto Trim Shops 
(NAATS) which is the official publisher of 
Auto Trim News. 


The NAATS emblem stands not only for the 


members’ insistence on superior workmanship 
and materials, 


but also for the superiority which 
members will demand of their own 
magazine! 


What greater guarantee of readership could 
an advertiser ask for? 


And what greater guarantee of interest could 
a reader ask for—especially if he is concerned 
with the business of seat covers and convertible 
tops? 

Send today for a subscription . . . or for ad- 
vertising information about Auto Trim News. 


Dear Sir: 
Yes, I'm interested in Auto Trim News! 


[] Enclosed is check for $5.00 for 1-year 
subscription. 


[-] Please send advertising information. 


Name ea Son, 
Firm ss 
Address____ ae 


ae Se 


eee Se 


The National Association of Auto Trim Shops, 865 Broadway, New York 3, N. Y. — CHelsea 2-1310 


8 
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1,100 Dealers Hear Packard Chief in N. Y.... 





| 


Nance Tosses Ball to Salesmen — 


NEW YORK. 
reached the end of a_ shortage 
economy, based on war or defense,” 
James J, Nance, president of Pack- 
ard, told more than 1,100 auto 
dealers at the 45th anniversary 
banquet of the Automobile 
Merchants Assns. 

“Now,” he said, “we are facing 
the big test of whether we can 
maintain a high level economy 
without Government - planned 
economy and artificial supports. 

“Can we sell what we can 
produce without disorderly market- 
ing and liquidation? I believe we 
can by dynamic distribution.” 

Nance declared that sales person- 
nel in the automotive industry, at 
both the factory and dealer levels, 
either do have or soon will have 
the ball. After 13 years as the for- 
gotten man of business, he said, 
the salesman is coming back. 

Speaking from the _ dealer’s 
point of view, Ralph T. Horgan, 
president of the Automobile 


| 


“I think we have; Merchants Assn. of New York, 


touched on the problem of mount- 

ing production rates. “My 
worry,” he said, “and I think it 
is the worry of every dealer, is 
that the factory will love me 
better in November than it does 
in May.” 

He added, however, that despite 
record production, “dealers in this 
area, for the most part, have not 
only kept pace with it, but in 
many cases have outsold the pro- 
duction.” 


Nance expressed the opinion that 
most business firms are poorly pre- 
pared for a market of high pro- 
duction and stiff competition, Since 
1940, he said, the emphasis has 
been on production. This means 
that the majority of industry 
leaders, he pointed out, has come 
up through the engineering and 
manufacturing divisions. 


Nance said that although 
growth in population probably 
will take up some of the slack, 


the expected market in 1960 of | 


now by output, so that there is 
little room for expansion, 


He pointed out that American 
|industry has been built on pro- 
|ducing “more things for more 
people,” but warned, “Our economy 
is out of balance. Distribution has 
not kept pace with our increase in 
productive capacity. 


“While the output of goods had 
doubled per man-hour during the 
past 20 years, cost of distribution 
has remained static. In terms of 
percent to sales, 


6% million cars is almost equaled 
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| Buick Special in Summer Garb— 


This Buick Special convertible has just 


been put in volume production, it is an- 


nounced. Powered by a 130-horsepower engine with a compression ratio of 7.6 to |, 
it is mounted on a 121.5-inch wheelbase, the same as all other Buick convertibles. 


The interior is trimmed in cordavene in a 


choice of four two-tone color combinations. 


| Power steering, Dynaflow and wire wheel covers are offered as optional equipment. 


there has been | 


little or no improvement, and this | 


in a period of low selling pressure.” 

Citing a survey made by Pack- 
ard, which showed that 80 per- 
cent of the people responding had 
bought their car without being 
contacted by a dealer, and that 
only after visiting the dealership 


had 65 percent received a phone 
call from a salesman, Nance said 
that plenty of waste and ineffi- 





GMC C.0.E MODELS 


45 foot 


|and two-thirds had 


ciency has crept into marketing 
in the last dozen years. 

He pointed out that half of those 
interviewed had received no dem- 
onstration prior to the purchase, 
received no 
demonstration after the purchase. 
Another 35 percent showed they 
traded because of a deal, which in- 
dicated to him that the salesman 
was not selling the product feature 
of his car. 

In the coming competition, Nance 














With a cab-plus-hood length as much as 20” less 
than conventional tractors, GMC c.o.e.’s can 
haul full-capacity ‘‘square-nosed”’ 35-foot trailers 
—with plenty of clearance in the “jackknifed”’ 
position. 





GMC c.o.e.’s will handle any type of 35-foot 
trailer made today. Truckers can join any cross- 
country relay hauling team. 





Because a bigger share of the load rides on the 
front axle, a GMC c.o.e. can haul more payload 
pounds as well as more bulk—within any axle- 
load restriction. 


A GMC ec.o.e. tractor’s short turning radius 
gives drivers a real break in traffic and at the 
loading dock. 


ITH 8 gasoline and Diesel c.o.e.’s 

blanketing the 26,000-65,000 GCW 
range, GMC arnts its dealers for all-out 
attack on one of the hottest—and most 
profitable—markets today. Wouldn’t 
YOU rather be a GMC dealer? 


l 
Sell a real aa 


GMC Truck & Coach Division of General Motors 


stated, these salesmen will have to 
|be squeezed out. 


Nance added, “There has been a 
lot of costly research that sold no 
goods, a colossal amount of ad- 
vertising that sold no goods, and 
many trips to Florida to investigate 
the used-car situation during 
February and March. These haven’t 
sold many goods either. 


“We must put into car selling a 
new feeling that will give pride to 
the men. They must have training 
in sales techniques and production. 
We can’t just throw a price book 
at them. 


“Manufacturers, in assuming 
their part in this new profession- 
al atmosphere for salesmen, must 
be partners with the dealers in 
shouldering the job. 


| “There is a long road ahead, and 
|if we are to do the job of bringing 
back selling and giving it a pro- 
fessional standing, we must plan 
|immediately to do so.” 


Nance said he is not pessimistic 
about the sales problem. “Today’s 
| market and that immediately ahead 
jis what I would term ‘a selling 
market.’ It is one in which em- 
|ployment and income are high so 
jthat people have buying power. 


“Such a market can be kept in 
|balance at a high level of pro- 
duction and profitable turnover by 
salesmanship in its finest sense, 
|the creation of demand. That is 
dynamic distribution.” 


Horgan, said that his association 
had protested to U. S. senators 
against a bill recently voted out of 
the Senate Banking and Currency 
Committee which would give the 
Federal Reserve Board the au- 
thority to impose credit controls 
when it thought such controls were 
necessary. 


Bronze plaques were presented 
to Harry M. Williams, Fred L. 
Yarrington, Charles Schnurmacher, 
| Don Jennings and Nelson K. Mintz, 
for their service to the association 
during their terms as presidents. 








Obituaries 


Huber E, Leland 

LOUISVILLE. — Huber E. Leland, 76, 
pioneer Louisville auto dealer and former 
newspaper reporter, died May 5 at St. 
Petersburg, Fla. Mr. Leland established 
himself as a dealer under the name of 
Hubret Levy (he had his name changed 
legally several years ago). In 1903 he 
obtained the first Ford dealership in 
Louisville. He operated Standard Auto- 
mobile Co. Burial was at Clearwater, Fla 


Arthur H. Breed Sr. 
OAKLAND, Calif.—Arthur H, Breed sr. 
87, often called the ‘‘father of the Cali 
fornia highway system,’’ died at his Pied 
mont home Apr. 28 after a long illness 
Formerly a State senator, Mr. Breed was 
author of the State Motor Vehicle Act and 





the first gasoline tax law to obtain funds 
for highway construction. The Breed 
formula is still used to allocate highwa} 


| funds to the counties. 
. * . 


Alfred L. Lyth 

BUFFALO.—Alfred L. Lyth, 74, founder 
of Lyth Chevrolet Inc., the first Chevrolet 
dealership in Buffalo, and active in politics 
and sports, died May 7 in Buffalo Genera! 
Hospital. Mr. Lyth headed the dealership 
until it was sold to Mernan Chevrolet. 

. * - 


Sam Watts Jr. 
MERIDIAN, Miss.—Sam Watts jr., 45 
vice-president of Burdette Ford Co. her 
died May 4. He was a native of Scoob 
Miss. 





| * * 


* 
Carl A. Rieman 
BUFFALO.—Carl A. Rieman, 57, former 
| secretary - treasurer of Kam - Rieman Cc 
| GMC truck distributorship, died May #4 
after a six-month illness. Mr. Rieman wis 
| secretary-treasurer of the firm from tie 
time it was founded in 1916 until 1933 
* * * 
William J. Fleck 
BELLEFONTE, Pa.—wWilliam J, Fle 
|34, manager of Bellefonte Motor Sales 
| died Apr. 26 following a heart attack. 
| * * * 


Charles Voelker 

| DETROIT. — Charles Voelker, autom< 
| tive representative for the Cook Paint & 
Varnish Co. for 12 years, died here M*y 
| 14. He had been ill for some time. 
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Oldsmobile Convertibles in Volume Output— 

Oldsmobile’s Super 88 and Classic 98 convertible coupes are now being produced 
in volume, according to J. F. Wolfram, general manager. Sixteen body colors, a 
choice of four top colors and 10 upholstery selections are offered. 





Martin Named Superintendent 
Of Oldsmobile Engine Plant 
Edgar J. Martin, an Oldsmobile 


employe for 33 years, has been ad- 
vanced to superintendent of the 


announced in Lansing by T. C. 
Downey, Oldsmobile works man- 
ager. 

Martin, who had been night su- 
perintendent of the plant for four 
years, succeeds the late Lew E. 


Rocket engine plant, it has been | Church. 








Economist Urges Voluntary Credit Restrictions .. . 





Business Boom Seen Ending 


ATLANTIC: CITY, N. J.— The 
business boom is at an end and a 
readjustment is in the making, Dr. 
Marcus Nadler, economist and New 
York University finance professor, 
said here in a recent address. 


“How far it will go and how 
long it will last will depend in 
part on the psychology of the 
people and in part on the meas- 
ures taken by the Administra- 
tion and the monetary authori- 
ties to combat it,” Nadler said. 


He stressed however, that what 
lies ahead is an economic readjust- 
ment, “not a serious recession or 
depression.” 

While it may be somewhat simi- 
lar to the 1949 recession it will differ 
in some respects, he said, because 
then there was a pent-up demand 
for durable goods and houses and 
the public was less in debt. 

The only important pent-up de- 
mand still left, Nadler said, will be 
in the field of public works and in 
some phases of construction. 

“The pattern of the economy, 


therefore, will assume a more nor- 
mal character such as existed prior 
to the war and the policies prac- 
ticed by business and banking dur- 
ing the period of a sellers’ market 
will have to be abandoned com- 
pletely and those prevailing in a 
strong buyers’ market will have to 
be adopted,” he said. 


Because of the expansion of 


No 3rd-Line Tire 


For Firestone 


AKRON. — Commenting upon a 
report that major tire manufac- 
turers were expected to introduce 
a third-line tire in May, a spokes- 
man for Firestone Tire & Rubber 
Co. said that Firestone had no in- 
tention of putting such a tire on 
the market this month. 

He said the company had no 
definite plans at this time regard- 
ing the marketing of a _ lower- 
priced tire. 





"We're getting 35% of our 
total labor sales from our 


DEVILBISS paint shop”’ 


".. and we use only 25% of our service help to handle 
the job,” says Harold Rockwell of Row Motor Sales 


Like many another heads-up dealership, Row Motor 
Sales of Grand Rapids, Michigan, is always on the 
lookout for more service sales and profits. 

General Manager Harold Rockwell says, “Used-car 
reconditioning makes up a large part of our business. 
Right now, we're selling five used cars to every two 
new cars. That means seven to ten paint jobs of all 


kinds every day. 


“We find that the right equipment makes for a 
more profitable paint shop by giving higher-quality 


results in faster time. 


THE DEVILBISS COMPANY, Toledo, Ohio 
Windsor, Ontario ¢ 


Painter Fred Rabe likes this DeVilbi 
wet coat and wide fan — just right for all lacquers, even metallics. 


We've used DeVilbiss spray 





et ak s Seis 


London, England ¢ 


ss MBC gun because it gives a 


Santa Clara, Calif. 


equipment for 20 years. Our men tell me DeVilbiss 
guns are easier to handle, easier to adjust. Our fire 
inspector tells me that he considers our DeVilbiss spray 
booth a model installation for safety requirements.” 


Why not get the benefits of 


an up-to-date, efficient 


paint shop for your service department? Your DeVilbiss 
jobber is ready to help you coordinate methods and 
equipment in a way that makes sales and _ profits 
jump. He can give you full details on DeVilbiss spray 
guns, spray booths, air compressors, infrared ovens 


and panels, transformers and 


Branch Offices and Distributors in Principal Cities Throughout the United States, Canada and the World 





hose. Call him today! 
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Spray Booths 


FOR BETTER SERVICE, BUY 


DeEVILBISS 





| consumer and mortgage credit, 
Nadler said, voluntary credit re- 
strictions—similar to those which 
existed when Regulations W and 
X were in force—should be en- 
acted. 


Such voluntary control, he said, 
{would not only prevent losses later 
| on, but also would make it unneces- 
sary for Federal Reserve authori- 
ties to continue to follow the pres- 
ent credit-restraint policy. 

The new debt-management policy 
of the U. S. Treasury, he said, is 
| designed to compete for long-term 
and short-term funds in the open 
market. 


This has contributed, he said, to 
the tightness of the money market 
as well as accelerating the decline 
in price of Government obligations. 


“The rather sharp decline in 
prices of Government securities 
on a relatively small volume has 
deprived Treasury bonds of their 
former attributes of relative sta- 
bility and marketability,” he said. 
“This in turn may induce some 
institutional investors in the fu- 
ture to give preference to AAA 
corporate bonds instead of gov- 
ernments, since the yield on the 
former is higher.” 


In citing lessons commercial 
banks can learn from the new 
credit and debt-management poli- 
cies, Nadler said they must lay 
greater stress on liquidity in order 
to make sure that they will not 
|be forced to sell medium or long- 
|term Government obligations to 
|meet liquidity requirements. 


| He stressed that there is no need 
|for panic in the Government-obli- 
gation situation. 

“Money market conditions as well 
as credit and debt-management pol- 
| icies,” he said, “will be determined 
| in the future by the business situa- 
| tion. 

Nadler predicted that in the 

not-too-distant future there will 

| be a reduced demand for credit 

| as well as a further change in 

| =— and debt-management pol- 
icies. 


He said that quick action on the 
|latter in case of recession would 
| exercise “considerable influence” on 
| the psychology of consumers and 
| business management and could 
| well prevent a major recession. 





Lansing Dealers — 


Plan Outdoor 
Auto Festival 


LANSING.—The nation’s biggest 
outdoor auto show will replace 
motor traffic on 12 blocks in the 
heart of downtown Lansing May 
28-29. 

The show is being sponsored by 
the Lansing Automobile Dealers 
Assn., the Chamber of Commerce, 
the Merchants Assn. and the City 
Administration. Exhibits will in- 
clude 200 new autos, as well as 
experimental and sports cars, 
trucks, house trailers and industrial 
products of 80 local manufacturers. 


Officials estimate attendance will 
top 150,000. 

Two special shows are scheduled 
daily in front of the State Capitol. 
Fifty beauty queens from com- 
munities in the Lansing area will 
ride as passengers in new autos 
over a raised platform in the street. 
Television and radio entertainers 
and high school and college bands 
will perform. Approximately $20,- 


000 in prizes, including two new 
autos, will be awarded to show 
visitors. 


Featured exhibits will include 
Oldsmobile’s experimental Starfire 
and Reo’s Eager Beaver military 
trucks. 

Fred Wohler jr., general chair- 
man of the show, said the auto 
exhibits would be staffed by sales- 
men. 


Rayco to Expand Plant 

PAWTUCKET, R. I.—Rayco Co. 
seat cover manufacturers has an- 
nounced plans to expand operations 
at its plant here. The increase wil! 
result in the addition of at least 250 
employes to the present personnel, 
officials said. 


~ 
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Low Pedal Power Brake 


Car manufacturers, here is a sure answer to the problem of creating added 
interest in your line of cars. Equip your vehicles with Bendix* Low Pedal Power 
Brake, the sales feature that has already established itself as one of the most 
popular devices offered the public in years. 


Dealers are enthusiastic because with the Bendix Low Pedal Power Brake it is 
now easy to demonstrate added braking power and safety. Service managers are 
happy because of its trouble-free performance and, best of all, new car buyers 
realize that with today’s trend toward “power” operation, a car equipped 
with a Bendix Low Pedal Power Brake offers the ultimate in braking efficiency. 











ds 













Remember, too, this new low pedal power brake is the product of Bendix, world’s 
largest producer of power brakes and leader in braking developments since the 
earliest days of the industry. That’s why if you are contemplating power braking 
it will pay to “Sign Up” with Bendix for the greatest improvement in braking 
since four wheel brakes. #REG. 0.5. PAT. OFF. 
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BENDIX sivisicn SOUTH BEND 


4 


AVIATION CORPORATION 





lt is no longer necessary to lift the foot and exert leg 
power pressure to bring your car to a stop. With the 
Bendix Low Pedal Power Brake on about the same level 
as the accelerator, an easy ankle movement, much like 
working the accelerator, is all the physical effort 
required for braking. And by merely pivoting the foot 
on the heel, shifts from "go" to “stop” controls are 
made in far less time. 










Export Sales: Bendix International Division, 72 Fifth ¢ 
Ave., New York 11, N.Y. ¢ Canadian Sales: Bendix. 
Eclipse of Canada, Lid., Windsor, Ontario, Canada 
















keeaikt: MORE DRIVING COMFORT, LESS 


"FATIGUE AND GREATER SAFETY. 
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Grisewood Is New Chief... . 


Buffalo Dealers Honor 


15 Past Presidents 


BUFFALO. — Past presidents of 
the Buffalo Automobile Dealers 
Assn. were honored last week and 
new officers were elected at the 
golden anniversary banquet. 

Percy J. Hunt sr., toastmaster, 
said that the association has 28 
past presidents, 15 of whom are 
living and nine of whom are still 
active in business. 

Nine past presidents were pre- 
sent, including the dean of the 
group, Charles F. Monroe who 
headed the association in 1909 and 
in 1915. Others who took bows 
were Edward C. Bull, 1921-1928; Al- 
bert Hertzog jr., 1929-1930; George 
C. Ostendorf, 1937-1938; Hunt, 1939- 
1941; Thomas H. McElvein jr., 
1942-1947; Ralph A. Young, 1948; 
Lawrence E, Read, 1951, and Harold 
A. Martyr, 1952. 

Other living past presidents un- 
able to attend the meeting but also 
honored included J. Leroy Justice, 








Ww 





1931-1932; R. E. Chamberlain, 1934; 
Frank J. Klepfer, 1935; Chester J. 
Brost, 1946; Joseph Villa, 1949, and 
Sperry W. Miner, 1950. 

The following new officers were 
elected: President, Thomas C. 





Ban on Sunday Sales 
Enacted in Michigan 


LANSING. — Gov. G. Mennen 
Williams last week signed “im- 
mediate-effect” legislation pro- 
viding for the Sunday closing 
of used and new-car businesses 
in all counties of more than 130,- 
000 population. 

The Detroit Auto Dealers 
Assn. credited the efforts of its 
members and their employes 
with having helped the bill to 
win unanimous House approval. 





Grisewood, Maxson Cadillac - Pon- 
tiac Corp.; vice-president, Hunt, 
Hunt for Chevrolets; secretary, 
Walter A. Arenz, Twin City Buick, 
and treasurer, Anthony J. La Mas- 
tra, Great Lakes Motor Corp. 

Edward E. Tunmore was 
elected a new director to repre- 
sent Oldsmobile. The following di- 
rectors were reelected: Pontiac, 
Merle W. Anger; Chrysler, Ed- 
ward D. Aschbacher; Nash, Max- 
well Brown; Hudson, Chester G. 
Daetsch; Willys, John H. Erhart; 
Dodge, La Mastra; Packard, Os- 
tendorf,. 

Among banquet guests were 
Charles Henderson, executive vice- 
president of the New York State 


Automobile Dealers Assn., and 
State and County officials. 
Elmer Lux, acting mayor, ex- 


tended greetings from the City and 
remarked that the association has 
become a “strong factor” in life 
of Buffalo. He credited Marjorie 
Baker, executive secretary of the 
dealers, as “sparkplug” of its wide 
activities. 

Lux said the association stands 
as a bulwark protecting dealers 
against “legislative evils” which are 
always present. 
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Grizzly Drilled 
and Countersunk Sets 
Silvertip for deluxe or severe 
service ... Syncro-Sets for 
standard duty. Individually boxed. 


fe 


GRIZZLY EXCHANGE BRAKE SHOE LININGS 
NOW IDENTIFIED BY MAKE AND GRADE 


Buying exchange shoes need no longer be a 
gamble! Now you can be sure that you will 
get the exact type of lining you order! For 
your Grizzly Distributor now clearly brands 
each Grizzly-lined exchange shoe with the 
Grizzly name and grade. 


So now, with this complete product identifi- 
cation, it pays more than ever to fill your 
brake lining needs through your Grizzly Dis- 
tributor. He is fully equipped to give you fast, 


complete exchange service. He is well stocked 
with the finest brake linings you can buy— 
Grizzly SAFTIBOND-SYNCRO or SAFTIBOND- 
SILVERTIP for bonding... and Grizzly SyNcRo 
or SILVERTIP drilled and countersunk sets 


for riveting. 


Get your money’s worth—buy ’em branded 
from your Grizzly Distributor! Grizzly Manu- 
facturing Company, Paulding, Ohio. 


Most Grizzly Distributors 

pack branded relined shoe sets 
in cartons, labeled with 

FMS Set No. and lining type. 





@tG US Par OFF. 


brake service business! 





Bear in Mind ee oa 


GRIZZLY 


BRAKE LINING 
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Spring Festival in Burlington, Vt.— 

Above is a view of the spring auto festival in the Memorial Auditorium of Burling- 
ton, Vt., sponsored by Colonial Motors (Chrysler-Plymouth). The show attracted large 
crowds, the dealership reports. 


Blood Contributions 
Wegge-Pelton Motor Co. (Dodge- | 
Plymouth), Pasadena, Calif., has | 
started a blood program whereby | 
employes pool a minimum of 10 | 
pints of blood for protection of 
themselves, their families and fel- 
low workers. J. Robert Wegge, 
general manager, and Arthur Mc- 
Nab, sales representative, were the 
first to contribute blood and receive 
their American Red Cross blood 
donor pins. 


























. Ask for 








NATIONALLY ADVERTISED! ... Big, dramatic 
Grizzly ads appearing regularly in The Saturday 
Evening Post and Collier's and closely coordinated 
Grizzly merchandizing material help you get more 


* * + 


Colonial Motors 


Attracts 20,000 
With Own Show 


BURLINGTON, Vt.—What is be- 
lieved to have been the largest 
“one-dealer” auto show in many 
years was concluded last week by 
Colonial Motors (Chrysler - Plym- 
outh). 

The exhibit was held in the 
Memorial Auditorium and included 
20 new Chrysler and Plymouth 
models, plus a number of low- 
mileage used cars. 


Chrysler Corp. gave Colonial a 
helping hand by sending a 404- 
horsepower engine exhibit, and 
Plymouth sent. a plate-glass cut- 
away model. 

Colonial reports that more than 
half of the cars on display were 
sold before the affair was over, and 
a total of 24 new-car orders, as well 
as many used-car sales, have been 
written, according to Lee Senesac, 
sales manager. 


An estimated 20,000 visitors from 
Vermont, northern New York and 
New Hampshire went through the 
exhibit, according to MHarry A. 
Berk, president. 


One of the attractions was a 
1916 Maxwell with only 380 miles 
on its speedometer. 


The Burlington Chamber of Com- 
merce cooperated with a _ special 
display, as did the Vermont De- 
velopment Commission. 


L-M Sales Parley 
Opens With 28 
At First Session 


DETROIT.—tThe first group of 28 
men from Lincoln-Mercury sales 
offices throughout the nation 

_ gathered here last 
week to attend 
the opening 
session of a new 
program of 
merchandising 
conferences. 

Directed by 
Michael G,. Orlo- 
vich, each con- 
4 ference will last 
ay] $ three weeks, with 

G. Orlovich . 
a rolling every third 
week. Orlovich has joined Lincoln- 
Mercury after 10 years with the 
industrial relations central staff of 
Ford Motor Co. 

Sessions are being conducted by 
L-M division sales department 
heads and by other management 
representatives from manufactur- 
ing, purchasing, finance, industrial 
relations and other activities, the 
company said. 

Purpose of the conference, which 
has set up its quarters in the di- 
vision office, is to build a better 
sales organization by making the 
field men familiar with the plans 
and operations of both the division 
and dealerships. 

After all field personnel have 
completed the course, similar con- 
ferences will begin for sales person- 
nel in Lincoln-Mercury dealerships. 
the company said. Expected to get 
under way in the fall, these con- 
ferences are designed to improv 
the dealership personnel’s know!- 
edge of every phase of dealership 
operation and of the practices and 
procedures in the division, the 
company announced. 


Timken Roller Moves Office 


NEW YORK. — The service-sales 
division of Timken Roller Bearirg 
Co. is moving its New York office 
and warehouse facilities to 770 
Eleventh Ave., effective toda; 
(May 18). 
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AERO-EAGLE—"HARDTOP” 











You Have Complete Market Coverage — Year-round 
With Aero Willys and World-Famous Willys Vehicles 


The Motor Trend Magazine Study proved Aero | “a | ria 
Willys aremarkably brilliant performer—superior | —y 










to all the other 19 out of 20 cars tested in many 
departments. There’s a growing trend toward Aero 
Willys as the big value car of the year. 98 ue STATION WAGON 


Along with the world-famous ‘Jeep’ a Willys 


fol WU ees 


Willys sales are steady . . . year-round because ( a eee 


Dealer cashes in on other out-standing vehicles. 


there’s a car or vehicle for everyone, for every 


season, for every purpose! 


Aero Willys prices start at... 
$ ] 4 9 4 od 0 List General Sales Manager 
Price Willys Motors, Inc. 
Toledo 1, Ohio 





Plus Federal Taxes, State and Local Toxes (if any), 
Freight Delivery and Handling Charges. Optional 


Without obligation, please have a representative call and 
Equipment, Extra. 


give me full information about the Willys Franchise. 





WILLYS SEDAN DELIVERY 


| 
| 
for the Aero-Lark 2-Door Sedan, F.O.B. Toledo, Ohio. | 
| 
| 
| 


Name 


SET YOUR SIGHTS ON BETTER SALES: 


City & State 


Send Coupon for Details About a Willys Franchise}: 








AUTOMOTIVE WASHINGTON 
Administration Silent 


On T-H Law Change 


By William Ullman 


Washington Correspondent 


ta. ane aac hearings on proposals for changing 
4 the Taft-Hartley Law ended last week with the Ad- 


The majority feeling among members of the Labor commit- 
tees of both houses appears to be that there will be no 
alteration this session. Sena-©@ Sa 


ministration still silent as to what changes it wants—if any. | 


tor Taft, Ohio Republican, 
makes it no secret that he 
thinks the present law has not 
been given a fair trial. He thinks 
also that Congress should wait a 
year or two before doing anything 
drastic in order to see what hap- 


pens when the law is administered | 


by friendly hands. 


But Taft does favor a number of | 
immediate technical changes aimed | 


at eliminating some obvious weak- 
nesses. 





eliminating the so-called “union- 
busting” clause 
which President 
Eisenhower criti- 
cized in his cam- 
paign speech be- 
fore the last na- 
tional convention 
of the AFL. | 

This is the} 
clause which pro- | 
hibits “economic | 
strikers” (workers | 
on strike for bet-| 





Zé 


William Ullman 
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| Wife's Hobby Tuned to Husband's Work— 


This combination display of cars and dolls at Stewart Motor Co., Phoenix, is the | 


fruit of a hobby developed by Mrs. Stan Gray, wife of the firm's sales manager. 
Mrs. Gray and a partner, Lucille Blair, design dresses for dolls. A complete line of | 
accessories also is handled by their “Pixies Workshop,” which says it has orders | Highway Policies Revised 
from all states in the union. The shop is now preparing shipment of a doll to Queen 
Elizabeth's daughter, Anne, duplicating the British queen's coronation robe and gown. 





from voting in representation elec- | 


tions if they have been replaced 


because of the strike. 
- cd ck 


Stull Backs Injunctions 


AFT now believes these strikers | 


remove the possibility of an anti- 
union employer ousting a _ union 


simply by replacing striking work- | 


ers. He also thinks the construction 


industry should be allowed some} 


exceptions because of the difficulty 


ter pay or working conditions) | should be permitted to vote to| of applying rigid rules to an indus- 





With Porto-Power 


... change from 
push to pull faster! 


Before you buy...try this 5-second test 


Yes, it takes less than 5 seconds to change from a “Porto- 
Power” general-type ram toa specialized “pull” ram. There’s 
no time-consuming pumping back of the plunger. Only one 
hose. You pull with FULL power — and the same hose and 
pump serve both rams. And thanks to the “Porto-Power” 
principle, combinations are lighter, handier, more flexible. 

Compare all hydraulic body jacks — and you'll buy 
Blackhawk. You change faster from push to pull set-ups. 
And, you’ll WORK faster with the set-up when it’s on the jot! 





You can push or pull more ways, too! 


Big money-makers in the body shop business know it’s smart to equip 
with Blackhawk ‘“Porto-Power.” Why? Because, first, it’s the only 
complete line of hydraulic body jack equipment — with rams and 
attachments for every body style. And, second, its push-or-pull 
features were designed with the advice and approval of professional 
body men. These differences mean lower initial costs . . . big-time 
savings . .. better work. So, go after the big money — equip with 





“Porto-Power”! See your Blackhawk jobber. 


“Porto-Power” is the exclusive (trademark registered) product of 
Blackhawk Mfg. Co., Dept. °-4053 , Milwaukee 1, Wisconsin. 


BLACKHAWK 
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and...PULL with a 
“PUSH” ram also’ 


Sure, Blackhawk gives you specialized rams 
— one for pulling, others for spreading. 
But you can also get a full-power PULL 
with a general-purpose Blackhawk ram b 

using standard attachments. All Blackhaw! 

rams are single-acting! With ‘‘Spee-D-Cou- 
pler’’ you can make ‘_o- switch to any 
of these rams in 5 seconds 


FIRST Remember . . . to spread, 
CHOICE clamp, press, bend, push 
A or pull — there’s no sub- 


stitute for ‘‘Porto-Power."’ 
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try where employment is intermit- 
tent and casual. 

But he has declared flatly that 
he is against any change in the 
anti-strike injunction provisions 
—chief target of organized labor 
opposition—until the Administra- 
tion has had a chance to try 
them out. 

Members and officials of the Na- 
tional Labor Relations Board were 
|the last of 144 witnesses to appear 
| before the House Education and 
Labor Committee in the hearings, 
| which opened Feb. 10. 

The House committee wound up 
its last day of general testimony by 
listening to the pleas of several 
small-business men that the union 
shop be outlawed. 

The Senate Labor Committee 
closed its hearings a week earlier. 


* + * 


HE U. S. Chamber of Commerce 
| has altered its position on some 
| transportation issues affecting such 
fields as domestic transport, civil 
| aviation and highways. 

Revised policies on highways as 
|approved at the recent annual 
meeting are: 

Financing through tolls: Old 
policy set out specific require- 
ments. New policy says toll fi- 
| nancing should be used when the 
project cannot be completed with- 
in a reasonable length of time by 
financing from tax sources. 

Federal aid: Old policy stated 
that Federal aid should be confined 
to roads used primarily by traffic 
in interstate commerce and that it 
should be matched in not less than 
equal amounts by state funds. New 
policy supplements this to say that 
Federal funds should not be used 


for off-street parking facilities. 
oa * x 





Industrial Census Delayed 


[)"=sre Department of Com- 
merce officials can persuade 
the Senate to change a recent House 
action, a basic inventory of Amer- 
ican productive capacity seems like- 
ly to be indefinitely deferred. 

The House, in passing the Com- 
merce appropriation bill, elimi- 
nated funds for projected cen- 
suses of business, manufacturing, 
mineral industries, transportation 
and agriculture. 

The decision ran counter to the 
request of Commerce Secretary 
Sinclair Weeks. His request, how- 
ever, was made in terms that some 
officials feel were so cautious they 
condemned the census. 

Just what Weeks will tell the 
|Senate Appropriations Committee 
| when it considers the census fund 


| still is unknown. 
a * 


| Civilians Left Out 
T= Government has completed 
procedures regulating the use 
and distribution of nickel-bearing 
stainless steel in the third quarter 
| of 1953. 

H. B. McCoy, acting adminis- 
trator of NPA, said, “Beginning 
with the fourth quarter of this 
year, no priorities assistance will 
be given for the acquisition of 
nickel-bearing stainless steel for 
purely civilian uses.” 

NPA, however, has announced 
removal of a prohibition on certain 
uses of cobalt salts and compounds 
made from residues not suitable 
for metallurgical applications. 

Removal of controls over plat- 
inum, except for defense orders, 


also has been announced by NPA. 
| * * * 


| Canada Goes All Out 


(CANADA will spend an estimated 
$415,006,000 on highway im- 
| provements and extensions during 
1953, the International Road Fed- 
eration reports. 

Provincial legislatures have ap- 
proved record budgets of some 
$382,000,000 for new road and bridge 
construction, maintenance, admin- 
| istration and assistance to local 
| governments. 


'Timken-Detroit 


| Adds to Plant 


| DETROIT. — Robert M. Hays, 
|general manager of the _ truck- 
| trailer division of Timken-Detroit 
Axle Co., has announced the com- 
| pany will increase the size of its 
| Kenton (O.) plant by approximate- 
| ly 40 percent. 

Construction has already started. 
The plant manufactures truck- 
trailer axles exclusively, 








i eseeeeeeeeeeeee 
SS 


AUTOMOTIVE NEWS, MAY 18, 1953 


Car Buying Jumps 71 a ove 


Canada Sales Boom Unchecked © 


By M. L. Schwartz 
Staff Correspondent 

OTTAWA. — Canadian dealers 
continue to ride a new-vehicle 
boom with March sales showing 
sharp gains. 

The demand for credit in both 
new and used-vehicle sales is also 
spiralling. 

Sales of 49,930 units jumped 52.4 
percent over March, 1952. First- 
quarter new-vehicle sales totaled 
118,626 units, compared to 78,206 for 
the first quarter last year. 


Retail value of new vehicles sold 
in March totalled $124,916,470. A 
total of $31,133,362 in new-vehicle 
sales was financed, according to 
Government figures, 

The bulk of the sales gain was 
in new cars, with March sales up 
71.3 percent over a year ago. New 


Alusulionm Output 
Sets 3 Records; 
Heads Higher 


NEW YORK.—Daily, monthly 
and quarterly records were broken 
by the aluminum industry with the 
March primary aluminum output | 
of 208,919,425 pounds, Donald M.| 
White, secretary of the Aluminum 
Assn., announced last week. 


Quarterly production of 574,- 
007,540 pounds was about 3 percent | 
over the previous record of 558,- 
000,000 pounds established during 
the fourth quarter of 1943. Monthly 
output was 11 percent above the 
previous October, 1943, record of 
188,100,000 pounds and the daily 
average high set in February (6,- 
600,000 pounds) was broken by the 
March daily average of 6,700,099 
pounds. 

March was also the peak produc- | 
tion month of the quarter, out- 
producing February (185,297,920 
pounds) by more than 23 million 
pounds. 


“The setting of these records 
means that the industry’s capacity 
has reached a new level,” White | 
said, “but since the expansion pro- | 
gram is still far from complete, 
more new records can be expected | 
in the coming months. | 

“How much additional aluminum | 
is available for civilian manufac- | 
ture, however, will depend on the 
Government’s stockpiling policy 
and military demands.” 

Some 125,941, 644 pounds of sheet 
aluminum were shipped during 
March. Shipments of aluminum foil 
were 9,009,629 pounds. Permanent- 
mold and semipermanent - mold 
rough castings (except pistons) 
a totaled 3,644,447 pounds. 





First Baenults 


Sold in Japan | 


PARIS.—Renault headquarters | 
has announced that more than 70) 
four-horsepower Renault autos) 
built in Tokyo are in the hands of 
Japanese owners. 

The small cars are being wee! 
duced at the Hino Diesel Industry | 
plant under an agreement with | 
Renault completed early in March. 

Japanese orders for the car, ac-| 
cording to Renault, are outdistanc- 
ing initial production possibilities 
of 200 units monthly. 


Something Old 


Dealer’s 1923 Ford Becomes 
Sensation of Elgia 

ELGIN, Ill.— Collecting antique 
cars is a hobby with Lester Cart- 
wright, owner of Cartwright 
Motors. 

He recently acquired a 1923 Model | 
T Ford from an owner in Friend- 
ship, Wis. The car, which has 
about 3,500 actual miles, is like new 
and still has the original tires, 
finish and side curtains. 

Cartwright claims it runs as good | 
as it did 30 years ago. To prove it, | 
he is driving it around the streets | 
of Elgin, with the eyes of young | 
and old upon him. | 


Brunswick dealers led the parade 
with an increase in sales of more 


than 100 percent over March, 1952. | 


Sharing in the boom’ were 
factories, with March shipments 
of cars and trucks totalling 51,- 
930 units and first-quarter ship- 
ments reaching 130,788 units, In 


Firestone Named Head 


Of United Nations Week 


NEW YORK. — Harvey S. Fire- 
stone jr., chairman of Firestone 
Tire & Rubber Co., 
the national 
United Nations Week, Oct. 18-24, 
it was announced last week by the 
American Assn. for the United 
Nations. 

The annual observance is spon- 
sored by AAUN with the coopera- 
tion of approximately 100 national 
organizations in the interest of 


building informed public opinion on | 


behalf of the United Nations. 


has accepted | 
chairmanship of | 


jago 1,510 





| United States during the 
| totalled 3,073 units 


}in March, 1952. Used-vehicle sales | 





1952 some _ 100,889 units were 
shipped in the first quarter. 

Vehicles imported from _ the 
month 
2,639 cars and 
vehicles. A year 
were imported in 





434 commercial 
units 


GM Parcde of Progress Under Big Top— 


Crew members of the General Motors Parade of Progress finish erecting the show's 
“big top''—the Aerodrome for the exhibit's world premiere last week in Dayton, O. 
The tent is 152 feet long and seats 1,250 persons. In the foreground is one of the 
Porade's Futurliners, or exhibit vans. This modern caravan of science will tour the 
nation to dramatize the importance of research and engineering in today's life. Its 


March. 


Preliminary Government reports 
also showed a jump in the sales of 
British-made vehicles during March 
—2,989 units compared to 2,262 units 


last year. _First-quarter sales _of 26 major exhibits and stage show cover aviation, automobiles, chemistry and elec- 
British vehicles totalled 6,098 units, tronics. Speaker at the Dayton opening wes Charles F. Kettering, GM research con- 
compared with 5,850 last year. | sultant. Scheduled to stay in Dayton until May 24, the show will then move on to 


Auto finance companies figured | other cities in Ohio, as well as Indiana, Michigan and Pennsylvania, before going 
in 17,805 new-vehicle sales during | south for the winter. 
the month, 57.7 percent more than | ———— 








financed during the month | (47 oo pm of eae. of | products jae slightly in the 
amounted to 39,720 units with a| anadian auto manufacturers was |same period. 
retail value of $34,354,313. 195.2 in January, a decrease from} Parts and _ accessories manu- 


facturers reported 23,029 persons 
employed as of Feb. 1 with an 


207.2 registered in January, 1952. 
Stocks of raw material and goods 
in process were higher in value in| average weekly wage of $65.94. 
January than in the previous}Women employes comprise 15.5 
month, but stocks of finished | percent of the labor force.: 


Heaviest demands for credit in 
selling used cars were reported 
from the Province of Quebec. 
Lightest was in British Columbia. 
Based on a figure of 100 for 
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If you have made a success in the retail automobile 
business—but find your profits after taxes not as great as 
you hoped— 

This advertisement is for you. 

We are offering you the first major opportunity that has 
risen in recent years in the automobile business. 

The same sort of opportunity that rose with the growth 
of the “Big Two” thirty-five years ago...or a decade later 
when the “Big Two” became the “Big Three”! 


Opportunity knocks again 


Perhaps you were too young when those opportunities opened 
—perhaps you were then working for someone else. 

You cannot turn back the clock . . . that is true. 

But—the day of opportunity has now returned .. . brought 
back by Kaiser-Frazer, the newest, fastest-growing, 
tomorrow-minded, big time automobile company in the world. 

We are only seven years old. And in our first seven 
years we have put 725,000 cars on the road ...a rate of 
growth unprecedented in the history of the automobile 
industry. Now with newly expanded organization— 
Kaiser-Frazer is bidding for bigger and better things. 


World’s greatest success story 


But the real success belongs not to us but to our dealers. 
In the last seven years the total net worth of Kaiser-Frazer 
dealers has risen steadily. 

Many K-F dealers have doubled . .. tripled... even 
quadrupled their investment in the last few years. Has your 
business grown at such a pace? 


Today we want dealers who sell cars in volume. We offer 
a retroactive bonus plan that is unique in the automobile 
industry. In fact, it is almost twice as generous as the next 
best bonus plan! 


Bonuses up to 100,000 


We will pay individual dealers $20,000 .. . $30,000... 
$50,000 ... $100,000 this year in bonuses alone — above 
and beyond their regular profits. By the end of the year 
dealers will have earned more than $5,000,000 in extra 
bonus earnings! 


K+F dealers know best 


Perhaps the fact that we periodically consult dealers on 
important issues explains why we build cars the public wants. 
The Kaiser holds more international styling prizes than 

any other car. It is the only car that bears the Parents’ 
Magazine Seal of Commendation for safety. The Henry J 
has set a whole new trend toward lighter, modern-sized cars. 

If you have the ambition to earn the real money that your 
ability and experience entitle you to earn, there is unlimited 
opportunity for you in the growing Kaiser-Frazer dealer 
body. The investment is relatively small. The future is yours 
to command. We have the facts and figures to prove it. 

If you will write a letter to E. W. Berger, Vice President, 
Sales Manager of Dealer Franchises at the address below, 
sketching your present accomplishments and your 
ambition for the future, he will see that you get the facts and 
figures you will need. Why not write that letter today! 


Kaiser-Frazer Sales Corp., Willow Run, Michigan 


CMU 





Here are the reasons... 


Here are the reasons dealers call the Kaiser-Frazer franchise the 
Priceless Franchise! Compare it with the franchise you now hold! 


| A discount rate more generous than the industry average! 
2 Protection against price decline and model design change! 


3A price range that starts with the new 53 Kaiser, hottest car 
on the road...and goes clear below the lowest price field with the 
new °53 Henry J...now, more than ever, the car for today! 


4 Attractive retroactive cash rebates to fleet buyers, based on 
volume purchases. The only fleet plan of its kind in the industry. 


5 Passenger cars and only passenger cars to sell...no trucks... 
no by-products or specialized vehicles! 


6 100% reimbursement for retail labor on warranty work. 
Kaiser-Frazer values owner loyalty and good will — but doesn’t 
forget the dealer! 


T A cash bonus on the Kaiser that’s tops in the industry! The 
bonus starts with the first car you sell... pyramids with volume 
...and becomes retroactive to the first car! 


8 A newly added cash bonus on the Henry J that’s tops in its field. 
This bonus also starts with the first car you sell... pyramids with 
volume...and becomes retroactive to the first car! 


@i0G2 KAISER-FRAZER SALES CORP., WILLOW RUN, MICH. 
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Sales Conditions in Various Areas ... 





Auto Market Reports 


Indianapolis 

Inclement weather during most 
of the month, coupled with a short- 
age of certain models and colors of 
new cars, brought a slight decline 
in new-car sales in Marion County 
in April as compared to the previ- 
ous month. 

Preliminary figures show that 
franchised dealers delivered 2,- 
920 units in April, 33 units under 
the total March figure. The April 
total, however, was still well 
above the 2,190 cars delivered in 
the same month last year. 


Chevrolet dealers led the field | 
with 771 cars to bring their year’s | 
total up to 2,220 units. Ford was | 
second, with 516 cars to total 1,722) 
cars this year. Plymouth was third | 
with 282 units. Buick outsold Pon- | 


tiac, 229 cars to 222. 


Other April deliveries included: |a better rate during the first four; and 


Cadillac, 52; Chrysler, 84; DeSoto, 
59; Dodge, 61; Hudson, 21; Kaiser, 
22; Lincoln, 26; MG, 2; Mercury, | 





LOF tiber:Glass mutes Fo 


engine sound to a murmur 


130; Nash, 101; Oldsmobile, 136; 
Packard, 80; Studebaker, 96, and 
Willys, 29.—(C. L. Kern.) 
* * * 
Augusta, Ga. 

With used-car sales booming, 
some dealers expect to be over- 
stocked on tradeins. 

Other dealers, however, think 


used cars are moving too swiftly 
for overstocking to occur. 
75 percent of new-car buyers in 
Augusta have a used car to trade 
in. 

Chevrolet led in sales of new 
cars during April, with Ford 
second and Plymouth third. 
Chevrolet, Ford, Dodge and 
Plymouth were about evenly 
matched in used-car sales, Prices 
were cut slightly on some models. 


About | 


| dispose of their old car themselves 


using a “Goodwill Selection” plan 
for 90 days. Under this plan, each 
person who bought a new car could 
bring prospects to the lot. The 
customer was offered a $10 re- 
duction on his payments for each 
prospect who bought a car. The 
dealer’s used-car sales increased 20 
percent during this period.—(Ju- 
lanie Lampkin.) 
¥ * 

Ottawa 
Loaded down with tradeins, new- 
car dealers are now offering a 
“bonus” to prospective buyers to 


| when buying popular-priced new | 


| cars, 


and some dealers claim the | 

venture is proving successful. 
Unusually good new-car busi- 

ness during the mild winter has 


Pontiac, new and used, moved at| meant more tradeins than usual, 


months of 1953 than at any time 


during the past three years, 


One used-car dealer has been 


some dealers are finding 
themselves with large used-car 
stocks on hand, In addition, it | 
is reported, more and more :us- 


L-O-F Super: Fine Fiber-Glass blan- 
kets make interiors of modern cars 


quieter .. . 
slip stream whistle. 


Passengers thrill to the speed and power of 
modern cars, and enjoy quiet, comfortable in- 
teriors . . . made possible by the excellent sound 
reduction properties of L-O-F Super: Fine Fiber 
Glass installed throughout the car. 


Outstanding 


thermal and sound-insulating 


properties of L-O-F Super-Fine Fiber-Glass 
make it ideal for use throughout the car. 
It is used for roof liners, on fire walls, under 


package trays 


and as dash liners. And the 


L-O-F Hoodliner installed under the hood re- 
duces air-borne noise. 








reduce tire whine and 





L:O-F Fiber’Glass is lightweight, 





used cars. 
Therefore, the “bonus” idea is 
being tried by some dealers, to 


influence new-car buyers to sell 
their old cars themselves. Resale 
value of many tradeins now 


weakens its market possibilities.— 
(M. L. Schwartz.) 
* * * 
Pittsburgh 

The new-car market has picked 
up considerably in Pittsburgh dur- 
ing the last several days, dealers 
report, but the used-car market 
has been slow for several weeks. 

Dealers say that used-car 
merchandising has been hurt by 
price advertising, resulting in a 
variety of prices, purchasers being 
more selective, and the market be- | 
coming increasingly competitive. 

Wholesaling used-cars is the 
actual basis for “salesmanship,” 


|dealers say, unless the car offered | 


is in unusually fine condition, or a 
customer has been waiting for a 


| specific make and model. 


If the dealer wholesales, it was 
pointed out, he stands to lose about 
$100 a car, but he doesn’t risk hav- 
ing the value of the car depreciate 
$200 in today’s changing market. 

Meanwhile, the bureau of business | 
research of the University of Pitts- | 


is | 
steadily declining as the used car| 








tomers want new cars instead of |burgh reported that general 


business conditions were rising, anc 
that retail sales of all kinds re 
flected a large counter-seasonal in 
crease. The bureau’s index of 
business for the week ended May 2 
rose to 192.4 percent of the 1935-3¢ 
| average, as compared to 161.0 per- 
;cent at the beginning of April. 
(Leon M. Leffingwell.) 

* * * 


Minneapolis 
| Registration of new cars in Hen- 
nepin County (Minneapolis) for the 
first four months of 1953 totaled 
13,564, compared with 9,976 last 
year and 12,303 during the same 
period of 1950. 

The April registration of new 
cars totaled 5,000, compared with 
3,349 in March of this year and 
4,135 in April, 1952, 

Most of the gain was accounted 
for by dealers’ registering cars in 
their own names under a new State 
law which permits them to pay 
license fees on cars held in in- 
ventory instead of personal prop- 
erty taxes. 

Truck registrations totaled 682 in 
April, compared with 287 in March, 
and 549 in April, 1952.—(Donald M. 
Lyons.) 


t & 


Washington, D.C. 


New-car registrations in the Dis- 


\trict of Columbia totaled 2,198 in 


| down 
| month and demand is slack. Prices, 


April this year, it has been an- 
nounced by the Washington Auto- 
motive Trade Assn. 

This is an increase of 454 cars 
over the same month a year ago. 
A total of 8,203 cars has been 
sold in the area so far this year. 

By makes, cars were titled as 

follows: Buick, 146; Cadillac, 72; 
Chevrolet, 617; Chrysler, 62; De- 
Soto, 32; Dodge, 112; Ford, 334; 


| Henry J, 6; Hudson, 32; Kaiser, 2; 


Lincoln, 19; Mercury, 70; Nash, 27; 
Oldsmobile, 152; Packard, 38; 
Plymouth, 254; Pontiac, 141; Stude- 
baker, 50; Willys, 15; Jaguar, 1, 
and MG, 4.—(William Ullman.) 

* * * 


Birmingham, Ala. 

Sales of new cars in Birmingham, 
Ala., showed a slight increase in 
April, the total being 1,398, as com- 
pared with 1,310 for March. 

Sales by makes were: All State, 
1; Buick, 140; Cadillac, 29; Chev- 
rolet, 353; Chrvsler, 25; DeSoto, 
19; Dodge, 70; Ford, 252; Hudson, 


| 12; Kaiser, 2; Lincoln, 14; Mercury, 
| 63; Nash, 38; Oldsmobile, 75; Pack- 


ard, 17; Plymouth, 146; Pontiac, 
86; Studebaker, 42; Willys, 10, and 
miscellaneous, 4. 

Sales of used cars have slowed 
considerably in the past 


however, have held fairly steady.— 
(Stuart Riddle.) 
* * * 


Toledo 


New-car sales in Toledo for April 


| totaled 2,015, according to a report 


Toledo Automobile 
This 


issued by the 


dealers Assn. represents a 


|} considerable gain over the 1,226 


‘sold in the same month last year. 
| In used-car sales, however, the 
picture is not as cheerful. Last 
month’s sales of 4,277 used units 
marked a decline from the 4,308 
sold in the same month last year. 
By makes, April new-car sales 





flexible 


and easy to install. The fine glass fibers will not 
rot, burn or absorb moisture. Libbey-Owens: 
Ford’s long experience in glassmaking assures 
you of top-quality Super-Fine Fiber-Glass 
supplied to meet your schedules right on time. 


For more information, call L-O-F’s Detroit 
office, 610 Fisher Building, Trinity 5-0080. 
Or write Libbey-Owens:Ford Glass Company, 
Fiber-Glass Division, 553 Wayne Building, 
Toledo 3, Ohio. Names of suppliers of Hood- 


liner Kits sent upon request. 
*High Frequency. 


LIBBEY-OWENS-FORD GLASS COMPANY 


FIBER-GLASS DIVISION 


FIBER-GLASS ps 










were listed as follows: Buick, 131; 
| Cadillac, 30; Chevrolet, 520; Chrys- 
| ler 94; DeSoto, 18; Dodge, 86; Ford, 
313; Henry J, 2; Hudson, 24: 
Kaiser, 6; Lincoln, 16; Mercury, 84: 
| Nash, 75; Oldsmobile, 75; Packard, 


| 19; Plymouth, 198; Pontiac, 132: 
| Studebaker, 60; Willys, 131, and 
| miscellaneous, 1.—(Dick Roberts.) 
| * « * 


San Antonio 
| April sales of iew motor vehicles 
in San Antonio and Bexar County 
showed a decline from March 
figures. Commercial vehicle sales 
increased from 100 to 114, and 
truck sales from 100 to 115, but 
|new-car sales dropped from 1,238 
| to 1,027. 
| Chevrolet led in new-car sales, 
with a total of 268 units sold as 
| compared with 212 Fords and 73 
Buicks, 
In the commercial vehicle classi- 


| fication, Chevrolet led with a total | 


of 44 sales, compared with 38 for 


| Ford and 15 for Dodge. 

| International Harvester Co. “45 
| far out in front in truck sales for 
| April with 50, compared with 16 
|GMCs and 15 Chevrolets.—(J. H. 
Reed.) 


~ x x 
Cleveland 
| New-car sales continued to 101d 
| strong in the Cleveland aree as 
' 


(Continued on Page 56, Col. 5) 
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| never worry about stopping on hills since | got an Autostop” 








Each Wico Autostop kit contains complete, illus- 
trated instructions, Average installation: 1/2 hours. 
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.. « The Magic Brakeholder 


A car equipped with a Wico Autostop stays put when the driver makes a stop. Even on 
hills, there’s no backsliding or forward roll. 


There’s no need to learn new driving techniques. The driver brakes to a stop as usual and 
touches the magic Autostop switch on gearshift or selector lever. That does it! The 
brakes hold the car where it belongs. To get going again, the driver just steps on the gas 


and the brakes release automatically. It’s not necessary to keep a foot on the brake pedal 
or to “ride” clutch or accelerator. 


Every car owner is a ready prospect for a Wico Autostop. It's not a gadget, but a 
real necessity that you can sell with one demonstration. Write us now about the 
MONEY-SAVING DEMONSTRATOR OFFER that makes it easy to show a// 


your customers the advantages of driving a car equipped with a Wico Autostop. 


TO SHOW ’EM IS TO SELL ‘EM! 


WICO ELECTRIC COMPANY, Department 10, West Springfield, Mass. 
MANUFACTURERS OF MAGNETOS AND "PUFF-A-LITE” AUTOMOBILE LIGHTER 
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Eight States Enact Changes. . . 





Speed Adjustments 


Motor vehicle 
received con- 


WASHINGTON. 
speed limits have 
siderable attention in state legis- 
latures this year, according to a 
survey by the National Highway 
Users Conference. 


The survey discloses that pro- 
posals have been made for in- 
creased speed limits in 13 states, 
establishment of limits in five 
states where none existed before, 
and for decreased limits in seven 
states. To date, increases have 
been enacted in five states, new 


and reduced limits legalized in 
two states. 

Important enactments _ include 
action in Arkansas, which in- 
creased truck speed limits from 45 
to 50 miles per hour. Indiana set 
a limit of 65 for cars and increased 


the limit for buses from 50 to 55 
m.p.h. ° 
Kansas increased the limit for 


heavier trucks from 40 to 50 and 
for buses and lighter trucks from 
55 to 60. The speed limit for school 
buses has been increased in Iowa 
from 35 to 45 and in Nevada from 


30 to 50 m.p.h., while Indiana set 


|a limit of 35 on county or township | Island, 


Legislatures Weighing 


roads and 50 on a state or Federal 
highway for such buses. 

A new law in Maryland re- 
quires trucks over 7,500 pounds 
gross weight to operate at speeds 
10 m.p.h, less than other vehicles 


| except in areas where the maxi- 


mum lawful speed is 35 m.p.h, An 
Oregon law reduces the speed of 
school buses from 55 to 45 m.p.h. 

Lawmaking bodies in the follow- 
ing 24 states have adjourned sine 
die, while the Georgia Legislature 
recessed from Feb. 25 until Nov. 
16: 

Arizona, March 31; Arkansas, 
March 12; Colorado, March 28; 
Idaho, March 6; Indiana, March 
9; Iowa, Apr. 29; Kansas, Apr. 7; 
Maryland, Apr. 7; Minnesota, Apr. 
21; Montana, March 5; Nevada, 
March 19; New Mexico, March 13. 


New York, March 21; North 
Carolina, Apr. 30; North Dakota, 


| Tennessee, Apr. 





|March 7; Oregon, Apr. 21; Rhode 


May 1; South Carolina, 
May 2; South Dakota, March 6; 
10; Utah, March 
12; Washington, March 12; West 
Virginia, March 14; Wyoming, Feb. 
4% 


dada Tool Distribution 


Planned by Salsbury 


Plans for national distribution of 
Tiremaster tire-changing equip- 
ment, motor-block repairing sys- 
tems, radiator seal and body-shop 
tools by Salsbury Corp. have been 
announced by E. F. Salsbury, presi- 
dent. 

C. A. Kerling, sales manager of 
the motor seal division, is now in 
the east appointing new distribu- 
tors. 

Salsbury Corp. of 1161 Florence 
Ave., Los Angeles (Calif.) has pre- 
viously limited sales effort princi- 
pally to 11 western states. 








limits established in one state 


Sey 











Joins Hudson Family— 


(seated), 


head of 
Mickey Finn's, Bellflower, Calif., signs his 


Norman A. Finn 
Hudson franchise while Willard Scott, 
zone manager, looks on. Sam Beaty is 
sales manager, and Herb Hill, service 
manager for the firm. 


Shell Oil Accepts 


Ban on Exclusive 


Sales Contracts 


WASHINGTON. —The Federal 
Trade Commission has announced 
approval of a settlement with Shell 
Oil Co., under which the firm has 
agreed not to sell or make con- 
tracts for the sales of its products 
“upon any condition or _ under- 
standing requiring the purchaser 
to handle these exclusively.” 

At the same time, FTC announced 
that, in the seven-year-old price dis- 
crimination case against Standard 
Oil Co. of Indiana, it has issued a | 
modified order directing the firm to 
cease alleged price discrimination 
in selling gasoline in interstate 
commerce. 


The order bans (1) sales to one 
retailer at a price lower than the 
price charged a competing retailer, 
and (2) sales to a retailer at a price 
known to be higher than the price 
at which the gasoline is being sold 
to a competing retailer by a whole- 
saler-customer of Standard Oil who 
receives a price less than the direct 
retailer-customer. 

This order now will be reviewed 
by the U. S. Circuit Court in Chi- 
cago. 

Under the agreement with Shell, 
the company will refrain from sell- 
ing its products on condition that 
the buyer does not deal in the prod- 
ucts of competitors. 


The complaint had charged Shell 
with making exclusive sales con- 
tracts in violation of the Clayton 
Act. Shell stated that in consenting 
to the FTC order, it refrained from 
admitting or denying that it had 
engaged in any of the alleged prac- 
tices. 
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buretor Volee Put 


' Yourself in Your Customers’ Shoes! 



















To acquire the priceless asset of owner loyalty is the goal of 
every motor car manufacturer. Nothing contributes more 
strongly to the attainment of this end than a product that 
delivers lasting satisfactory performance. That’s why it’s just 
good business to specify engine components that maintain your 
standards of quality and service. In carburetors, Stromberg, 
because of exclusive design features and mechanical simplicity, 
is recognized as the carburetor that delivers better performance 
longer. Put yourself in your customers’ shoes and make sure that 
you get lasting performance by specifying Stromberg* carburetors. 


*REG. U.S. PAT. OFF. 





Discovery May Aid | 
Synthetic Rubber 


NEW YORK.—A chemical acti- 
vator which may reduce manu- 
facturing costs of GR-S cold syn- 
thetic rubber, speed production and 
make a more uniform product has 
been developed by the Naugatuck | 
chemical division of U. S. Rubber | 
Co. in connection with the Recon- 
struction Finance Corp. rubber re- 
search program. 


Naugatuck scientists believe 
widespread use of the activator, 4 
sulfoxylate derivative, could save 
approximately $700,000 annually for 
the synthetic rubber industry. 


Tests have shown that it can be 
used for cold latex as well as for 
solid cold rubber. It is said to give 
latex better color and makes it 
more fluid. Tests also indicate the 
rubber may have better aging 
characteristics. 


Initial production of about 600,- 
000 pounds of rubber with the new 
activator has been authorized by 
RFC in two Government - owned, 
synthetic rubber plants in Port 
Neches, Tex., and Baton Rouge, 
La. This new rubber has been des- 
ignated X-750 by RFC, 


ECLIPSE MACHINE DIVISION OF 


e Standard Equipment Sales: Elmira, N. Y. 
e Service Sales: South Bend, Ind. 


Export Sales: Bendix International Division, 72 Fifth Avenue, New York 11, N. Y. 


AVIATION CORPORATION 
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Shell Oil Company 


Announces 


The Greatest Gasoline Development 


in 31 Years 


Up to 15% more power, more 
mileage and up to 150% longer 
sparkplug life promised by 
Shell-discovered additive TCP. 


Soon to be added to Shell Premium 


Gasoline and offered nation-wide. 


* the American motorist will be able to fuel 
his car with a gasoline containing an extraordinary 
ingredient which up to the present time has been 
largely restricted to military aircraft use. 


Called TCP, this new ingredient is what chemists 
describe as an additive. TCP, for the first time, puts 
a halt to the major cause of power loss in today’s 
high compression engines. It boosts power as much 
as 15%. Mileage and sparkplug life are also increased. 


TCP achieves its beneficial results by rendering 
harmless certain metallic deposits on sparkplugs 
and other deposits in combustion chambers. Until 


*Patent Applied for 


the advent of TCP, these deposits caused faulty 
sparkplug operation, especially when the engine was 
accelerating. They also caused pre-ignition of the 
combustion mixture, resulting in both power and 
fuel waste. 


By counteracting the power-wasting effects of these 
deposits, new engines are able to retain their ‘‘new 
car” performance longer. Older cars take on new life. 


TCP is another example of Shell’s continuing fuel 
research. And ow/y Shell Premium will have it... 
the most significant advance since the discovery of 
tetraethyl lead in 1922. 


Distribution of Shell Premium Gasoline with TCP 
to the Shell Dealer organization is well under way at 
present and will be completed on a nation-wide basis 
as rapidly as facilities permit. 
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used on primary highways now 
improved only with gravel or 
crushed rock. 


Tennessee lawmakers enacted 
legislation authorizing the issu- 
ance of $24 million in bonds for 
roads. Highway bond issues were 
authorized earlier this year in 

New Hamp- 
shire, North 
Dakota, Oregon 
and Washing- 
ton. 

South Carolina’s 
legislature ex- 
tended until 1958 
a “temporary” 
one-cent added 
gas tax being 
used for farm-to- 
market road con- 
struction. Other 
states which 
earlier extended so-called tem- 
porary added motor fuel levies in- 
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Roundup from State Capitals... 


Legisla lion Affecting Mabe Industry 


gallon, and higher registration fees 
will go into effect in April, 1955. 


The law sets a maximum of $330 
ae in bonds to be issued over 
12-year period, during which 
State Roads Commission is 
authorized to issue an additional 

$50 million in bonds on the request 
be county commissioners for the 
| building of county road systems. 


Iowa’s gas tax rate will be lifted 
from four to five cents a gallon, 
effective July 1, under another new 
law. The expected $7,500,000 in ad- 
ditional annual revenue will be 





By Bethune Jones 

Legislative Correspondent 
| gow tebe financing legislation continues to feature de- | 
velopments of automotive interest reported from many 
state capitals, with an increasing number of states preparing lt the 
to carry out expanded highway modernization programs 
through bond issuance, higher automotive tax levies or toll 


roads. ail oie ds 
: ond issuance to help finance a 12- 
An outstanding example me $568 million highway im- 
the trend is a new Maryland | provement program. 
law providing for a one-cent gaso-| Under the Maryland program, the 
line tax rate increase, higher mo-| state gas tax rate will be boosted 
tor vehicle registration fees and/this July from five to six cents a 








Bethune Jones 


NOW HAS 100% SERVICE ABSORPTION 


More Volume 
and Profit For 
Your Paint Shop 


-->WITH ACME’S PAINT 
SHOP PROFIT SYSTEM 


“Paint department makes 
difference between profit 
and loss on service—in fact, 
during spring and summer 
the labor sales in the paint 
department exceed all other 
service labor sales.” 





C. C. Wagner, Owner of C. C. Wagner Mofors, Nash dealer in 
Kannapolis, North Carolina. 


Your paint shop can make more money for 
you. The Acme field man in your area wants 
to show you how. He is a practical refinishing 
expert with all the facts on profitable paint 
shop operation. Contact your Acme jobber—or 
write us direct—and he'll come to you. For the 
complete story behind the three at left, ask him, 
or us, for the latest copies of Acme’s new bulletins, 
MAKE PAINTING PAY. 


50% OF ALL SERVICE WORK 
IS DONE IN PAINT SHOP 


“Our paint shop now ac- 
counts for 50% of the dollar 
volume of our service work. 
It’s the most trouble-free 
part of the business.” 





J. A. Baird, Service Mgr., Draper Chevrolet Co., Saginaw, Mich. 





SERVICE ABSORPTION UP! 


“The addition of a paint and 
bump shop has boosted our 
service absorption. The labor 
sales go a long way toward 
adding revenue to help pay 
the overhead—to say nothing 
of the volume in added parts 
sales. All this is possible with 
a low inventory of paint, a 
compact paint shop, and 
time-saving products.”’ 





Bert Holman, General Manager, Holman Motor Company—Ford dealer, 
Mt. Vernon, lil. 


AUTOMOTIVE 
FINISHES 


NOW, MORE THAN EVER 


The ACME WAY 
Makes PAINTING PAY! 


AGM 


8250 St. Aubin Detroit 11, Michigan 


clude Colorado, Kansas and Ne- 


vada. 


> * * 


Fund Diversion Outlawed 

. oa constitutional] 
mendments outlawing highway 

fund diversion were given initial 

legislative approval in Maryland 

and Tennessee and final legislative 

approval in Wyoming. 

Additional states are adopting re- 
solutions memorializing Congress 
|to repeal the Federal gas tax in 
order to permit its replacemen 
with increased state levies. States 
in which such measures have beer 
adopted include Arkansas, Cali 
fornia, Colorado, Connecticut, Illi- 
nois, Indiana, Iowa, Kansas, Min- 
nesota, North Dakota, Utah and 
Wisconsin. A_ resolution of this 
type was passed but vetoed in 
Montana. 

Lawmakers in Colorado, Iowa, 
Kansas, New York, North Caro- 
lina, Oklahoma and Washington 
have enacted proposals for toll fi- 
nancing of highways, with similar 
measures pending in many other 
states. 

Legislative 
| other fields include Gov. Dewey’s 
| veto of a New York bill which 
| would have required auto manu- 
facturers to obtain a license to 
sell cars in the state and which 
would have banned dealer con- 
tracts by manufacturers or dis- 
tributors entailing unfair trade 
, practices. 
| The rejected bill also would have 
| prohibited factory threats or can- 
|cellation of franchises except for 
| lawful causes, and would have out- 
lawed coercion of dealers to take 
unwanted vehicles. 

Auto merchandising in Maine 
| will be aided by a new law apply- 
|ing the state’s 2 percent sales tax 
|'to the net instead of gross price 
of most motor vehicles. Under the 
new law, the motorist will pay the 
|tax only on the difference between 
the price of the car he buys and 
the value of the one he trades in. 

A uniform commercial code bill, 
aimed at modernization of a broad 
section of business law, was en- 
acted in Pennsylvania. Utah en- 
acted a measure calling for in- 
terim study of the code. 

* * x 


Fair Trade Legislation 
bps bills designed to strengthen 
the California unfair trade 
practices act, banning below-cost 
sales, were enacted into law . . 
Gov. Jordan vetoed two Idaho bills 
intended to strengthen the state 
unfair trade practices act and the 
state fair trade act... A fair trade 
bill, to permit manufacturers to 
establish minimum resale prices 
for all types of trade- marked 
products, was defeated by the Ver- 
| mont Senate. 

Two bills that would have sub- 
stituted for New York State’s 
antiquated trademark laws a uni- 
form statute now in effect in a 
number of other states were vetoed. 
| A bill aimed at fly-by-night 
used-car dealers was rejected in 
Maryland. Under the measure, 
used-car dealer registration 
plates would not have been is- 
sued to those who conducted 
their business from their homes, 
or who did not maintain a service 
shop staffed by a full-time me- 
chanic . . . A Maine law pro- 
vides for the creation of a board 
to consider applications for 
motor vehicle dealer registration 
plates and make recommend- 
ations to the secretary of state. 
It is intended to give the state a 





developments _— in 











(Continued on Page 59, Col. 1) 





Chrysler Award Recipient—- 


| Dennis Gonzales (left), manager of 
Thibodaux Auto Sales, Thibodaux, -c., 
receives the Chrysler Medal of Merit s°rv- 
ice award from E. L. Joseph, district nm an- 
jager for the Chrysler division. The ‘rm 
| has been in business since 1946. 











Dealer of the Month... 
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Malcolm Spurs Fight 


For Safety 


By Gerhardt Neumann 
Staff Writer 

T IS the few who, earlier than 

the many, grasp the value of an 
idea and find the strength to con- 
vince others that} 
the idea is worthy | 
of support. 

For his leader-| 
ship in the high-| 
way safety move- 
ment, president 
of Capital City 
Motor Co. (Ford), 
Augusta, Me., has 
been given this 
month’s AvuTOoMo- 
Tive News safety 
award. 


Malcolm, as chairman of the 
Maine Committee of Inter-Indus- 
try Highway Safety Committee, 
a post which he has held since 
1949, has encouraged dealers 
throughout the state to take an 
active interest in driver training 
programs and to make them 
more effective by furnishing 
training cars to high schools. 
For a number of years, Maine) 
dealers also have sponsored schol- | 
arships for the training of com- 
petent instructors. 

7 * bd 
1 committee also has adopted, 
and made available to civic 
groups, the plan for “Man-to-Man” 





Cc. J. Malcolm 





Patrol Youngsters 
Cited for Heroism 


Vice-President Richard Nixon) 
and baseball star Joe DiMaggio| 
shared the spotlight in Washington 
last week when some 28,000 School | 
Safety Patrol youngsters held the} 
17th annual national school safety 
patrol assembly. 


Nixon presented AAA gold life-| 
saving medals to five boys and one 
girl patrol members, and citation 
certificates to two other youngsters. 


DiMaggio staged an exhibition of 
baseball form to provide one of 
the main features of entertainment | 
for the assembly and also served 
as honorary grand marshal of the | 
parade along Constitution Ave. 


The Medals are the American 
Automobile Assn.’s highest award | 
for heroism by School Safety Patrol 
youngsters. They went to students 
whose quick thinking kept the) 
lives of schoolmates and toddlers | 
from being snuffed out by freight | 
and passenger trains, fire engines, 
skidding autos and heavy traffic. | 
They are: 


Jean Thompson, 11, daughter of 
Mr. and Mrs. M. H. Thompson, 
Newnan, Ga.; James Robert Hunt, 
13, son of Mr. and Mrs. John D. 
Hunt, Stanley, Wis.; David Conrad, 
11, son of Mr. and Mrs. Mark Con- 
rad, Plymouth, Mich.; Kenneth 
Altherr, 12, Ypsilanti, Mich., step- 
son of James Ranger; Paul Weiss, 
11, son of Mr. and Mrs. Louis Weiss, 
Bronx, N. Y., and Ray Barday, 13, 
son of Mr. and Mrs. J. L. Barday, 
Atlanta, Ga. 


AAA Citation Certificates were 
awarded to Darcy Kopff, 11, son of 
Mr. and Mrs. Dan Kopff, Beaver 
Dam, Wis., and to Ronald S. Krel- 
len, 12, son of Mr. and Mrs. Harold 
Krellen, Avondale, Md. 


Turnpike Pays 
High Income, Greater Safety | 
Elate New Jersey 


Operations of the New Jersey 
Turnpike in 1952 surpassed the 
most optimistic estimates of traffic 
engineers, according to Paul L. 
Troast, chairman of the New 
Jersey Turnpike Authority. 

A total of 18,239,527 vehicles used 
the turnpike, a daily average of | 
49,834. Estimates made in 1949 were 
that 7,600,000 vehicles would use 
the expressway in 1952. 

Revenues totaled $16,241,267, a 
daily average of $44,386—an in- 
crease of 127 percent over engi- 
neers’ estimates. 

Accidents were less than one- 
fifth those for the parallel high- 
ways. 





in Maine 


and “Dad-to-Daughter” agreements, 
under which minors pledge them- 
selves to observe faithfully all 
traffic rules. 

These efforts have been com- 
plemented by the furnishing of 
film trailers to outdoor movie 
houses on the subject of highway 
safety. 

Malcolm, who has operated his 


| fort, 


way group in 1946 and states his 


goals as follows: 

“Some of the safety laws I 
would like to see adpoted in 
Maine would be to prohibit fol- 
lowing a car too closely, to re- 
quire trucks to signal, and sticker 
license control such as the point 
system. | 

“I believe that better highway | 
control of speeding, as well as bet-| 
ter control over operating under | 
the influence of alcohol, would help} 
cut down on the traffic toll of the | 
nation. 

“Our feeling regarding highway | 
safety is that if, through our ef-| 
we might perhaps save one} 





bo 
oo 





life, we would feel well repaid for| Selecting Safety Champions of 1952— 
Gold traffic safety Oscars will be presented by the National Committee for Traffic 


dealership for 13 years, was presi- | 


dent of the Maine Automobile Deal- | 


ers Assn. in 1952, after having 
served as a director for three 
years. 


He also served as area chairman 
for NADA, represented the state’s 
Ford dealers on the Ford Dealers 
Council and served on the general 
committee of the Ford Dealers Ad- 
vertising Fund. 

* + * 
ALCOLM became associated 
iv with the inter-industry high- 


our time.” 


Congested Streets Increase 
Gas Consumption 100% 


Road and street inadequacies are 
an “incredible national extrava- 
gance,” according to Arthur C. 
Butler, director of the National 
Highway Users Conference. 

The gas consumption of autos 
jumps more than 100 percent in 
dense congestion, Butler explained, 
while the operating expenses of 


Safety to six individuals and six organizations for their contributions to highway 
safety in 1952, according to Judge Alfred P. Murrah (second from right), chairman 
|of the committee which represents 86 national organizations. The judges pictured 
here are (from left) Charles E. Slusser, mayor of Akron; W. Earl Hall, of the Mason 
City (la.) Globe-Gazette; Guy Noble, managing director of the National Committee 


for Boys and Girls Club Work; Murrah, 
National Safety Council. 





trucks are nearly twice as high as 
on an expressway. 

The remedy, he says, lies in an 
informed public opinion which de- 
mands better roads. He urged im- 


and Ned H. Dearborn, president of the 


| provement of all types of highways 
|}on a basis of “first things first.” 


The AUTOMOTIVE NEWS ALMANAC is 
a year-long friend. Use it often for statis- 
tics, buyer information and personnel data. 












When we're not usin’ if 
the Sales Department is! 







ELECTRIC 


GAUGE 


Solves mileage complaints . . . Proves mileage claims 


Time was when a gas-per-mile gauge was considered strictly 
Service Department equipment ... and a mighty important 
piece of equipment, too, in solving “poor mileage complaints.” 
Then along comes the Kent-Moore LECTROTEST, a brand 
new type of gas-per-mile gauge that’s a double-barrelled Sales 
and Service tool if there ever was one! 


Because LECTROTEST combines accuracy with amazing new 
convenience in use. It can actually be hooked up to any car 
in just a couple of minutes . . . two simple connections to make 
and it’s all ready to go! That’s why alert dealers are using it 
as a potent aid in making extra car sales as well as for its 
regular service applications. It enables them to show actual 
proof of new-car mileage claims! And it helps them lick the 
average prospects’ doubts concerning used-car performance, 
too! With LECTROTEST, they can quickly give their cus- 
tomers a “personalized economy run”... a convincing two- 
way demonstration that offers both visible and audible proof 
of the basic operating economy built into their automobiles. 


So bring your Service Department up-to-date with LECTRO- 
TEST, a truly modern gas-per-mile gauge that can be used 
to profitable advantage by your Sales Department, too! Write 
for complete information today. 

FROWNS IN.. FINDS OUT.. FRIENDS AGAIN 
NOW AVAILABLE THROUGH 

SELECTED DISTRIBUTORS 
COAST-TO-COAST 


Se & EX 





KENT-MOORE ORGANIZATION, INC. 
K 5-105 General Motors Building, Detroit 2, Michigan 






EASILY INSTALLED! LECTROTEST hooks up to any car in 
minutes. Just hang the gauge on the window. . . connect hoses to 
carburetor intake and fuel line at carburetor . . . clip long wire to 
positive battery post, short wire to ground... and you’re ready to 
begin your demonstration! 


HIGHLY ACCURATE! LECTROTEST is a dependable precision 
instrument. It’s self-contained fuel pump eliminates surge, the 
usual cause of inaccurate readings. And it’s safe, too. . . insulated 
throughout with an exterior spout for added protection. 


EASY TO USE! Fill gasoline reservoir with just two quick turns of 
the gauge valve. Take speedometer reading . . . begin test. When 
reservoir empties, take reading again . . . then, to obtain actual 
miles-per-gallon, multiply miles travelled by 10. That’s all! 


KENT-MOORE ORGANIZATION, INC. 
5-105 General Motors Bidg., Detroit 2, Michigan 
Please rush me complete information on your LECTRO- 


TEST Gas-Per-Mile Gauge and nome of your necrest 
distributor. 


NAME__ Garton senda 
FIRM 
I ia a acceiceactonicemsmssticnniginaeinamaienioclinicts 
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Auto Personnel 


Eight members of the board of 
directors of Autocar Co., Ardmore, 
Pa., have been reelected by 
stockholders. 

The board members are presi- 
dent, E. F. Coogan, Daniel P. 
Adams, Harold R. Baxter, C. R. C. 
Custer, Oliver H. Payne, V. H. 


Sheronas, Robert Simon and Char- | 


les R. Stevenson, 
* * * 


Twin Coach Boosts Smart, 


Adds to His Sales Duties 

Election of Walter C. Smart as 
vice-president of Twin Coach Co., 
Kent, O., has been announced by 
L. J. Fageol, 
president. 

Smart has been 
with Twin Coach 
since 1927, and 
for the past year 
he has been 
general _ sales 
manager of the 
company’s motor 
vehicle division. 
He will retain 
that post in addi- 
tion to his new 


W. C. Smart 


duties. 


the | 
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| Body division as assistant manager|Canada. The new firm will be 


K. J. Davis, former sales manager 
of the fir 
vision division, 
|new post. 
Reinhard has been a wholesale 
Syracuse; H, Jarrett, Atlanta; | distributor of automotive products 
A. D. Deardorff, Chicago; J. M./since 1902. 

Patten, Memphis; Duran M. Vick- * * * 


ant poe Rf May, Genii.” Den-| Sheehan Named Director 
¢ 6 @ |Of B-O-P Purchasing 

| Reinhard Bros. Appoints | Robert D. Sheehan, Framingham, 
Davis General M |Mass., has been appointed director 
avis General Manager |of material control and purchasing 
| The new position of general man-|for the Buick-Oldsmobile-Pontiac 
ager has been created by Reinhard| assembly division. Sheehan suc- 
| Bros, Co., of Minneapolis, accord-|ceeds Frank H. Burns, 
| ing 
Ree 


has assumed 


H. 


| 


| 


In his new post, Smart will di-| 


rect all of the company’s Fageol 
van truck, motor coach and special 
vehicle sales, both export and 
domestic. He also will be in charge 
of the coordination of all sales, 
manufacturing and service activi- 
ties of Twin Coach’s Kent plant. 
+ * + 


Ruze Heads Gabriel Labs 


John H. Briggs, president of 


Gabriel Co., Cleveland, announces | 


* * * 


| 

Life-Time Picks Himes | 
Robert H. Himes, Cincinnati, has | 
been named division sales man- 
ager for Life-Time Battery Corp. | 
of America, New Braunfels, Tex., | 
according to Gus Dabney, sales 
manager. Himes will cover Ohio, 
West Virginia, Indiana, Illinois, 
Michigan, Wisconsin, Iowa and 


Minnesota. 
* + * 


Balz Named Sales Manager 


Of U. S. Battery Division 

Charles E. Balz has been ap-| 
pointed sales manager for the U. S. | 
Battery division of Burgess Battery 
Co., according to F. J. Kirkman, 
general manager. 

Balz had been assistant sales | 
manager for two years, and for| 
the previous 10 years was advertis- | 
ing and promotion manager. 

* * aa 


Hewlett Appointed Manager 
Of Chrysler’s Michoud Plant 


A. M. Fleming, manufacturing 
vice-president for the Chrysler di-| 
vision, has announced the appoint- 
ment of Raymond E. Hewlett as 
general manager of Chrysler’s 
Michoud Ordnance plant in New| 
Orleans. He succeeds R. S. Bright, 
who has been named general man- 
ager of the Chrysler Corp. Indian- | 
apolis plant. 

With Chrysler Corp. for more 
than 20 years, Hewlett has been} 
master mechanic at the Michoud} 
Plant since it was assigned to 
Chrysler by Ordnance in 1951 for 
manufacture of 12-cylinder con- 
tinental tank engines, for the 
Patton 48 tank. 

* 


* * 


O'Sullivan Elected President 


Of Manufacturers’ Agents 

J. J. O'Sullivan, president of 
Metal Parts & Equipment Co., 620 
N. Michigan Ave., Chicago, has 
been elected president of the 1,300- 
member Manufacturers Agents 
National Assn. He succeeds A, B. 
Smedley, Altadena, Calif.. who was 
elected chairman of the executive 
committee. 

Other officers elected were D. R. 
Bittan, New York City, eastern 
vice-president; J. R. Hedquist, Min- 
neapolis, central vice-president; E. 
P. Gilsdorf, San Francisco, western 
vice - president; Fred R. Young, 
Seattle, treasurer, and A. X. Schil- 
ling, Alhambra, Calif., secretary. 

Elected directors were George 
Granse, St. Paul, chairman; J. E. 
Bouchard, Boston; Wally B. Swank, 


| 


the appointment of Dr. John Ruze | 
as director in charge of the Gabriel | 
Laboratories, Needham Heights, | 
Mass. Dr. Ruze is internationally 
recognized in the field of elec- 
tronics. 


Zenith radio and tele-|0f the material-handling and con- 


the | trol section. 


| duction control at the B-O-P plant | 


\ who has | 
to A. C. Reinhard jr., president.|been transferred to the Fisher | 


‘emcee as Martin-Matthews, Ltd. 


Director of material and pro-| Ford Scientific Laboratory 


Names Department Heads 


Appointment of department man- 
agers for Ford Motor Co.’s scienti- 
. | fic laboratory has been announced 
Martin Buys Ontario Firm, |in Dearborn by Andrew A. Kucher, 

I . ’ 7 © tae | laboratory director. 

Named Chrysler Distributor | ‘Named to head the metallurgy 

Chrysler Corp. of Canada, Ltd.,|department was Dr. Donald N. 
has appointed Gordon T. Martin as Frey, an engineering professor at 
Chrysler, Plymouth and Fargo dis-|the University of Michigan beforé 
tributor operating out of Pembroke. | he joined Ford in 1951. Dr. Charles 

Martin has purchased L, A. Mat-| f, Welling, with 20 years’ experi- 
thews “Motors, Ltd., one of the] ence in fuel technology and chemi- 
oldest Chrysler dealerships in (Continued on Page 25, Col. 1) 


in Framingham since 1951, Shee- 
han has been with GM for more| 
than 24 years. 








Auto Personnel 


(Continued from Page 24) 





cal research, becomes chemical de-| have been with Ford for 12 years. 
partment manager. Colver R. Briggs, formerly with 
Appointed mechanical department |the Air Force research and de- 
manager was Paul Klotsch, former | velopment staff, will serve as tech- 
chief engineer of Crosley Motors, | nical assistant to Kucher. 

Inc., and chief experimental engi- * ? * 


neer for Briggs Mfg. Co. | Ohio Piston Establishes 
Fred A. Klemach has been pro- 


moted to special projects de- 5 New Warehouses 


and Fort Worth, Tex.; Los Angeles; 
|San Francisco, and Portland, Ore., | 
according to W. R. Hayes, replace- | 
ment sales manager. 

The company now has more than | 
|60 distributors and 10 warehouses | 
serving the U. S. and exporting, a 
well, to the Pacific area. K. Me- 
Kinley Smith, president, said the 
company is spending more than 
$250,000 to expand its production 
|capacity 40 percent by mid-year. | 
i * * * | 





Dunn, Smith, Fletcher Get 


| Promotions at Hastings | 
Ross R. Dunn has been elected 
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of Hastings Mfg. Co., Hastings, | elected to the board of directors of 
Mich. the R. M. Hollingshead Corp., 

An employe of the company for| Camden, N. J., at the annual stock- 
13 years, Dunn served as sales, holder’s meeting. 
manager since 1944, Byron K. At the same time, it was an- 
Fletcher, who had been assistant! nounced that Stewart Hollingshead 
sales manager, has taken over) was elected chairman of the board 
Dunn’s previous post. He has been|of the R. M. Hollingshead Co, of 
with the company since 1937. | Canada, and Clifford E. Phillips as 

Smith, who is credit and traffic| President. Severson was also named 
manager, has been associated with|t© the board of directors of the 
Hastings since 1935. Perry Co., a wholly-owned  sub- 
|sidiary of Hollingshead. 

* * * 


Dearborn Motors Boosts 


* * * 


Hollingshead Stockholders 
Promote 5 Executives 


partment manager, and Ford R.| Ohio Piston Co., Cleveland, has 





Bryan, acting manager of the|named factory representatives and | vice-president and sales director, 
¥ physics department. Both men|established warehouses in Dallas|and Willard F. Smith, a director 















































On ’53 Cars... 
Metallized Moldings 


of PLEXIGLAS 


Look closely at the sparkling bezels of these lenses, molded of PLexicLas for parking 
lights, speedometer and radio dials on several 1953 cars. The bezels are not separate 
metal frames. Each lens ‘“‘assembly” is a single molding, with aluminum vacuum- 
deposited on the back surface to produce the chrome bezel effect. 


The use of all-PLExicGLAs lenses—clear moldings with metallized back-surface areas 
—results in: 
Gleaming appearance. Savings in material costs. 


Elimination of assembly steps. Protection for metallized surfaces. 


In addition, because they are molded of PLexicLas, the parts are highly resistant to 
heat, breakage and weather. 

These molded parts are examples of cooperation between automotive designers, 
alert to new ideas, and the plastics industry. As a supplier of acrylic plastic molding 
powder for tail light lenses, medallions, nameplates, dials, instrument panels and 






other molded parts used by every major car manufacturer, Rohm & Haas Company 





offers the services of technical representatives and an experienced design staff. 






Their help is available if you have a problem—or an idea—involving molded parts. 








PLEXIGLAS molding powders are used in 
many ways, in many industries. Our new 
booklet gives details. Write to the 





CHEMICALS FOR INDUSTRY 





Plastics Department for your copy. 





It will be sent promptly. 






ROHM & HAAS 
COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Kepresentatives in principal foreign countries 






PLEXIGLAS is a trademark, Reg. U.S. Pat. Off. and in principal foreign countries. 





Canadian Distributor: Crystal Glass & Plastics, Ltd., 130 Queen's Quay 
at Jarvis Street, Toronto, Ontario, Canada 






Detroit Representatives: W. E. Biggers and R. C. Oglesby. 
728 Fisher Building, Detroit 2, Michigan. Telephone: Trinity 3-3200 








PLEXIGLAS molding powders are listed in Sweet's Product Design File, Section 1¢/Ro. 


















D. O. Severson, R. M. Hollings- 
head III, and A. E. Moore were 


|Meeker and Lockwood 


Promotion of David Meeker from 
Pacific coast sales manager to as- 
sistant general sales manager in 
charge of staff operations, and F. 
S. Lockwood jr. from regional su- 
|pervisor to succeed Meeker as 
Pacific Coast sales manager, has 
been announced by G, D. Andrews, 
sales vice-president of Dearborn 
Motors Corp. 


* + + 


| Allen Is Placed in Charge 


Of Mack’s Central Division 


R. W. Allen has been elected 
vice - president of Mack Motor 
Truck Corp. and appointed man- 
ager of the company’s central 
division, it is announced by E. G. 
Ewell, general sales manager. 

Allen joined Mack in 1926. For 


the last two years, he had been 


manager of the St. Louis branch. 
* * * 





3 Sonneborn Executives 


Elected by Board 


Dr. F. Sonneborn, president of 
L. Sonneborn Sons, Inc., has an- 
nounced that the board of directors 





E. E. Brand R. Cubicciotti 


in a recent meeting, named Edgar 
E. Brand and Rudolph Cubicciotti 
as vice-presidents, and Henry Son- 
neborn III as 
secretary. 

All of the new- 
ly elected addi- 
tional officers 
have been asso- 
ciated with the 
company for 
many years. 

Refiners of pe- 
troleum and 
manufacturers 
of chemicals, L. 
Sonneborn'§ Sons, 
Inc., is celebrating its 50 anni- 
|versary this year. 
| * * * 


| Colleagues Honor Graves 


In conjunction with his retire- 
ment as a director, vice-president 
and chairman of the eastern di- 
vision operating committee of Tide 
Water Associated Oil Co, B. L 
Graves has been honored on three 
occasions by employes and execu- 
tives for his 43 years of service 
| with the company. 

*x * 7 


National Lift Names Fenker 


As New Service Manager 


| Ted E. Fenker has been ap- 

|pointed service manager of 

| National Lift Co., Ypsilanti, Mich. 

| National Lift is a subsidiary of Gar 
Wood Industries, Inc. 
* A * 


Rohrbach Wins Award 


J. F. D. Rohrbach, president of 
| Raybestos - Manhattan, Inc., has 
been chosen from the alumni of 
his decade at the New York Uni- 
versity school of commerce as a 
recipient of the John T. Madden 
| Memorial Award, made annually to 
three graduates for “outstanding 
|achievement in business, industry 
or professional life.” 

® * ~ 


| Stewart Retires As Head 
Of Canadian Auto Chamber 


J. L. Stewart, Toronto, is re- 
|tiring as general manager of the 
Canadian Automobile Chamber of 
Commerce, Inc., and of National 
Automobile Shows, Inc., after 38 
years of active association with the 


(Continued on Page 58, Col. 3) 





| H. Sonneborn III 
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Cutback in Jet Engines 
Would Release Nickel 


.. Government jet-engine program holds the key to| 
- future automotive brightwork. While there are no defi- 
nite indications that the U. S. jet program will be cut back 
sufficiently to bring an end to nickel stock-piling, the adop- 
tion of such a policy would most likely promptly ease the 
: ; . ; eens eee ; 
oe ee situation which | stantially during the next few years 
as plagued car producers | although this is admittedly a high- 
since the out-break of war in 


cost mining operation. Nickel 
Korea, There are other indications mining throughout Canada is ex- 


] 
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look for nickel is good, the im- 
mediate situation continues tight. 
Substantial quantities of nickel 
are being bought from Japanese 
sources. Some brokers are offer- 
ing foreign nickel at prices up 
to $2.50 per pound, with few 
takers among the auto producers. 
The domestic price of nickel is 65 
cents per pound. Anode nickel 
costs about 90 cents per pound. 
This is the form in which nickel 
is used by platers. 

It is difficult to say how much 
nickel now is being used on cars. 
While existing regulations permit 
the use of as much as 0.001 inch of 
nickel with copper-chrome on 
functional parts, the shortage has 
made it impossible for most pro- 
ducers to plate to this depth and 
still maintain production schedules. 

* * * 


that the pinch may be_ eased | panding and new deposits are being Use Severely Limited 
eventually. Cuban production of | worked in several western states. HE use of nickel has been 
nickel is expected to increase sub- Thus, while the long-term out- 








It’s gentle because Steel-Vent's two 
wall-contacting steel sections have 
rounded edges which provide hairline 
contact, reduce drag to a minimum. 
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It’s gentle because Steel-Vent’s flex- 
ible, low-tension innerspring works 
only against the steel sections—holds 
them on wall with soft pressure. 


limited by the Government to 





1953 
|bumpers, bumper guards, 
| handles and a few functional parts. 
| Thus, in addition to restrictions as 


|to plating thickness, the Govern- | 


|ment is controlling the application 
itself. Another restriction limits the 
use of nickel to 25 percent of the 


base period. This period may be} 


the maximum quarter of 1949-1950. 

That over-quota nickel is being 
bought at all reflects the tight- 
ness of the market. Car pro- 
ducers can use this high-priced 





Metal Treating Confab 

HOUSTON. — The annual spring 
meeting of the Metal Treating In- 
stitute will be held at the Hotel 
Shamrock here May 18-20. The 
meeting will include visits to local 
plants—among them the heat-treat- 
ing department of Hughes Tool Co. 
—as well as technical speakers and 
round-table discussions of heat- 
treating problems. 
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HASTINGS 


STEEL-VENT PISTON RINGS 








TOUGH ON OIL-PUMPING, GENTLE ON CYLINDER WALLS 


Hastings gives you the famous Steel-Vent oil control ring 
with the right combination of companion rings to meet the 
particular operating characteristics of each engine. And 
Hastings gives you the set that’s Motor Engineered for 
replacement service exclusively and for all replacement 
service-—re-bore, re-ring, re-sleeve. | 





@ Hastings gives you complete coverage for all pas- 
senger cars—in regular and chrome sets—Motor Engi- 
neered for each make and type of engine, for every 
engine condition and operating need. Motor Engineered 


ENUF, 





door| 





nickel only for bumpers and 


| other functional parts. 


Another interesting aspect of the 
supply situation is the scrap 
picture. Nickel scrap is being sold 
today for $2 and more per pound. 
With nickel scrap bringing more 
than three times as much as 
regular nickel, a substantial quan- 
tity of the virgin metal has found 
its way into the scrap market. 

o * * 


|A Black Market? 
HILE a purchasing agent who 
buys virgin nickel in the scrap 
market at $2 or more may not 
refer openly to such purchases as 
black-market, buyers who turn 
down such offerings and those who 
cannot find nickel at any price 
blame this situation as a major 
factor in the continuing shortage. 
One of the suggestions which 
have been made to the auto in- 
dustry is to decrease the size of 
bumpers in order to conserve 
nickel. Of course, the same thing 
has been suggested before with 
respect to all auto brightwork. 

While automobile stylists may 
have taken a few steps in this 
direction, sales executives have 
usually objected strenuously to 
any cutbacks in plating. 

The result has been a continuing 
use of nickel. Most auto producers, 
it is expected, will continue to use 
nickel at every opportunity as a 
means of adding flash to the 
product. Nickel plating on wire 
wheels is an excellent example. 

* * 


| 


* 





It’s gentle because the Steel-Vent 
spacer has extra wide vents that let 
oil flow through freely for extra cyl- 
inder wall lubrication. 





1 


Sets for trucks, buses and tractors, too. Hastings Manu- 
facturing Co., Hastings, Mich.; Hastings Ltd., Toronto. 
(Piston Rings, Spark Plugs, Oil Filters, Casite, Drout) 


land R. B. Fischer. 


Substitute Found for Alloy 


Of Copper and Beryllium 


LOS ANGELES.— The Western 
Metal Congress of the American 
Society for Metals was told here 
that a new copper-base alloy has 
been developed which may take 
over some jobs previously done 
by the scarce and expensive 
copper-beryllium alloys. 

The new alloy is for electrical 
contact springs in accounting and 
billing machines, according to J. H. 
Jackson, who spoke for his as- 
sociates on the project, D. B. Roach 
Possible ap- 
plications also are seen in the pro- 
duction of aircraft instruments and 
electrical equipment, where high- 
strength springs are required. 

Research was started in 1949 by 
International Business Machines 
Corp. 

The cost of the new alloy is ex- 
pected to be somewhat less than 
for the copper-beryllium alloys 
when manufacture can be put on 


a mass production basis. 
* * * 


Cast Aluminum Plates 


Offered for Tool Use 


Thick cast aluminum plates and 
bars, precision - machined to high 
finish and flatness for tool and die 
use are now available from Rey- 
nolds Metals Co., Louisville, ac- 
cording to D. P. Reynolds, sales 
vice-president. 

Cast aluminum plate is used by 
die engineers for construction of 
hydro-press form blocks, hydro- 
stretch form dies, jigs, fixtures and 
other tooling. 

Reynolds says its new product is 
especially suitable for such work 
because of its fine molecular grain 
structure, high tensile strength, 
high surface finish (32-microinch), 
and flatness (plus or minus 0.005- 
inch or less). 


Any Ideas? 


Workers’ Suggestions Bring 
Them $5¥% Million 

DETROIT. — That little sug- 
gestion box hanging in offices and 
factories paid off to the tune of 
$544 million in 1951, according to 
the National Assn. of Suggestion 
Systems. 

In fact, the number of sug- 
gestions became so great that an 
organization had to be forme: to 
sift them. That marked the begin- 
ning of the NASS, which is «.om- 
posed of more than 400 of the 
nation’s largest businesses and 
governmental agencies. 

One man alone, Charles Zam ska. 
retired and bought a farm aft«r he 
was awarded $28,000 for his  ime- 
saving suggestion for Clev: land 
Graphite Bronze Co. ; 

The Association also can cit? 
numerous $10,000 payments, oe to 
a woman who suggested to Jo! nson 
& Johnson Co. a simpler wy tO 
wind its bandages. 
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All of us, at one time or another, have re- 
ferred to that era when folks had to grind 
their own coffee as the “‘good”’ old days. Ac- 
tually, skipping the nostalgia, it was a grind. 

Truth is, we’ve never had it so good as in 
recent years. There has been a big change— 
a delightful revolution in our way of living. 

Today we all enjoy infinitely more leisure 
time. We travel like never before. We enter- 
tain more. We’re enthusiastic about sports 
and hobbies. 

This changing pattern to more enjoyable 
living created Holiday Magazine and ex- 
plains Ecliday’s incredible success. For Holi- 
day is the one magazine that is edited from 
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We're all getting away from 
the old grind... 


cover to cover for the families who are leaders 
of the big change . . . the kind of people who 
enjoy “everyday holiday living”... and who 
influence millions. 

They’re families with the means to travel 
more, entertain more and live better. Each 
month, more than 860,000 of these responsive 
families are stimulated by Holiday to enjoy 
new places, new pleasures, new products. 

This prime market is the big reason why 
advertisers have made Holiday the most 
successful new magazine of our time—why, 
as an advertising buy, Holiday is always 
good to the last page. 


i. 





a 





HOLIDAY MAGAZINE 


A CURTIS PUBLICATION 


...lts readers are leaders 
of the big change in American living! 












San Bernardino Has Its First Show— 


The first auto show organized by dealers of San Bernardino, Calif., was held in 
conjunction with the National Orange Show, which attracted 264,934 visitors, of whom 
90 percent, according to dealer estimates visited the auto exhibit. Only stock models 
were on display. The show was housed in a large tent, decorated both overhead and 
on the walls. One section of the display was devoted to commercial vehicles. Four- 
teen dealers took part. The dealer committee for the event included Karl Muth, chair- 
man; H. Floyd Brown; Joseph Lazar; Jack L. Coyle, and Bruce Jordan. Horace Wither- 
spoon is president of the San Bernardino Motor Car Dealers Assn. 
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Dealer Business Counsel 


Overallowance on Tradeins Should Be Charged 
To New-Car Department 


By J. B. Van Tassel 


Dealer Business Counsel 
i haw cost of any article in your; excess of the resale value or the 
business is the original cost you| market value. In other words, a 


| pay for the article less the amount 
of depreciation as time goes on. 

The resale value of the article is 
market value or ' 
the price for 
which you can 
sell it. In the case 
of the new car, 
your cost is the 
amount you pay 
the factory for 
the new car plus 
the cost of op- 
tional equipment 
or accessories. 

In the case of 
the used car, your 
cost is the amount you allow for 
the used car on a trade or the 
amount you pay for the used car, 
plus the cost of reconditioning. 

You should never carry any 
merchandise on your books in 


J. %. Van Tassel 


SERVICE MANAGER SAYS— 





in the oil pan or rings and the valve assembly was 


brand new. It’s results like this that make us proud to recommend the 


amazing purple oil to our customers.’ 


ROBERT W. DARBY, Service Manager, 
Clayton Motors, Inc., West Hartford, Conn. 


Here’s how this amazing purple motor oil keeps 
valve lifters clean and free and combats sticking: 


1. ROYAL TRITON contains special compounds 
that reduce the formation of lacquer and varnish. 


2. ROYAL TRITON’S greater detergency retards 
sludge from clogging hydraulic valve lifters. In- 
stead of depositing on engine parts, sludge and 
gum stay suspended in the oil until drained. 


Inquire today about handling heavy-duty ROYAL 
TRITON motor oil in your automobile agency. 
Write your nearest Union Oil Company office: 


LOS ANGELES NEW YORK CHICAGO 
Union Oil Building 45 Rockefeller Plaza 1612 Bankers Building 


NEW ORLEANS, 917 National Bank of Commerce Building 
CINCINNATI, 2111 Carew Tower Building 


CALIFORNIA 


almost as clean as 





balance sheet should always re- 
flect net assets on a basis of cost 


or market value, whichever is 
lower. 

In the case of the used car in 
|}normal times, or in competitive 


trading markets, the amount of the 
allowance for a used car taken in 
trade on a new car is usually in 
excess of the resale or market 
value of the used car. Hence, you 


immediately incur an_ inflation 
value in your used-car inventory 
when you take these used cars 


into your inventory at the allow- 
ance price. 

+ * * 
Systems Are Improper 
— factory dealer accounting 
. systems classify this difference 
between the allowance price and 


'market value of the used car 


No Sticking Liffor Probleme 
with Purple Oil! 


Robert W. Darby says: “In the cars that have been using ROYAL TRITON 
motor oil we have never had a case of hydraulic valve lifters sticking due 
to engine deposits. Recently we made a periodic inspection of an engine 
with 39,000 miles on it. There was practically no trace of sludge anywhere 
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ltraded as “overallowance” 


and 
|make provisions for this amount 
lof “over-allowance” to be charg: « 
against the used-car department 
Since this amount of overallow 
ance is made on a used-car trade 
in in order to get the new-car 
deal, it should rightfully b: 
charged against the new-car de 
partment as part of the cost oi 
selling the new car. 
| In normal times, or in a com- 
| petitive market, or when you start 
to spread your new-car profits 
used-car overallowances in order to 
|maintain your competitive positior 
|in the new-car market, you should 
make sure that used-car losses 
which are a direct cost to you in 
the maintenance of your position 
be charged against the new-car de- 
partment. i 


* * a 


Get a True Picture 


ERSONALLY, I would not 

up and journalize the overal- 
lowance on each used car traded 
in, but at the end of the month I 
would transfer my entire loss on 
those used cars that had been 
taken in to get new-car sales to 
the new-car department to be 
shown as a deduction from the 
new-car gross profit. 

This method would save much 
bookkeeping expense, much argu- 
ment as to what the market 
value or resale value of each 
used-car tradein is and give you 
| a true and actual picture of just 
exactly how much money you 
were making on your new-car re- 
tail sales, 

Then this rightful charge for 
obtaining new-car sales would not 
only be charged where it belongs, 
but it would also be a true cost for 
| the job. 

I don’t see how it is possible for 
|} anyone to determine the actual re- 
'sale value of each used car traded 
jin any market. 

(Any questions you may have 
on dealer business management 
will be gladly answered by J. B. 
Van Tassel, care of Automotive 
News.) 


set 








Record-Breaking 
703 Buick Output 
Hits 200,000 


FLINT.—Buick, which last week 
| built its 200,000th 1953 car, has 
broken all its production records 
for the first four months of the 
year, according to Ivan L. Wiles, 
general manager. 

The four-month output totaled 

175,235 cars, Wiles said, nearly 6,- 
000 more than the previous record 
of 169,397 established in 1950 when 
Buick built a total of 552,827 units. 
Total 1953-model production as of 
May 1 was 192,623 cars. 
| Production in April amounted to 
51,118 units, the third time in the 
|firm’s 50-year history that output 
for a single month exceeded 50,000 
junits. The record output for a 
single month was 54,164 in June, 
1950. 
Wiles also said new-car regis- 
| trations for the first three months 
|showed that Buick had climbed 
| into third place in sales in 12 
states and Alaska in March. The 
states were California, Colorado, 
Delaware, Idaho, Michigan, Mon- 
tana, New Mexico, New York, 
North Carolina, Texas, Wisconsin 
j}and Wyoming. 


Hudsons and Olds 
‘Win Stock Races 


DETROIT. — Four Hudson Hor- 
nets, running one-two-three-four, 
and an Oldsmobile 88 won the 
|stock-car racing laurels over the 
weekend of May 9-10, according 
to reports received here last week 

Frank Mundy won his third 
American Automobile Assn. victory 
at Toledo on May 10, beating Mar- 
|shall Teague across the wire by 
| about five seconds. Both were driv- 
jing Hudsons. Behind them, also in 
| Hudsons, were Johnny Mantz and 
| Dick Taylor. 

On May 9, at Columbia, S. C.. 
| Buck Baker piloted an Oldsmobile 
| to victory in a 100-mile event spon- 
sored under the rules of the 
| National Assn. for Stock Car Auto 
| Rocing, Tim Flock (Hudson) was 
second; Jimmy Lewallen (Plym- 
outh). third, and Ray Duhigg and 
be Petty (‘Dodge V-8s) fourth and 
| fifth. 
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Backshop 


... by Jack Weed 





WO “extra dividends” from this | 


year’s Mobilgas Economy Run 
impressed me as being nearly as 


important as the results of the run | 
itself. One of these was the great} 


safety lesson; the other was the 
freedom from worry about com- 


munications should any part of | 


300 miles, if officials were to 
reach the next point before the 
contestants. The distance be- 
tween the Los Angeles General 
Petroleum Garage and Merced, 
the first refuel point, was about 
279 miles, I believe. 
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Slicked-Up Tradeins Sparkle on Lot . . . 








_ Shop Averts U. C. Sag 


By Jack Weed 


Service Editor 


| ye no agg nage car and truck 


fluid under a competitive, free au- 
tomotive economy, must make 
every effort to maintain a balanced 
operation, say successful dealers 
with experience in the highly com- 
petitive prewar days. Many of 
| these dealers compare this year to 
| 1941, with several variations in the 


With the contestants’ cars trav-| pasic conditions, but with the same 


this great country be hit by a/eling on the open road at around | over-all pattern prevailing. 


catastrophe that would totally dis- 
able our electric plants and thus 
put the telephone, radio and tele- 
vision out of business. 


The first great lesson which 
the Mobilgas Economy Run has 
taught, during the past two years 
in particular, is that speed alone 
is not the real cause of accidents 
on the highway. These two runs 
(last year’s covered 1,415 miles 
and this year’s 1,206.1 miles) were 
carried through by approximately 
100 cars in the entourage and not 
a scratched fender resulted. 

These were not “slow” miles by 
any stretch of imagination either. 
Last year the average driving time 
of the contestants was above 40 
miles an hour; this year it was 
pushed up to an average of 44.7115 
miles per hour. 

Anyone who knows anything 
about road driving realizes that to 
average nearly 45 miles per hour 
for over 1,200 miles, of which 126.5 
miles were in the city traffic of the 
cities and towns, the contestants 
themselves had to do around 55 
miles an hour on the road, or 
better. 


* x * 


Over 80 M.P.H. 
CCOMPANYING the contest- 


ants, of course, were cars rep-| 


resenting every make of vehicle 
entered in the contest, driven by 
officials of the AAA and other 
observers like myself. Each of us 
at times, or between every official 
refuel point, had to drive much 
faster than the entrants in order 
to be able to see the boys check 
in at one point and get ahead so 
that we could see them come in 
at the next point. 

If one waited at a refuel point, 
as some of the AAA men had to, 
until the last car had been refueled, 
and then get into the next refuel 
point before the number one car 
reached there, it meant driving at 
speeds of well over 80 miles an 
hour on the open stretches, because 
the officials and we observers were 
honor-bound to observe all city and 
village speed regulations the same 
as the contestants. 

Just figure it out for yourself. 
There were 26 cars entered in the 
run, and they left the impound 
areas two minutes apart. That 
meant 52 minutes that must be 
made up in a matter of less than 


| 55 miles an hour, 
| officials’ cars a minimum of 52 
minutes behind, use your slide rule 


|and approximate what time you) 
| would have to make if you did not| 
| have to stop for gas as we all had| 


|to, or for any other reason. 
* * * 


Concept of Safety 


With about 100 cars balling 


along the roads of four states; 
with most of the drivers unac- 
quainted with the highways; no 
|police escort as such; all normal 
|travel (and there was plenty in 
|spots) to contend with; 62 towns 
and cities to buck traffic in and 
lobey the “slow to 20 signs; one 
‘long one-way bridge; at least one 
|flock of sheep that flowed over 
|both shoulders of the road and 
|stray cattle in spots; many big 
| truck-trailer combinations—yet not 
;}one fender was scratched nor one 
} : 
j}accident of any type reported. 
The answer to this undeclared 
“dividend” of the Economy Run, 
as I see it, is that every driver 
was obeying the road signs; was 
driving on his side of the road 
unless he was passing another 
| car and then he swung out far 
enough behind the preceding car 
so that he could see that he had 


(Continued on Page 31, Col. 1) 
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Adaptable Steel Building— 





| division of Great Lakes Steel Corp. 


and with the| 





In order to maintain a satisfac- 
tory gross on new-vehicle sales, 
dealers must bring up their parts 
and customer labor sales to com- 
fortable profit percentage. Above 
all, they must pay considerably 
more attention to the retailing of 
tradeins. 

This includes not only the lot 
setup, training of salesmen, proper 





the careful selection of the ve- 
|hicles from which the dealer can 
|}expect to make the largest profit. 

Experienced dealers who have 
been successful in their used-car 


|stock moving at a fast and con- 
| trolled rate. They know they must 
| recondition their own four-year 


top dollar in a competitive market. 
* * x 
EALERS know that factories in- 
tend to build as many new cars 
as the economy of the country will 
absorb. Business management men 
can point to many factors in our 
economy to prove that there is a 
ready market for every new car 
| that can be built this year. 
The saturation point, however, 
for the dealer’s ability to market 


| 
1 





re 


- 


This “Long Span"’ steel building, with an unobstructed floor space, can be adapted 
easily for used-vehicle reconditioning and new-vehicle preparation by dealers who 
lack space for this work. It has one steel overhead door in an end wall, a sliding 
door in a side wall and plastic sheets in the roof which act as skylights. Interior 
height under trusses can be 15 or 20 feet. It is manufactured by the Stran-Steel 


dealers, to remain healthy and) 


advertising and display, but also| 


| operation know they must average | 
/out profits or losses on trades by | 
| keeping their entire used-vehicle | 


cars so that they will command the | 


| 


|the used-car buyer. 
+ 





ears and trucks he is allotted 
this year could lie in his ability 
to move the trades he must take 
in to keep his sales in balance, 

While the sales ratio of new to 
used has not risen much above 
1 to 14—discounting the records 
of those dealers who have been 
actively buying to keep used-car 
stocks attractive—there is every 
reason to believe that this ratio 
will increase as we go deeper into 
this year’s selling. 

The dealer therefore must care- 
fully watch the turnover of his 
used-car stock, the cleaning out of 
“dogs” which lie on the lot for 30 
days or more and the balance of 


|makes in his stock which create 


an attractive shopping selection for 


* * 


_ important, the dealer must 
concentrate on making as at- 
tractive as possible, to the buyer, 
those vehicles of his own make, 
from 1949 to 1953 models. 

As compared with 1941, dealers 
must put much more effort and 
attention into used-car sales this 
year if they are going to keep 
used-vehicle inventories in _ bal- 
ance with new-vehicle sales. 
Before World War II it was 
fairly accurately established that 
but one of every four buyers could 
afford to buy a new car. This year, 
experts claim that approximately 


| 36.4 percent of the car-buying pub- 


lic can and is buying new vehicles. 


* * ok 
IGURES on sales in Wayne 

County, Mich., seem to indicate 

that this percentage is optimistic. 
Last year 128,901 new cars and 
139,858 used cars were sold by both 
new and used-car dealers in the 
county. Thus far this year the pro- 
portion has been 43,357 new to 
35,398 used. Of course, poor used- 
car selling weather to date might 
have influenced the number of used 
cars sold. 

If these percentages prevail na- 
tionally for the balance of the 
year, it is apparent that much 
greater emphasis must be placed 
on selling used cars and trucks if 
new-car and truck sales are not 
to be stagnated by used-vehicle 
inventories. 

This means that dealers must do 
such a good job of reconditioning 
late-model cars that they will not 
only attract buyers who normally 
would buy lower priced used ve- 


hicles but also will divert potential | 


buyers of lower priced new ve- 
hicles. 

Fortunately, engines need much 
less to put them in shape to sell 
than they did 10 years ago. Today’s 
cars, unless they have been driven 
hard or have high mileage, need 
but little overhaul to put them 
in good running shape. 

* * * 
[Jo XtSRI0R finish is standing up 
better than formerly and a good 





Service Profits Await Able Management 


By Bernie Thomas 
Associate Editor 


contention that, were it not for 
their service and parts depart- 
ments, many dealers would never 
have weathered the lean years of 
the 1930s. 
Today, dealers again face con- 
ditions when good management 
of their business is essential to 
their economic livelihood. It was 
never more important that a 
dealer get his service department 
on a sound and profitable basis. 
In the opinion of marketing ex- 
perts, there are relatively few 


|dealers who are not convinced 


because this department comes 


| about the importance of an efficient | nearer than any other to reflecting 
pew dealers will quarrel with the | service department. Yet, it is said, | a dealer’s character. 


too many dealers deny their shops 
the investment involved in acquir- 
ing modern equipment, and evi- 
dence little inclination to devote 


the time necessary to properly 
train personnel and operate the 
department. 


* * * 


THAT kind of attitude can only 


result in a dealer’s overall op- 
eration being without public con- 
fidence or goodwill. Both those 
intangible business assets spawn 
best in the service department, 


Profits in any business are 
nearly always as much a matter 
of individual management as eco- 
nomic conditions, That’s the 
theory the factories are pound- 
ing home in trying to get dealers 
to spend a little more time each 
day in the shop, where efficient 
operation can result in the pay- 


New Products 
See Page 42 








ment of all a dealer’s fixed 


expense. 


Achieving a high rate of service 
absorption requires management, 
the kind of management that aims 
at objectives with organization, 
planning and execution. 

* +. x 

Wap statistics on the average 

dealer’s service absorption rate 
leave no doubt that too many 
dealers today fail to recognize that 
management involves many things, 
such as organization of employes, 
machines, materials and money. 

All characteristics of a service 

(Continued on Page 30, Col. 1) 


thorough cleaning and wax job will 
usually give the car an attractive 
appearance. But the interiors do 
need a beauty treatment. People 
have not greatly changed their 
housekeeping habits and dirty in- 
teriors and rough trunk compart- 
ments are the rule rather than the 
exception. 

Two of the problems which 
confront many dealers on interior 
beauty treatment are the short- 
age of mechanics and the lack 
of space in which to do the con- 
ditioning work, 

With the modern refinishing ma- 
terials available, beauty recondi- 
tioning can be done by practically 
anyone. Even a porter can be 
readily trained to become an ex- 
pert in applying the beauty treat- 
ment. 

Upholstery in late-model cars 
lends itself to thorough cleaning 
and removal of grime and stains. 
For side and headlinings which 
are water stained and partly dirt- 
rotted, there is a “spray-on” so- 
lution which can be applied with 
a paint-spray gun. If there are 
faded streaks or water stains that 
have to be covered, this material 
comes in tinted shades so that the 
entire headlining and side panels 
can be covered in one coat of uni- 
form color. 

* * * 

(= is a putty that will fill 

cracked steering wheel rims, 
rubber dressing that makes scuffed 
and worn tires and floor mats look 
like new, refinish material for 
window moldings that can be 
brushed on and dries quickly. There 
is even a “cleanup” repair for 
bumpers and other parts that have 
lost their chrome finish. 


Most factory parts and acces- 
sory departments carry these 
materials and they can be ordered 
| by the factory parts number. 
| Most factories also have men in 
(Continued on Page 33, Col. 1) 


ASI Exhibitors 
Vote Against 
Atlantic City 


AUTOMOTIVE parts and acces- 
sory exhibitors in the last Auto- 
motive Service Industries show, 
contacted by Don H. Teetor, chair- 
|/man of the Joint Operating Com- 
|mittee, have turned thumbs down 
on showing again in Atlantic City 
by the overwhelming majority of 
210 to 86. 

The question was asked, “When 
would you like to see the ASI 
show returned to the east?” 
Fifty-one exhibitors voted for 
1956, another 35 for 1958 and 210 
for “never.” 

On the question of housing 
| facilities at Atlantic City, 259 said 
they were satisfactory, and 63 
thought otherwise. 

* cd 








= 


(CCOncERITING hotel charges, 158 
said rates were about the same 





as those in Chicago, 142 said they 
were greater and 17 thought they 
were lower. 

On volume of business trans- 
acted at the last ASI show, 18 
said they enjoyed excellent re- 
turns, 68 said business was good, 
107 reported that it was only fair 
and 109 said it was poor. 

As to whether an ASI show 
should be held every other year, 235 
exhibitors favored such a schedule 

while 60 were opposed. Some of 
the latter firms indicated that 
every third, fourth or fifth year 
would be often enough. 
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Service Needs Dealer’s Personal Attention .. . 





Profits Await Able Management 


(Continued from Page 29) 
department are so closely related 
that service promotion must be 
carried on by progressive organ- 
ization. 

An efficient service department 
today requires constant attention 
to these factors: 

1. Getting new customers in the 
department, and _ holding them 
along with old customers. 

+ * 
2 GIVING all customers quality 
* workmanship. 


3. Constant scrutiny of costs, and 
reduce 
them with more efficient operation. | 


a never-ending effort to 


In today’s automotive scene, 
service business is big business. 
If the dealer will devote a fair 
portion of his time to it, the serv- 
ice department, in addition to 
yielding him substantial profits 
on the sale of parts and labor, it 
will also become a _ surprising 
source of future new and used- 
vehicle sales. 





|fers to purchase his vehicle where 
| he 


can be confident that the 
hicle will be maintained 
serviced to his satisfaction. 
+ * * 

N ANY dealers have gone through 
+ the postwar years under the 
impression that the effective way to 
get service customers is to adver- 
tise. There is nothing wrong with 
that theory, as far as it goes. 

But advertising alone never 
kept a customer coming back, 
unless the advertising was backed 
up with performance as regards 
the benefits and quality of serv- 
ice claimed. 

The evidence is overwhelming | 
that many dealers don’t know ex-| 
actly who their customers are 


ve- 
and 


| today or who they were yesterday. | 


Moreover, too many dealers have | 
never taken the trouble to find out} 
why yesterday’s customer may)! 
never come back. 

In operating an efficient service 
department, a dealer must be as| 


| people 
| to 


ing their cosmetics. 
usually plays up her be z points. 
- & * 


oe example, suppose a dealer 
operates an automatic car wash. 
Most owners get their cars washed 
on an average of about once a 
week, and a car wash 


| to 


woman | 


can be a} 


great factor in increasing cus- 
tomer flow through the service | 
shop. 


Say the dealer earmarks $1,000 a 


| month for advertising car washes, 
advertising draws 10,000 | 


and the 
in. That would figure out 
10 cents a car, which might 
seem high considering that the 
wash sells for about $1. 

However, many dealers have 
found that the 10-cent cost per 
car developed so much momen- 
tum in other parts of the service 
shop that it proved advisable to 
cut advertising outlays for such 
things as paint jobs, motor tune- 
ups, etc. 


But, of course, the type of ad- 


clever ¢ as most women are in apply-' ' vertising that | no dealer can afford 





Any car or truck prospect pre-' 





FACTORY PACKED 
“GET-ACQUAINTED” PACKAGE OF 


DUPONT CAR WASH 


Given without charge 


WHEN CUSTOMER BUYS 
A PINT CAN OF 


DU PONT N° “7” POLISH 


REG. U.S. PAT. OFF 


BETTER THINGS FOR BETTER LIVING 
--- THROUGH CHEMISTRY 





to help you sell more 


DU PONT CAR WASH and N° “7” POLISH 





1953 


reduce 
vertising. The dealer who can get 


people saying good things about | 


him, 


them about himself, will live to see | 
the day when the only advertising | call up all customers a few day; 
expense figure he will have to look | after the work has been completec 


at will be on his factory’s invoice. 


* * * 

\ Word-of-mouth advertising 
keeps business, and brings in more. 

The most successful dealers 
know that first impressions are 
important in holding service cus- 
tomers. They use various kinds 
of methods to make sure that the 


first impression will be a good 
one, 
For example, one dealer may 


keep a greeter on the floor who has 


EDIA advertising gets business. | 





is word-of-mouth ad-/| goodwill that took a long time to 


build. 
And, some dealers, just in case 


instead of him having to say|they may have missed a dissatis- 


fied customer, make it a point to 


You can’t tell, Something may 
have gone wrong with the job in 
the meantime, and the customer 
may adopt the attitude that there 
is no use returning for satisfac- 
tion. 


Many dealers have reaped profit- 


| able dividends from a program that 


involves the assignment of a serv- 
ice advisor to every new-car pur- 


| chaser. The customer is personally 


a winning smile. Another may hire | 


a memory expert to 


| dealership’s personnel on the art! 


of remembering names. 


Other dealers make it a cardinal | 


rule never to let an unhappy cus- 
tomer leave the place. That is, if 
there is the least suspicion that dis- 
satisfaction with service has _ in- 
spired the look of grief. 
* of + 
DISSATISFIED customer can 
in a very short time destroy | 


u Pont Spring Special 





Two popular Du Pont products—Car Wash and No. “‘7”’ Pol- 
ish—are being promoted to bring customers your way. Full- 
page ads in LIFE and THE SATURDAY EVENING POST 
are telling car owners in your neighborhood to buy this 
attractive combination. 

Get your stock now of No. “7” Polish, with the ‘“‘get-ac- 
quainted” package of Car Wash attached to every can. No in- 
crease in price. Display the bright window 
poster packed right in every case—to tie 
in with the big consumer ads. 

Be ready, too, for increased sales on the 
14-lb. size of Du Pont Car Wash. This 
sampling promotion will boom demand 
for this detergent that floats grime away. 
Be sure you have it on your shelves. 

Help yourself to a share in this double- 
barreled promotion to sell more . 





DU PONT N° “7” POLISH 
DU PONT CAR WASH 


lecture the | 


| 


| 


| line, 


| maintenance. 





introduced to the advisor at the 
time of delivery and told that the 
advisor is charged with seeing that 
the car gives satisfactory perform- 
ance. 

Nearly all service-minded dealers 
find it hard to understand why 
dealers of opposite opinion look 
at their service departments as a 
“necessary evil” imposed upon 
them by their factories. 

The service-minded dealers 
take the attitude that as far as 
service merchandising is con- 
cerned, they are still enjoying the 
fruits of a seller’s market. 

Today’s car and truck population, 
they point out, has increased over 


|that of prewar almost beyond the 


realm of imagination. Still, the 
number of dealers doing business 
today is substantially the same as 


in 1941. 


‘Mack introduces 


New Series of 


Trucks, Tractors 


NEW YORK. Mack Trucks, 
Inc., last week introduced a new 
line—the B Series, which includes 
both trucks and tractors in four 
and six-wheel types, covering a 
range from 17,000 pounds gross 
vehicle weight through _ 70,000 
pounds GVW, powered by gasoline 
and diesel engines. 

Through reduction in _ chassis 
weight, the company claims the 
new line offers the highest possible 
payload capacity, both of volume 
and weight, within legal limitations. 

“Frames are strong and stiff but, 
because they are fabricated from 


| lighter steel alloys than previously, 


they weigh less,” the company said. 
“Axle banjos, transmission cases 
and wheels all embody similar 
weight-reducing constructions, 


|; which in turn is passed along to 


the operator in additional payload 
weight capacities.” 


Another advantage of the new 
according to Mack, is the 
accessibility for service and routine 
The new design is 
said to offer more working space 
around the engine despite its com- 
pactness. With the hood raised, the 
entire engine top is exposed, ac- 
cording to the company, even mak- 
ing it possible to rebore the No. 6 
cylinder by merely removing the 
hood. 

Gasoline engines developing up 
to 170 horsepower are available, as 
well as two diesel engines of 138 
and 170 horsepower. 

Mack states that the new B 
Series, together with the L-Model 


| Macks of larger capacities, the H- 


Model cab-over-engine tractors and 
the W-Model cab-over-engine 
trucks and tractors, meet hauling 


|} requirements from 17,000 pounds 


GVW to the largest capacities. 


|Goodyear Lays 


Expansion Plans 


AKRON.—Goodyear Tire & Rub- 
ber Co. this year will invest ap- 
proximately $5,500,000 in plant ex- 
pansions here and in Niagara Falls, 


N. Y., to increase the output of 
chemicals, according to Russell 
|DeYoung, production vice - presi- 
dent. 


An addition to the Chemigum 
plant, in Akron, he said, will in- 
crease production of Pliolite £ 5, 
synthetic rubber resin base ‘or 
masonry and _ concrete surf#ce 
paints; paint latex, and Chemig im 
rubbers. 

A new Niagara Falls plant vil 
produce the accelerators Cap! 
and Altax; the Goodyear antic <i 
dant; Wingstay S, and vinyl plas‘i: 
resins, 
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by Jack Weed 


(Continued from Page 29) 


a clear road; there was no going , 


up hills on the wrong side of the 
road, and no cutting in and out. 
In other words, the drivers in 
these cars drove fast but safely. 

I only wish that the commis- 
sioner of highways of every state 
in the union could have ridden 
along with us. Many of them, I am 
certain, would have gotten a new 
and much more sane concept of 
what safe driving regulations in 
their states and communities could 
be. 

At least there wouldn’t have been 
so much yelping about horsepower 
and speed alone, and much more 
consideration given to enforcing 
the sane and safe _ regulations 


that the route went north, 
Without knowing he was on the 
|wrong road, he went for about 
eight miles and not seeing any 
| Mobilgas identification signs, made 
jinquiry and found he was headed 
in the wrong direction. Before he 
|could get back on the route and 
|}get up to his next refueling spot 
|he ran out of gasoline and had to 
refuel at a tank wagon which came 
along. This, of course, disqualified 
him. 
* * > 


| Loose Driving 


NE of the AAA officials, how- | 


ever said that they made an 


which every state now has on its} 


books. 


With the drivers on this run, | 


there was no need for such en- 
forcement. Without exception the 


drivers were experienced and knew | 


the hazards of passing at intersec- 
tions and riding into curves at too 
fast a speed and, in addition were 
honor-bound to observe all of the 


rules of the road. 
oa * * 


Police Relay System 


.— other big “extra dividend” | 


came out of the whale of a job 
done by Inspector Torres of the 
California State Police. 
Before the run started, he got in 
touch with the state police of the 


other three states and asked them | 


to spot two-way radio - equipped | 


cars with officers every so far 
apart, so that they could keep the 
run under observation within the 
length of their broadcast beam. 
The cooperation he received was 
marvelous. For instance, in the 


northwest corner of Nevada, the'| 


Nevada police ran out of their 
broadcast range, so the Oregon 
state police came 60 miles down 
into Nevada to pick up the run, 
As a result of this relay, the 


state police and the AAA officials | 


in the cars that preceded the run 
by over an hour in many places 
were in constant contact with 
every car in the run from the 
time they left Los Angeles until 
Sun Valley was reached by the 
last car. Spotters were calling 
the shots on when every car 
passed their observation point, so 
that the officials knew all of the 
time if any cars were lagging or 


were ahead of their proper start- | 


ing place in the line. 

This two-way radio demonstra- 
tion seems to amply prove that in 
case of any disaster, even war and 
bombing, that would knock out our 
electric power and thus cripple our 
telephone and radio communica- 
tions, we still could span an area 
or even the entire country with our 
state police and their cars. 

It got to be quite a game, as we 
drove along, to spot these state 
police cars. In the mountainous 
country, I will never know how 
some of those officers got their 
cars clear up on the top of a peak 
where they could see us for miles 


and, of course, send on their re-| 


ports to the relay stations. 
* a - 


Driver Gets Lost 
veer year somebody, it seems, 


has to get his car disqualified | 


and at least one car has to have 
tire trouble—and this year’s run 


was no exception. The driver of | 
the Chevrolet told me he missed | 
the turn south of Winnemucca, | 
where U. S. 40 turned to the east | 


and the official route followed 90 





straight north. Just before reach-| 


ing the Y in the road, he came up| 


behind one of the big P.LE. truck- 
trailer combinations, and _ those 
trucks move right along out in that 
country. It took him better than a 
quarter of a mile to pass this rig 
and, in the meantime, the truck- 
trailer hid all signs on the right 
side of the road. 

By the time that he had gotten 
even with the _ truck’s front 
bumper, the truck had started to 
turn right on number 40. Inas- 
much as the Chevrolet driver was 
in a spot then, where he had to 
watch the road ahead of the 
truck to make certain that there 
wasn’t any on-coming traffic, he 
failed to see the third sign on 95 
about 200 feet past the turn 
which would have shown him 











Ba ea, 


unofficial check of his gas con- | claimed he was not at all worried 


sumption up to that time and found 
that he was doing a better than 
average job. He was getting a little 
over 21 and three-quarters of a 
mile per gallon, and the part of the 
run he had already covered was 
about the toughest on gas con- 
sumption. 


My host for the run was Dave 
C. Brees, of General Petroleum, 
and the AAA observer with us was 
Ellis Templin, west coast sales 
engineer for the Timken-Detroit 
Axle Co. My host, being a sales 
executive with General “Pete,” 
always had some of his men to 
see and entertain each evening 
and so wasn’t at all loath to have 
me take the wheel, especially on 
those early morning tricks. Ellis, 
I believe, would ride wherever I 
headed the car for and at any 
speed I might select; Dave 


Fastest break-i 


about my driving, but didn’t have 
my faith in the brand new tires | 
on the brand new car we were | 
driving. 

While most of the contestants | 
were really trying to set good | 
economy marks this year, despite 
the increased speed which more} 
realistically approaches the aver-| 
age driver’s touring speeds, one 
driver who had a good chance at 
the sweepstakes moved up from 22 
position to 14th on the last leg of | 
the run, during which five drivers 








|came in with but a minute or less 


to spare. 

The Ford 6 sweepstakes winner 
had but two seconds when he 
crossed the finish line, and I believe 
the Dodge had but three seconds. 
Another driver that also had aj; 
good chance at the sweepstakes 


driver who knew he was out of the 
running from Boise to Sun Valley, 
which didn’t do his economy any 
good. 


Tide Water to Market 
Own Tire and Tube 

NEW YORK.—Tide Water Asso- 
ciated Oil Co. has announced that 
it will market its own brand of 
premium tire and puncture-sealing 
tube. 

Its Federal Safti-Ride premium 
tire is of low-pressure type with 
whitewalls and a black buffing rib 
to protect against curb scuffing. 


|The Federal Safti-Seal tube seals 


punctures with plastic materials 
which line the inner crown area. 
Initial stocks are now being 
shipped. 


More than 100,000 persons read AUTO- 


'erown put on a road race with a! MOTIVE NEWS every week! 


Yor any Engine : 


Makes any oil move faster... 
makes any engine last longer... 
keeps any engine clean and free-running... 





Here's the easy way to smooth, trouble- 
free break-in—add Casite to the crank- 
case of every new car you deliver. Casite 
gives extra protection to any new or re- 
built engine, extra insurance for good 
lubrication. 





A new or reconditioned engine is stiff 
and tight. Many moving parts do not get 
enough oil. There is danger that exces- 
sive friction may cause these parts to 
scuff or score, or even seize. Casite 
makes oil penetrate to all these parts. 


- 





— oe 


Casite makes any oil a faster oil, makes 
any engine last longer. Even in warm 
weather, oil is cold and slow for the first 
few miles. Casite makes cold oil move 
fast—speeds the flow of No. 20 oil 29% 
at 70°F., more when colder. And though 
oil is more fluid in cold motors, it has nor- 
mal body in warm motors, so the engine 
gets proper lubrication at any temper- 
ature. 






Casite also gets rid of gum and goo... 
frees sticky valves and rings . . . lets the 
power zoom through. Continued use of 


Casite keeps the engine clean, free-run- 
ning, powerful. 


Recommend Casite for break-in of new 
engines, tune-up of older engines . . . for 
guaranteed Better and Smoother Motor 
Performance or Double-Your-Money- 
Back! 


America’s Newest Finest Upper Cylinder Lubricant! 


Here’s a brand new, easy to use plus-profits item—ideal for both new and old 
cars and for all top oilers. Just add Caslube to the gasoline. Retails profitably 
at only 25¢. Casite Division, Hastings Manufacturing Co., Hastings, Michigan 


(Casite, Caslube, Drout, Hastings Piston Rings, Spark Plugs, Oil Filters ) 

















NEW YORK.—Approval of the 
establishment of a service station 
advisory committee and appoint- 
ment of Charles Z. Hardwick, vice- 
president of Ohio Oil Co., Findlay, 
O., as chairman, has been an- 
nounced by R. M. Bartlett, Ameri- 
can Petroleum Institute vice-pres- 
ident for the division of marketing. 

Bartlett, vice-president of Gulf 
Oil Corp., Pittsburgh, reported 





Clark County Dealers 


Draw 15,000 to Show 


SPRINGFIELD, O.—The 
Clark County Auto Dealers 
Assn., in cooperation with the 
Springfield Optimist Club, pre- 
sented a home and auto show 
at the Clark County Fair- 
grounds. 

More than 15,000 persons at- 
tended. Fifteen auto dealers 
participated, displaying 45 cars 
and giving away $3,500 in prizes. 





How 


you like 
4 customer 


Service Station Group 


Hardwick to Head Advisory Committee Formed 
By APPs Marketing Division 


that the general committee of 
the marketing division had given 
virtually unanimous approval to 
the new committee in a letter 
ballot. The committee consists of 
29 members and two legal 
counsellors, In addition to Hard- 
wick, members are: 
| Dwight F. Benton, Standard Oil 
Co. (Indiana), Chicago; Lionel 
|Berdou, New Orleans; W. Turner 
Clack, Clack Oil Co., Spokane; 
Dwight T. Colley, Atlantic Refining 
Co., Philadelphia; S. H. Elliott, 
| Standard Oil Co. (Ohio), Cleve- 
land; Harry K. Franklin, Midwest 
| Conference of Petroleum Retailers, 






|Philadelphia; Nelson Maynard, 


| McClanahan, 


|um Retailers, Inc., Berkeley, Calif.; 


| 
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is 





National Congress of Petroleum 
Retailers, Inc., Decatur, Ga.; E. J. 
Standard Oil Co. of 
California, San Francisco; H. G. 
Meador, Gulf Oil Corp., Pittsburgh; 
Fred H. Moore, Retail Gasoline 
Dealer Assn. of Massachusetts, 
Boston; T. B. Murphy, Western Oil 
& Fuel Co., Minneapolis; A. M. 
Ogle, National Congress of Petrole- 


Hoyt Ogram, Kanotex Refining Co., 
Chicago; Charles’ Pierceall jr., 
Colorado Springs, Colo.; Sam| 
Rosenwasser, Gasoline Merchants 





of Brooklyn, Inc., Brooklyn, N. Y.;| §#, Louis Hudson Dealers Meet— 


Detroit; Miles 
Petroleum 


William Savage, 
Schermerhorn, Illinois 
Ulrope, Esso Standard Oil Co., New | 


York; L. T. White, Cities Service | 


|St. Paul; Walter Hochuli, Texas Oil Co, New York; Russel S, Wil-| 


|Co., New York; John Huemmerich, | !iams jr., Gaseteria, Inc., Indian-| 
Dealer Assn. of Allegheny County, | 2POlis. 
Pittsburgh; Robert M. Jenney, The two legal counsellors are | 
Boston; W. Tom Jones, Mont-| William K, Tell, Ohio Oil Co., | 


gomery, Ala.; J. G. Jordan, Shell 
Oil Co., New York; W. G. King jr., 
Richfield Oil Corp., Los Angeles; 
Jess Knowles, Skelly Oil Co., Kans- 
as City. 

Frank R. Markley, Sun Oil Co., 






would 


like this’? 





and R. J. Connor, of Gulf Oil 


Corp. Appointment of the com- | 
mittee was made pursuant to 
unanimous recommendations by | 
a study group, headed by E, J. 
McClanahan, appointed at the | 








**My average road speed is 65-70. Even at 28,000 miles, 
each time | change oil, it shows full. And WOLF’S HEAD 


seems to keep the car running smoother, with more pep.” 






| GUIDE 
10 THE WEATHER 


Oil City, Pa. 


100% Pure Pennsylvania 
Scientifically Fortified 


Free! “cue 
TO THE WEa~- 
THER’’ Folder 
tells how to fore- 
cast weather by 
cloud formations. 
Write for a copy. 


WOLF’S HEAD OIL REFINING CO., INC. 
New York 10, N.Y. 


Parts and service merchandising, options and accessories and the five-star dealer 
: 7 . | award were the main topics of discussion at a meeting of Hudson dealers in the 
Marketers Assn., LaSalle, Ill.; L. E. | St. Louis area. Speakers were Lew Sumpter, divisional manager; C. C. Monken, parts 


API annual meeting in Chicago 
last November. 

API officials said the group is a 
service station dealer counterpart of 
the jobber advisory committee ap- 
pointed last fall and represents a 
cross-section of oil marketers, both 
functionally and geographically. It 
was set up to discuss, advise and 
counsel dealers and suppliers. 





This fellow burns up the road, but never burns up WoLF’s HEap. 
And he’s one of millions who have developed a strong brand loyalty 
for Wo.LF’s HEap. 


This kind of loyalty builds big, steady repeat business. If he were 
your customer, you’d never have to sell him a second time. 
Wo r’s HEap— 100% Pure Pennsylvania Motor Oil— keeps cus- 


WOLF'S HEAD 


MOTOR OIL AND LUBES 


Member, Penna. Grade 
Crude Oil Association 


tomers sold because it provides richer, tougher, longer-lasting lubri- 
cation, and complete protection against power-robbing sludge and 
corrosive acids. 


Wotr’s HEap provides all three: 100% Pure Pennsylvania, Specially 
Refined, Scientifically Fortified. When heavy duty oil is required, 
Wo tr’s HEAD Heavy Duty is superior. Sell WoLFr’s HEAD and no one 
will outsell you on quality! 





and service zone manager, and Karl F. Seiler, zone manager. 


MEMA’s Roster 
Totals 521 with 
Addition of 32 


NEW YORK. — Thirty-two 
members and_ six service  sub- 
scribers have been added recently 
to the Motor & Equipment Manu- 
facturers Assn, roster according to 
A. H. Ejichholz, general manager. 
Thirty -five automotive affiliate 
representatives also have been 
added to the rolls. 


MEMA now has 521 members, 
438 credit service subscribers and 
329 AAR associate members, a 
grand total of 1,288. 


Following are the manufacturers 
admitted to MEMA since July 2: 

Parks M. Adams Co., Towson, 
Md.; Advertising Metal Display 
Co., Chicago; Aeroil Products Co., 
Ine., South Hackensack, N. J.; 
Automotive Equipment Mfg. Co., 
Lynwood, Calif.; Black Mfg. Co., 
Harrison, N. J.; Coats Loaders & 
|Stackers, Inc., Fort Dodge, Ia.; 
|Connecticut Telephone & Electric 
Corp., Meriden, Conn.; Continental 
Motors Corp., Muskegon, Mich.; 
Del-Krome Corp., Walton, N. Y. 


Detroit Chemical Specialties, Inc., 
Detroit; Gaylord-Shelton, Inc., Chi- 
cago; General Fuse Co., Matawan, 
N. J.; Grand Automotive Products 
Div. Grand Sheet Metal Products 
Co., Melrose Park, Ill.; Graymills 
Corp., Chicago; Gross Mfg. Co., 
Monrovia, Calif.; Gunk Chicago 
Co., Chicago; Gyro Skid-Control 
Co., Inc., Beverly Hills, Calif. 


Hampden Automotive Mfg. Co., 
Boston; R. O. Kent Co., Brooklyn, 





N. Y.; Kent Extinguisher Co., 
Grand Rapids, Mich.; Leonard 
Spark Plug Co., Inc., Newark, 


N. J.; Livingston Co., Woodbridge, 
Conn.; Magnaflux Corp., Chicago; 
Malsbary Manufacturing Co., Oak- 
land, Calif.; Market Forge Co., 
Everett, Mass.; Melling Tool Co., 
Jackson, Mich. 


MoPar Motor Parts Corp., De- 


troit; Morrow Mfg. Co., Los 
Angeles; Murray Auto Specialty 
Co., Inc., Los Angeles; Nox-Rust 


Chemical Corp., Chicago; Plastone 
Co., Inc., Chicago; Pullman Sales 
Corp., Boston; Southern California 
Muffler Co., Culver City, Calif.; 
Spee-Flo Co., Houston; Sure-Vu 
|Mirror, Inc., Philadelphia; Triple- 
| wear, Inc., Union City, N. J.; W. G. 
B. Oil Clarifier, Inc., Kingston, 
N. Y., and Wico Electric Co., West 
Springfield, Mass. 


Oil TBA Group 
Sets Dec. Parley 


CHICAGO.—E. D. Digweed, chair- 
man of the oil industry’s TBA 
Group (tires, batteries and acces- 
sories), announced last week that 
the organization will hold its an- 
nual convention Dec. 7-8 in St. 
Louis at the Chase, Park Plaza, and 
Forest Park hotels. 

L. F. Raymond, of the Texas Co., 
chairman of the program commit- 
tee, said that a program of spea<- 
ers is being arranged. 

Others on his committee are 4. 
W. Frizzell, Gulf Oil Corp.; Tom 
Cunningham, Aetna Oil Co.; J. &. 





Dornoff, Pate Oil Co.; H. F. Mey- 
ers, Richfield Oil Corp. of N. ; 
H. I. Holbrook, Union Oil Co. of 


California, and Ralph K. Shar z, 
Supertest Petroleum Corp., Ltd. 


Y 


The back pages of every issue of AU 
MOTIVE NEWS contain the WANT 
Section. Others are profiting from AU 
MOTIVE NEWS WANT ADS! Are you 


eo! 





j 
| 
| 
} 
| 
| 





AUTOMOTIVE NEWS, MAY 18, 


Slicked-Up Tradeins Sparkle .. . 


Use of Shop Averts 
Sag in U. C. Sales 


(Continued from Page 29) 





erably less than it would be for re- 
placing with new units. 

Most factories fully realize the 
importance of reconditioning late- 
model used vehicles and either 
have been out or are about to go 


the field who can demonstrate 
how to apply them properly. 

In truck reconditioning for ap- 
pearance, there is a “brush-on” cab 
interior finish which dries quickly 
and needs no masking, and a seat 
and back-cushion repair kit which| out in the field with extensive re- 
enables a dealer to completely re-| conditioning schools. 
store the seats and backs in trucks * * & 
that come in with broken down and OTABLE among these schools 
worn out seats. The cost is consid-| iN ji, the one that has just been 


completed by Chevrolet where a 
Radiators Made thoroughly trained man for each 
Of Aluminum 


of 37 districts has just finished an 
Gain in Tests 


intensive training course. 
Just getting started on such 
NEW YORK.—Possibility of the 
use of aluminum radiators on 


training, it is understood, are 
Oldsmobile and Studebaker. Lin- 
coln-Mercury has a continuing 

future cars was nearer realization 

last week with the report that a 

number of automotive manufactur- 


program of aid to dealers on 
used-car merchandising and Hud- 
ers now have the lightweight cool- 
ing systems in experimental use 


son is planning on going back 
under service conditions. 


with its school, which made the 

A survey made by the Aluminum 
Assn. revealed that one manu- 
facturer has 35 radiators in use in 
different parts of the country— 
“most of them deliberately placed 
in territories where conditions 
might be most severe.” All the 
units have been operating satis- 
factorily for over a year, with 
individual mileages ranging up to 
30,000 or more, the association said. | 

Much of the research, according 
to the association’s findings, on this 
use of the lightweight metal has 
been aimed toward developing the 
best method of fabrication. | 

“Experience gained with brazed | 
heat exchangers used extensively | 
in aircraft has pointed toward a} 
brazed assembly for automobile | 
radiators,” the report stated, “and | 
problems involved in the manu-| 
facture of this type radiator are} 
nearing solution.” | 

Other possible methods of fabri- 
cation, according to the association, 
also are being thoroughly investi-| 
gated. These include _ soldering 
aluminum fins to aluminum tubes} 
or to brass tubes. Developments | 
now are under way to make these 
methods more feasible, the report 
stated. 

“On the basis of results achieved 
so far, the use of aluminum in this 
automotive component is expected 
to become economically feasible in 
the foreseeable future,” the associ- 
ation reported. 


Oil, Gas Story 


Prices, Brands Discussed | 
In API Book 


NEW YORK.—What causes price | 
wars? And who, if anyone, bene-| 
fits from them? What are un- 
branded gasolines? What about the 
postwar octane race? How do} 
service stations, dealers and job-| 
bers arrive at prices for oil prod-| 
ucts? Just how much benefit is oil | 
industry competition giving the) 
American people? 

These, and many other perplex- | 
ing questions about the procedures | 
and cross-currents which affect oil | 
prices, are discussed and explained | 
in a new book published by the}! 
American Petroleum Institute. 

Entitled “Oil Prices and Com-| 
petition,” it was written by Harold | 
Fleming an independent author. | 
Fleming undertook the assignment | 
at the request of the Institute! 
and was urged to “find out, at| ARO ADAPTO 
caus at Gr tae. or ae aoe 

y, how pe- 
troleum prices are determined— | 
not in theory—but as they are in} 
actual practice.” Four drafts, 18) 
months, and thousands upon thous- | 
ands of words later, Fleming put | 
the finishing touches to the book. | 

It is being distributed gratis to 
college, university, public and busi- | 
ness libraries, editorial writers, to| 
all 20,000 members of the Oil In-| 
justry Information Committee, and | 
others. Copies may be obtained | 
through the Institute at initial | 
prices of 50 cents each for soft- 
cover editions, and $1.00 each for 
hard-cover editions. Liberal dis- 
counts are available on bulk orders. 













Model 60962 
ARO DU-ALL 
CONTROL 
HANDLE 








| circuit last fall, Packard is out | 
| in the field now with a school, it 

is understood, and Dodge has a 
contest deal which includes used- 
ear selling. 

The “bugaboo” of space can be 
solved in several ways. Some deal- 
ers have relegated new-car prep- 
aration and used-car conditioning 
to a second or third shift in their 
customer labor service facilities. 
This enables them to. continue | 
regular service and permits them 
to get double or triple use out of 
hoists and other service equipment. 

Another answer, when extra 
| space or facilities are not available 
in the immediate neighborhood, is 
to acquire a 
building and set it up on a corner 
|of the used-car lot or some other 
vacant property where water and 
electricity are available. 

oS * * | 

— the Butler Mfg. Co., of| 
Kansas City, and the Stran- 
Steel division of Great Lakes Steel | 
Corp., of Detroit, have buildings | 


| 


1953 _ 


semi-portable steel | ” 






a 


| space which will accommodate a 
{| number of cars and allow ample 
opportunity to divide the work 
space between new-car prepara- 
tion and used-car conditioning. 
Among other things that the ex- 
perienced dealer recommends to 
those who are just getting their 
feet wet in used-car merchandising 
is to know the cost of a car on the 
lot for each day. This cost must 
include rent, the cost of attendants, 
insurance, advertising, display, 
electricity, car upkeep, interest on 
money invested and all other costs 
that enter into the used-car opera- 
|tion. The total divided by the car 
days of occupancy will give the 
| dealer the cost of carrying one car 

is a~ S| for one day. 
Gast = While this cost varies among 


| 
aq a3 & | dealers, it is estimated that it will 


long sections. Stran-Steel has just 
marketed a new easily erected 
structure called the “Long Span 
50” and “60.” Each is available in | 
a basic length of 48 feet. Any 
number of additional 16-foot sec- | 
tions can be added. There are no 
posts or other obstructions. These 
give the dealer a clear working 





nay} 


3 


& }run from a minimum of $3 per day 
~*|to as high as $5 or more. Keeping 


nus |this cost in mind, the dealer will 
-x X% more fully recognize the need in 


today’s market for a fast, con- 


Kit for Truck Seats— trolled turnover of used - vehicle 
stocks. 


Webster Mfg. Co., P. O. Box 3269, Jef- 
ferson Station, Detroit, offers a kit for 





that can be built up to practically | 
any size. 
| Butler has one building which 
| comes in a variety of widths 


| from 16 to 50 feet and in 10-foot- 









| seats and backs. The kit contains replace- 
| ment springs, hog rings, pre-sewn covers,| elected S, J. Brenza, of Ohio Mo- 
| hog-ring pliers, padding and other parts 


Brenza Heads Council 
Lincoln-Mercury dealers 


rebuilding worn and broken-down truck 
have 


tors, Cleveland, chairman of the 
district council. 


for models as far back as 1940. 


Gan’ 
4 = 
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CONTROL HANDLES 
for CHASSIS LUBRICATION! 
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LUBE EQUIPME 


Also...AIR TOOLS...HYDRAULIC EQUI 
AIRCRAFT PRODUCTS...GREASE FITT 








DU-ALL CONTROL HANDLE... has pressure-boosting 
feature for hard-to-crack fittings . . . also gives added 
power to low-ratio chassis pumps. One pull of trigger 
passes grease at line pressure for normal lubrication. For 
tough fittings, squeeze trigger several times to build up 
pressure—max. 12,000 lbs. For all makes of air-oper- 
ated chassis pumps. 

ADAPTO CONTROL HANDLE... a specially designed 
low-cost replacement unit for all makes of air-operated 
high-pressure pumps. Light weight—yet strong enough 
to pass grease at highest line pressure. Hand-grip trigger 
. . » easy operation. Both models service all standard 
makes of hydraulic fittings. 

SELF-SERVICE ADVANTAGES. . . with fewer working 
parts and unique simple design valves can be easily 
cleaned or reconditioned by user. 


a 


The Aro Equipment Corporation, Bryan, Ohio 








Without send bulletin giving complete details on the new 
Aro Du-All and Adgpto Control Handles. 
Name 
Company. 
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VERY lad in 
business who ever covered a 
“beat” with me in the old days 
knows that my hat has always been 
in the ring for an honest reporter. 
It has never annoyed me much 


when an erstwhile tap dancer or| 


vaudeville prodigy becomes a 
columnist, parading a by-line, and 
is paid money by newspaper pub- 
lishers for magically solving all the 
problems of the universe by assum- 
ing a “statesmanlike” pose. 
It is evident that the managing 

editor has surrendered to the de- 





Vacation driving is SAFER and 
MUCH MORE PLEASANT peng. 


with SOLEX Heat-Absorbing 


Better Vision For the Driver— The soft, green tint of Solex, 





almost unnoticeable from the inside of the car, cuts sun- 
glare substantially while admitting about 75% of the sun’s 
visible light. There’s less nervous tension and driving 


fatigue, less chance for accidents. 





the newspaper | 
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| 
mands of the circulation man- | ecutive office in Washington .. . to 
ager. My faith is in the honest | be obeyed . . . or else. 

| * * + 


reporter who is never influenced 


by prejudice or personal advant- | Governors Respond 


age, but sticks to the facts for | THE response of all the gover- 
the benefit of his real boss ... | nors—both Democrats and Re- 
the newspaper reader. That’s | publicans—-was most enlightening. 
why he lasts much longer. They all were canceling previous 


, “ : engagements to make sure they 
That's why, from — pRigupe ws oma be there. Ike knows that 
tower” each week, I aim to pick! avery state official has the desire 
the most significant facts from the| ang the right to participate in 
| best newspapers which will prove| national affairs. 
|of future importance to intelligent | “My God,” says the 
readers. barrel philosopher in Podunk, “is 
Following is some striking evi-|the guy trying to defy all 
dence of the wisdom of President| teachings of the old political pooh- 
Eisenhower who, being congenitally| bahs to whom we have given our 
honest, has never been known to| undying loyalty for so many years. 
think in terms of political ad-| First thing he knows, he'll have a 
vantage ...a man like that never|real democracy running this 
fails to gain what political finaglers| country.” 
most fondly prize but, in the end, The two day program included 
most miserably miss. developments in international re- 
Ike never tried to create the im-| lations, the American defense 
pression that he was “The One Big} effort, problems of national se- 
Dog With The Brass Collar.” So, | 
he invited the governors of the 48} government’s financial 
states to attend a conference in| The governors were addressed by 
Washington on world problems. It | officials of the executive branch 
seems to be his philosophy that we| of the Government, and could ask 
| are all a part of at least one United| questions without fear of being 
Nation, and decisions should not! overheard or misinterpreted. 
emanate peremptorily from the ex-| (James C. Hagerty, the press 





cracker- | 


the | 


curity, and an analysis of the | 
policies. | 
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|Heads Detroit Oldsmobile Dealers— 


| Art Quantrell, of Art Quantrell Motor Co., Wyandotte, Mich., has been elected 
| president of the Detroit Oldsmobile Dealers Assn. Seated at the speaker's table (from 
| left) are John Drummy; H. F. Banks, regional manager; Edmond Shikany; C. H 

| Fryxel; Quantrell, and E. D. Ruth, Detroit zone manager. 











secretary an efficient, respected | problems. It has been a long time 
and careful man saw to that). since a President has taken this 


isti f th onse | attitude.” 

lf ae ae den ‘ane ‘ae ot | Now, here’s another development, 
— a |of vast importance to every manu- 
Gov. Herman Talmadge, Democrat | tacturer and businessman in 


| of Georgia. “I am gratified to know | 4 merica You now have a year in 
that the President is calling the which to study its Sutioetions, 


states into conference on these | since such an important weapon 











SUMMER—When most people do a lot of driving—often means 
unpleasant and hazardous driving conditions for motorists. 
Bright, hot sunlight creates eyestrain, makes car interiors un- 
comfortably warm. In a car with Solex Glass, though, sun- 
driving is more fun. 


glare and heat are reduced . . . 


this demand by 


More Comfort For Passengers—By absorbing at least half of 


the total solar heat, Solex 


evervone in the car enjoys 


The Demand For Solex — is being steadily increased by 
Pittsburgh's advertising in national magazines. Your cus- 


tomers will be asking for 


PAINTS 


rewrote 





IN CANADA: 


keeps the car interior cooler . . . 


a more restful trip. 


the best Glass 
under the sun: 


Solex Safety Glass as optional 


* GLASS + CHEMICALS + BRUSHES «+ PLASTICS 


UR GH se 2 ew. 


PLATE 


CANADIAN PITTSBURGH 


INDUSTRIES 


equipment on new cars. They’ 
replacements. They'll particularly be asking for Solex now, 
during the summer vacation season. Take advantage of 
offering — and demonstrating — Solex 


Duplate, Solex Duolite, and Solex Herculite. 


tm 


FIBER GLASS 


COMPAN Y 


|will not be fired when it is half- 


cocked. 
od * * 


The Tariff Argument 


|"HE argument over the tariff 
laws has persisted in the U. S. 
{under 26 separate tariff laws, and 
the administrations of 33 Presi- 
dents. In the last 19 years it has 
|centered around the Reciprocal 
| Trade Agreements Act, which 
|authorizes the President to make 
limited reductions in tariffs in re- 
|turn for tariff concessions abroad. 
| Under the act, Presidents Roosevelt 
|and Truman made reciprocal trade 
| agreements with 50 nations. 

The agreements have been at- 
tacked both by the advocates of 
high and low tariffs. The former, 
including the protectionist wing of 
the Republican party, argue that 
lower tariffs do not furnish suf- 
ficient protection against foreign 
competition. The others say that 
foreign nations can only meet their 
dollar problems by selling more ex- 
ports in the American market. It 
| involves the question of “Trade, not 
| aid.” 

President Eisenhower decided 
| last week to ask Congress to ex- 
tend the act—which expires on 

June 12—for one year, pending 

a “thorough and comprehensive 
| reexamination of the foreign eco- 
nomic policy of the U. 8S.” 

The final decision . . . one year 
from now ... will determine 
whether the greatest farm and 
factory in the world is ready to 
| challenge the markets of the world 
with its products—instead of being 
|confined to the efforts of the ad- 
| vertising men and the salesmen, 
| working mostly in 48 states, with 
;}an occasional excursion into the 
markets of our neighbors. 








New comes the question of the 
i modification of the Atomic 
|Energy Act, in which Congress 
|made the atom virtually a Govern- 
ment monopoly. It gave the Atomic 
| Energy Commission exclusive right 
|to own, produce and _ distribute 
|fissionable materials and keep 
|atomic information secret. At the 
time the atom was viewed largely 
in terms of military power and 
national security. The _ scientists 
| protested that there was no secret 
| about basic atomic knowledge, and 
junless the Government allowed 
private research and development, 
the Government might not protect, 
but forfeit America’s atomic lead. 


The Government now is pre- 
paring to amend the act to allow 
private industry to acquire the 
materials necessary for the pro- 
duction of atomic power. 


The amendment to the act was 
first anticipated during Truman's 
administration, because, unless _ it 

= is amended, we would have little ‘o 
= show in the next 10 years to put 
beside the two atomic submarin’s 
which are to be ready in 1954, ard 
a proposed atomic aircraft carrivr. 


GLASS 


ll be asking for Solex for 
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Stafford Heads Lodge 
DeNean Stafford, Lincoln - Mér- 
cury dealer in Tifton, Ga., has ben 
named exalted ruler of Tifton E! <s 
chapter 1114. 
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Lawsuits Affecting Dealers... 


Court D 


By Leo T. Parker 
Attorney at Law 

T IS interesting to realize the 

legal complications, loss of time 
and money that may result from 
the sale of an auto in disregard to 
present laws. 

Dealers and other sellers of au-| 
tomobiles will do well to simplify | 
contracts and thereby eliminate ex- | 
pensive lawsuits to untangle com- 
plicated dealings. 

An example of complex agree-| 
ments, with the usual legal uncer-| 


ecisions 


for $300, plus a Chrysler tradein 
valued at $150, which was later sold 
to Seamons under a court order for 
$25. The Chrysler tradein was un- 
authorized by Petersen and he nev- 
er received the Chrysler or the $300. 
After the litigation passed 
through several lower courts, the 
higher court decided that Peter- 
sen accepted the Packard in lieu 
of $425, and that Petersen is en- 
titled to the $300 and the Chrys- 
ler or $25, the value of the Chrys- 
ler when sold upon court order. 


| Petersen retained the title to the 
Mercury until it was obtained from 
him by Nielsen under the pretense 
of taking it to obtain license plates 
{for Andersen, that Petersen owned 
the Mercury and that a transfer of 


ownership could be effected if and} 


when he received payment of the 
purchase price. 
* * * 


Auto Use Impairs Rights 
S TO Seamons, the testimony 
showed that the Mercury had 
|been driven by him some 7,000 
| miles from the date of repossession 
| until the date of his suit. The court 
| held that his use of the auto with- 
|}out any attempt to rectify the situ- 
| ation waived his right to a personal 
| judgment against any party. 


j 24 
| 


tainties, is found in the new higher-| Also, the higher court held that | Hence, Seamons must keep the 


court case of Seamons v. Andersen, | - 


252 Pac. (2d) 209. 

A man named Nielsen sold au- 
tomobiles obtained on a consign- 
ment basis under the trade name 
of Valley Car Market. Richard 
Petersen, desiring to sell his 1948 
Mercury for $1,950, delivered the 
car to Nielsen, who sold the car 
to one Andersen. 

Andersen was to be allowed $425 
for a 1938 Packard tradein; was to 
pay off a postdated check for $267 
within 30 days; and was to obtain 


$1,400 from a finance company. 
* * * 


Agreement on Terms 


— terms were ratified by 
Petersen, who was to obtain 
$1.950, and the balance was to go to 
Nielsen, as commission. The $1,400 
was obtained from Commercial | 
Credit Corp. through a conditional | 
sales agreement executed between 
Andersen and a man named Nathan 
Seamons, who was to reimburse} 
Commercial Credit in case of An-| 
dersen’s default. 

Petersen received $1,300 of the 
$1,400 ($100.00 being retained by 
Valley Car Market as commission). 
He also received $100 out of a $150 
payment made by Andersen on the 
postdated check ($50 likewise being 
retained by Valley Car Market as 
commission). 

Before the first payment was 
due to the finance company, An- 
dersen found he could not meet 
the payments and returned the 
Mercury to Valley Car Market, 
then represented to Petersen that 
Andersen needed the title in order 
to obtain license plates, 

Petersen endorsed the certificate 
of title and delivered it to Nielsen 
who delivered it to Seamons who| 
subsequently placed his notary seal 
upon it. Seamons repossessed the 
Mercury, and the various parties 
entered into negotiations to effect 
some settlement. 

During one of these meetings. 
Petersen noticed the unauthorized 
seal by Seamons upon the certifi- 
cate of title and slipped the title| 
certificate into his pocket. No agree- | 
ment was reached at this meeting, | 
and the Mercury was sold under a} 
court order for $950. Seamons sued 
later to collect $567, which, when 
added to the $950, would equal the 
$1,517 that Seamons was required | 
to pay Commercial Credit. 

* 


* * 


Sues After 1% Years 


PPROXIMATELY a year and a 

half lapsed between the time of 
repossession and the time the Sea- 
mon’s suit was brought. During this 
period, Seamons drove the Mercury 
approximately 7,000 miles. The 
Packard, which was turned in on 
the Mercury by Andersen, was sold 











Hestand Elected Mayor 


Of Fort Smith, Ark. 


H. R. Hestand, Fort Smith 
Studebaker dealer, has been 
elected mayor of Arkansas’ 
second largest city by a vote of 
5,027 to 2,789. Hestand, who never 
before had sought public office, 
was elected over a former mayor, 
Chester Holland, The incumbent, 
Jack Pace, did not seek re- 
election. 


It’s the expert chemical balance in DUCO Thinners that gives the best 
thinning, spraying, flowing and blush-resisting properties. Du Pont 
chemists have blended the highest-quality ingredients to make your 


| 


ear for which he paid the balance 
due the finance company of $1,517. 


Petersen appealed to the higher 
court on the contention that the 
lower court erred in limiting his 
recovery to $300 from Nielsen; $117 
|from Andersen and $25 from Sea- 
mons, instead of granting him $550. 
The higher court held that Pe- 
tersen was entitled to receive con- 
siderably less than $1,950, the 
original sale price, because he had 
agreed to take the Packard at a 


Specially balanced DUCO THINNERS ~"% 


save you time, labor and money 


jobs easier . . . bring you savings! 


DUCO Thinners help lacquer topcoats level well . . . dry to a high 
. Save you compounding time. And there’s little need 


initial gloss. . 


for high-priced retarders which raise job costs. 


5 DUCO Thinners—3717, 3614-G, 3661, 3711 and 3608—handle 








- 


Army Inspects GMC Parts Packaging— 


Visiting military suppliers in the Detroit-Cleveland area, U. S. Army officers get 
first hand information about parts packaging methods at the package engineering 
department of GMC Truck and Coach Division in Pontiac. Gathering facts (from left) 
are Maj. Gen. Paul W. Rutledge, chief of research and development; Maj. Gen. Robert 
M. Montague, deputy chief of Army Field Forces; Gen. John R. Hodge, chief of Army 
Field Forces; A. A. Shantz, GMC parts and service manager; Col. A. R. Cyr, acting 
commanding officer of the Detroit Ordnance Tank-Automotive Center; Philip J. Mon- 
aghan, general manager of GMC Truck and Coach Division, and L. C. Goad, General 
Motors executive vice-president. 


or $267. The finance company lost 
money, too, as the interest earned 
on the deal was more than con- 
sumed by loss of time of its em- 
ployes, and lawyers’ fees. 


tradein value. Also, Petersen was 
out commissions paid to Nielsen 
of Valley Car Market. 

Andersen, also suffered financial 
loss as he was out $150 plus $117, 





every type of thinning job . . . work well under all shop conditions. 
Just call the Du Pont stock point nearest your shop. 


a a E. |. du Pont de Nemours & Co. (Inc.) 
33 Years With Ford— Refinish Sales, Wilmington 98, Delaware 


G. F. Nelson (right), Des Moines dis- 
trict sales manager of the Ford division, 
has retired after completing 33 years of 
service. A farewell present from fellow 
employes is presented to him by J. P. 
Roberts, midwest regional sales manager 
for the division. Nelson was appointed to 
his last position in 1943. 





BETTER THINGS FOR BETTER LIVING...THROUGH CHEMISTRY 


Du Pont Refinishing Materials 








AND NOW... , 


NASH RECEIVES k 








Pinin F arina, world’s 
foremost custom car 
designer, who styled the 
new Nash Airflytes, and 
Madame Héléne Rother, 
Parisian interior stylist, 
are shown conferring over 
some of the new 

custom fabrics in the 
1953 Nash cars. 





One after another, leading authorities on the international 
scene have put their stamp of approval on the new Nash 
Airflytes. 

And now Nash receives The Jackson Medal, tendered by 
the Custom Tailors and Designers of America, for 
excellence of design . . . since 1898, one of America’s most 
sought-after styling awards. 


Thus there is new confirmation of Nash leadership in 
design . . . for the swift, clean continental styling of Pinin 
Farina, world’s foremost custom car designer . . . for the 
luxurious harmony of interior fabrics and colors planned by 
Madame Héléne Rother of Paris. 


It is a matter of great pride to Nash that we were the first 
to see the trend toward the lower, sleeker, integral-design 
cars of today .. . first to appreciate and incorporate 

the continental trend with all it means in greater visibility 
and comfort and luxury. 


You have seen—and will continue to see—other cars 
incorporate one or more style characteristics first introduced 
by Nash. 


That is as it should be . . . for there is much of tomorrow in 
all Nash does today. 


luc He Ww de 





SMe 


AMBASSADOR «+ STATESMAN 
RAMBLER 


Nash Metors, Division Nash-Kelvinetor Corporation, Detroit, Mich. 
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Inman Gives Training Car— 
Thomas Jefferson High School, Port Arthur, Tex., received this dual-control sedan 
from Inman Chevrolet Co. for use in its driver training. Handing the key to the 
school’s principal is Tom Light (left), sales manager. Among those looking on is J. L. 
Hemphill (third from right), Inman general manager. 





Ferguson, Shaw Honored 

George W. Ferguson and John F. 
Shaw, salesmen at Packard Spring- 
field Inc., Springfield, Mass., for 
the second year in a row have won 
top honors in a national sales con- 
test sponsored by the Packard 
Motor Car Co. As two of the top 
salesmen in the country, the two 


men received an all-expense trip to| 





WHEN YOU BUY ‘% 
GARAGE EQUIPMENT 


Edgewater Park, Miss., where they 
stopped at the Edgewater Beach 
Hotel. 


* * * 


Kellams Is GOP Chief 
Wayne Kellams, Edinburg (Ind.) 





dealer, has been elected chairman 
of the Johnson County Republican | 
Central Committee. 





Co. 


Maxey & Donnelly Motor 
(Studebaker), Nashville, has ap- 
pointed Foy Sweaney as manager 
of its used-car department at 108 
N. Seventeenth Ave. Sweaney until 
recently was owner of Lafayette St. 
Motors, Nashville. 


* * * 
Benson Becomes Member 


Of NADA’s 30-Year Club 


Charlie Benson, Winfield (Kans.) 
dealer is one of fewer than 100 men 


|in the U. S. who have been in the 


automobile business continuously 
for 30 years or more and who are 
members of NADA’s 30-Year Club. 


Benson started as a shop foreman 
for Gunderson Motor Co., Winfield, 
over 35 years ago. The firm handled 
Overland, Jewett, Oakland, Pontiac 


|and Graham-Paige. Later he was 
|associated with W. J. Robinson 


(Willys). 
From there, he returned to the 


|Gunderson site as a partner with 


Gilcrease & Logan (Oakland and 
Jewett). A few years later he went 


into business for himself at 1215 


Main, handling Willys and Geron-| 
imo. 
From 1935 to 1943, Benson han- 
dled Chrysler-Plymouth at 200 w| 
Ninth, and during the war made 
aircraft parts for the Government. | 
The defense plant closed down in| 
1946, and he moved into his present | 
Kaiser-Frazer dealership building) 
| at 200 W. Tenth. 


* * 


| Landay Names Anthony 


Ray Anthony has been appointed | 
|general sales manager of Landay 
Nash Sales, Inc., Baltimore. 

* + * 


‘Come Out Swinging’ Contest 
Won by Cosart and Polacek 


Dealers, salesmen and _ their 
wives from two Dodge-Plymouth 
dealerships — Lee Cosart Motor 
Co., Portland, Ore., and Polacek 
Bros., Kelso, Wash.—were honor 
guests at a sales contest victory 
dinner. 

The nine-week contest on 
Dodge cars and trucks was called 
“Come Out Swinging” and 








YOU POCKET THE PROHTS 





Getting the best automotive service equipment 
at lowest cost is just sane business! That’s why 
it'll pay you to order yours direct from the 


K. R. Wilson factory. The world’s oldest manu- 
facturer of garage tools and equipment, KRW 


has been the leader in the automotive equipment field for 35 
years. And KRW products are sold direct from the factory. 
You save the middleman’s profit! KRW manufactures motor 
stands, rear axle dollies, jacks, air compressors, shop presses, 
valve refacers, battery chargers, hand tools and many other 
automotive service products. Next time, buy KRW and you 


AT KRW’s FACTORY- 


TO-YOU PRICES! 





pocket the profits. 





NO. 40-B 2 H. 


P., 2-STAGE 


200 LBS. WORKING PRESSURE 


NO. 181 5 H. 
200 LBS. WORKING PRESSURE 


P., 2-STAGE 


354 730 





COMPARE QUALITY! 
COMPARE PRICE! 


On these KRW Air Compressors 


You'll find that KRW Air Compressors have all the 
features of other air compressors and are priced 
20-40% less, because of KRW’s factory-to-you selling 
policy. They have PLATE-TYPE, EASILY REMOVED 
VALVES, CONSTANT LEVEL OILING SYSTEM, 
COMBINATION FILTER AND AIR CLEANER, LOAD- 
LESS STARTING —a tamper-proof automatic device 
that unloads the compressor when it stops, PRESSURE 


CONTROL SWITCH with THERMAL RELAY 


protects motor against overload. All 


that 
KRW compressors 


available with Quincy DRI-R-AIR tank drain that 
automatically removes all water that collects in tank. 


Order your KRW compressor today 


NO. 839 10 H. P., 2-STAGE 
200 LBS. WORKING PRESSURE 


7-1/2 HP. MODEL ALSO AVAILABLE 
ALL PRICES F.O.B, FACTORY, ARCADE, N. Y., PRICES SUBJECT TO CHANGE WITHOUT NOTICE. ORDER FROM DEP’T. 67 


se 


Pad 4 


! 


580625 


BUFFALO 3, N. Y. 


World’s Oldest Manufacturer of Garage Tools and Equipment 





featured a boxing theme. Cosart, 


was winner in the “heavyweight” 
division. Polacek, which sold 184 
percent of its quota, won in the 
“middleweight” class. 

* + * 


| 
with 100 percent performance, 


Fay Motors Completing 


$150,000 Building 


Perry Fay Motors, Inc., distribu 
tor of White trucks in Columbu 
O., is completing a new building at 
1165 Dublin Rd., which will cost 
$150,000 and occupy 25,000 square 
feet of floor space. 

Perry S. Fay, president and 
treasurer, has headed the firm for 
15 years. 


* * 





Civic Awareness 
Pays Off For 
N.J. Dealer 


Does it really help business to 
take a leader’s role in the affairs 
of your community—like running 


for mayor, joining the fire de- 
partment, heading the civic associ- 
ation? 

Ed Mayberry, of Mayberry Mo- 
tors (Hudson), Woodcliff Lake, N. 
J., knows the answer. He has done 
all these things in the year or so 
since he made his debut in the 
auto business after many years of 
newspaper work, most of it for 
Associated Press. 

In his first year of operation, 
Mayberry topped the sales record 
of his predecessor at the dealer- 
ship by seven new cars. And, 
although he’s relatively new to 
the community, probably every- 
body knows of him. 


One of the first introductions 
Woodcliff Lake had to Mayberry 
occurred last summer. Attempting 
to call on a customer in one of the 
new sections of the town, he dis- 
covered no street signs had been 
put up. 

Mayberry volunteered to supply 
24 temporary signs at his own ex- 
pense. He painted them himself, 
and, when the signs were up, he 
mailed a personal card to every 
home-owner in the area, telling 
a and why the new signs came 
0 be. 


Mayberry says he has been able 
to trace 20 steady new customers 
directly to this sign episode— 
which cost him only $10 in materials 
and perhaps four hours’ time. 


This January, he was elected 
president of the local civic associ- 
ation. He prints the association’s 
four-page Civic Report on a print- 
ing press he took in last year in 
payment of an $80 debt. Set up in 
a corner of his renovated service 
department, it has been used to 
print stationery, handbills and 
other business literature. 


Mayberry also engaged in Wood- 
cliff Lake’s mayoralty campaign, 
but there are a dozen more pro- 
jects—among them a safe-driver 
clinic—which he hopes to start on 
in the future. He says they don’t 
interfere with his business; they 
are his business. 

* * * 


White Brothers Reunite 


Thomas H. White, former gener- 
al sales manager of Morrison-Barn- 
hart Motors, has _ rejoined his 
brother, Robert, as a partner in 
Bob White Motors (Studebaker), 
27249 Center Ridge Rd., Westlake, 
O. The brothers entered the auto- 
motive business in 1945. 

* x * 


Heil Gets Ohio Deal 


William C. Heil has taken over 
Menke-Heil Motors Inc. (Dodge- 
Plymouth), and will open a new 
plant at 4165 Harrison Ave., 
Cheviot, O. Charles A. Menke will 
head Menke Motors Sales, Inc., at 
| the present plant, 3500 Harrison 
Ave. 
| * 7 


Outlet Adds Farm Tools 


T. M. McClaskey, Oroville (Calif.) 
Nash dealer, announces that he has 
added the Case farm implement 
dealership. The firm name has been 
changed to Oroville Nash and Oro- 
ville Case Implement Dealer. 

* * * 


| Muir and Murray Promoted 
By Philadelphia Ford Firm 


Promotion of two employes «c 
vice-president has been announc.d 
by Joseph W. Fullem and John 3. 


(Continued on Page 39, Col. 1) 
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(Continued from Page 38) 


White, owners of John B. White, | 
Inc. (Ford), Philadelphia. 
John Muir was upped to vice-| 
president and general manager in 
overall command of cars and trucks 
while Les Murray was appointed 
vice-president with jurisdiction 
over the parts and service de- 
partments. 


* 


'Tele-Belles' 
Calif. Dealer Finds New Way 
To Please Buyers 


Latest innovation for customer 
satisfaction at Ed James Buick 
Co. Los Angeles, is a_ trouble- 
shooting telephone unit called the} 
“Tele-Belles.” 


Supervisor Cam B. Kildare and 
four switchboard girls follow up 
every sale of a new Buick or used 
car and all service and repair jobs 
with a personal call to ascertain 
customer satisfaction. 


Complaints are immediately re- 
ferred to the proper department 
for adjustment. Ninety-day service 
customers are reminded when the 
time period is up, and inactive re- 
turnees queried as to the reason 
for their non-appearance. 


The company celebrated its first | 
anniversary in April, with a record 
sale of new Buicks. 

+. * * 


Allen Wins Shop Award 


Bill Allen, service manager for 
Truman Baker Chevrolet Co., Sear- | 
cy, Ark., has been awarded a wrist | 
watch as a district winner in his | 
service operation in the Memphis | 


zone. | 
* * * 





Quigg in New Home 
Quigg Implement Co., has moved | 
into its new home at 3501 Tenth | 
St, Great Bend, Kans. Quigg 
handles Reo trucks, Minneapolis- | 
Moline implements, Allis Chalmers | 
and New Idea. Levi Quigg and his | 
sons, Howard and Jack, are as-| 
sociated in the business, which was | 
founded in 1937. 


* * * 


Kelly on Civic Group 


Vernon Kelly, automobile dealer | 
in Plymouth, N. H., has been named | 
one of the leaders of Plymouth In- | 
dustrial Development Corp., which | 
will seek to attract new industries | 


to this area. 
~~ * * 


8,000 Attend 3-Day Sale | 
And Show at Marshalls 


Over 8,000 persons registered | 
during the three-day 33rd an-| 
niversary sale and show held at | 


Marshalls, Ine. (Chrysler - Plym- | 
outh-GMC trucks), Clay Center, 
Kans. 


| 
The firm gave away $1,000 in| 
prizes to registrants. Four color 
films were shown each afternoon | 
and evening, and 33 prizes were | 
given away. 
* x od 


Roe Buys L. B. Motors 


L. B. Motors (Lincoln-Mercury), | 
of Harrisburg, Pa., a subsidiary of 
L. B. Smith, Inc., has been sold to} 
Senate Motor Sales, Inc., owned by | 
Charles Roe, of Los Angeles. The | 
change does not affect another L. | 
B. Smith dealership on the West 
Shore. 


‘Lot’ on Roof | 
Ex-Market House Utilized | 
By Erie Dealer 


A used-car “lot” on the roof is 
a unique feature of one of the} 
roomiest and most modern new-| 
car outlets in Erie, Pa. 


Rebuilt from the shell of a fire- | 
ravaged market house, the new} 
quarters give Times Square Mo-| 
tors, Inc. (Lincoln-Mercury), a 
total of 112,000 square feet of us-| 
able floor space in one building. 
Owner of the firm is Joseph Hal- 
pert. 


Half of the second story of the 
old market house was torn away 
after a fire three years ago, and 
the forepart of the upper deck 
now is used as an open-air used- 
car display space with a capacity 
of 100 cars. A roofed-over portion | 
at the rear provides indoor com- 
mercial parking for 60 cars, and 





Doings 


space for indoor winter display of 
used cars. . 

Halpert’s old Times Square lo- 
cation will be retained as a second 
new-car showroom and parking} 
garage. The nearby Times Square 
Trading Post, Inc., used-car out-| 
let, will continue in operation | 
under the same ownership, giving 
Halpert two used-car lots. Com- 
bined floor area in the three lo-| 
cations is some 460,000 square feet. 


le . _ 
Gaines Opens New Plant | City, where he worked for Bennett 


Eddie Gaines (Studebaker), | yotors (Ford). 
Spartanburg, S. C., has opened —— 
his new building at the corner of 
S. Church and Kennedy Sts. 


the motto, “Car of the Future,” with a ¢ 


of the car. 





* 


Whitaker in New Post 
Se Wilbur J. Whitaker has been 
Douglas Joins Midvale named assistant service manager 
Francis W. Douglas, Twin Falls,| for the Scherman-Schaus-Freeman 
Id., has resigned as sales manager| qo (Studebaker), South Bend, Ind., 
for Barnard Auto Co. (Cadillac*| » ccording to Elwood W. Dalton, 


Pontiac) to become manager of | hitak h 
Midvale Motors (Ford), Midvale,|eneral manager. Whitaker has 
had more than 15 years of experi- 


Utah. Douglas went to Twin Falls} 


three years ago from Salt Lake' ence with the Studebaker organiza- | 


1953 





| ‘Car of Future’ Highlights Display— 


Harry Krouse, Studebaker dealer in Philadelphia, features a window display under 
loud as the symbol of the riding qualities | 


tion. Leo Gukicki 
manager. 


is the service 


* + * 
Timmerman Retires 

F. E. Timmerman, owner of Tim 
Motor Co. (Chevrolet), of Edge- 
field, S. C., has retired from the 
automobile business and will de- 
vote himself to farming interests 
and the breeding of Hereford cattle. 

* * * 


Julifs Changes Hands 
| Julifs Motor Service, Inc. (Olds- 





mobile), 2680 Madison Rd., Hyde 


| Richard Godbold, 





39 


Park, Cincinnati, has changed 
hands and will be known as Adams 
Oldsmobile, Inc. James I, Adams, 
former general manager of Julifs, 
is president of the new company, 


|}and James Kolar, former office and 


accounting manager, is secretary 
and treasurer. All other personnel 
have been retained. 

os * * 


Pasadena Hudson Starts 
Work on New Building 


Pasadena Hudson Co., of Pasa- 
dena, Calif., has held the ground- 
breaking ceremonies for its new 
building to be erected at 1136 E. 
Colorado St. 

Travis Godbold, president, and 
vice - president, 
announced that the modern show- 
room is scheduled to open in June. 
Among those at the ceremony were 
Richard Long, district manager of 
Hudson Sales Corp.; Willard Scott, 
zone manager, and J. A, Stevenson, 
merchandising manager. 

* * * 


Mernan Drops Fight 
A five-month fight between resi- 
dents of Langfield Dr. and Mernan 
Chevrolet, Inc., 2751 Bailey Ave., 
Buffalo, has ended abruptly. The 
(Continued on Page 40, Col. 3) 


BUILDS CONFIDENCE 





AS A BUSINESSMAN, you have a reputation to 
protect. And the best ways to protect it are, first 
—always to give satisfactory service, and 
second—always to sell products your customers 
trust. Products like Quaker State Motor Oil, for 
example. Quaker State Motor Oil is recognized 
everywhere as an outstanding product...a 
quality oil that has kept ahead of automotive 
progress for nearly 50 years. Like all Quaker State 
products, it has the public’s confidence. And it 
builds confidence in you, when you sell it. 


QUAKER STATE 


MOTOR. OIL AND 
SUPERFINE LUBRICANTS 


QUAKER STATE OIL REFINING CORPORATION, OIL CITY, PA. @ MEMBER PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION 











Red Cross ‘Takes Over’ Dealership— 


Indianapolis, recently lent its showroom to the Red Cross 
to aid in its drive for blood donors. Shown (from left) are Erma McCaughey, head of 
the Red Cross mobile unit; Abe Wides, president of the firm; R. L. Kreis, Chevrolet | 
zone city manager; Charles Grant, a donor, and Nurse Nelle Graham. 


Washington Chevrolet Co., 





Buick division of Drennen Motor 
Car Co, (Buick-Chevrolet-Cadillac), 
Birmingham, Ala., have been made 
vice- e-presidents of. the firm. 


Drennen, Kay Promoted 

Jesse Drennen jr., sales manager 
for the Chevrolet division, and 
Orman Kay, sales manager for the 


things everyone who SCrvices a 
Dodge 
De Soto...Chrysler 
Dodge Whidlruck 


<=> MOPAR. 


Plymouth 





Dealer 
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company informed the Common! Auto Parts, Inc. Lusk, 
Council it was withdrawing its Manager of Terminal Garage, 
petition to rezone property in be service manager. 
Langfield Dr., adjacent to the deal- ye oe 
ership. Carner Motors Sold 

. § 2 Carner Motors’ (Dodge - Plym- 

outh), of Grants Pass, Ore., has 


Langley Gets Oldsmobile Deal 
In Jacksonville, Fla. 

E. Robert Langley has opened 
Langley Olds, Inc., at 3494 Philips 
Highway, Jacksonville, 
ley has been associated with the 
automobile business for 12 years 
and has been a resident of Jackson- 
ville since 1931. 


Sales manager for the new Olds- | 
| mobile dealership is Harry T. Platt. 


* * * 


Lusk, Stoner Open Deal 
Harley Lusk, and J. B. Stoner, 
both of Knoxville, Tenn., have 
opened Hudson of Knoxville, Inc., 
319 Depot Ave. Stoner, sales man- 
ager of the new dealership, is di- 
rector of the Knoxville Trade 
School and _Manager of Economy 


TRADE MARK 


Fla. Lang- | 


been bought by W. T. Plummer, | Fights, 


former Nash dealer in Eugene.|! 





| Austin, Tex. 


Terrill Carner, former owner of the | 


firm, will remain with the new 
company in an advisory capacity. 
x * * 


Corsaro Heads Firm 

V. James Corsaro will be presi- 
dent of Corsaro Motors, Inc., which 
|has been named Cadillac-Oldsmo- 
bile dealer in Rome, N. Y. Corsaro 
|formerly was Division One appli- 
|}ance sales manager of Graybar 
| Electric Co., Buffalo. 


ae * * 
Stowe Gets Promotion 
J. W. Stowe has been promoted 
to general 
Nash, Inc., formerly Roy Whittle 
Nash Co., 2201 S. Main St., Houston. 






genuine Chrysler Corporation Farts and Accessories 





Engineered specially for these cars and trucks 
by the people who built them. 


beetke 


MoPar parts. 


Corporation, 





Department, 

. 31, Michigan. 
Whatever you may need, there is a genuine 

‘ MoPar part available. 


Made to the same high standards as original 
equipment . . . to fit right. . . work right. 


Display the 
MoPar sign. X 


to let people know you 
recommend and install 


details, write Chrysler 
Parts 
Division, Advertising i 
Detroit ay 


Designed 


For 


to maintain top performance. 


Always specify genuine MoPar parts. 





CHRYSLER CORPORATION °* PARTS DIVISION * DETROIT, MICHIGAN 


manager of Houston} 





He plans to expand the presert 
sales and service facilities of the 
company. 
+ * 
Capitol to Expand 
A building permit has been i 


assistant | Sued to Capitol Chevrolet Co., In: 
will | to build a 2,800 square-foot additic 


to its building at 501 Lamar Blvc 


* * * 
O’Toole Renovates 


Thomas O’Toole, owner cf 
O’Toole Motor Sales, Crafton 
Pa., has renovated the 


interior of his two-story building 
* * * 


Abrecht Heads Service 
Marvin Abrecht has been named 


service manager of Highway GMC 
Motor Corp., Baltimore. 
* * * 


Auto Clinic Names Stevens 
Bill Stevens has been appointed 
new-car sales manager of Auto 
Clinic (Chrysler-Plymouth), Balti- 
more. 
* * ® 


Opens U. C. Department 
Chesapeake Cadillac-Oldsmobile 
| Co., Towson, Md., has opened a 
used-car department. 
* * * 
Gledhill Gets Utah Deal 
Cc. O. Gledhill is the owner of 
Courtesy Motors, a new Dodge- 
Plymouth dealership, at 1000 S. 
Main St., Salt Lake City. A used- 


car lot is located across the street. 
7 * * 


| 


e e° a 
| Civic Reflections 
Springfield (Mass.) Dealers 
Aid Safety Drive 

Approximately 4,000 cars in the 
Springfield (Mass.) area have been 
taped in the Junior Chamber of 
Commerce Scotchlite Safety Tape 
| Drive. 

All Springfield new-car dealers 
| cooperated in the campaign, with 
Jaycee members distributing the 
|reflective tape at parking lots, 
| drive-ins and banks. 
| A Jaycee spokesman cited the 
| Springfield Automotive Dealers 
| Assn. for help in making the drive 
| successful. 
| * * * 


| Rose Bowl Planner 


Art McNab, of Wegge- Pelton 
| Motor Co. (Dodge-Plymouth), Pas- 
;}adena, Calif., is a member of the 
| Pasadena Rose Bowl Committee. 

* * * 


Danner on Bank Board 


Carl E. Danner, president of 
Danner Buick Co., Marion, O., and 
a vice-president of the Ohio Auto- 
mobile Dealers Assn., has been 
elected a director of the National 
City Bank of Marion. 

* os * 





Van Scoy Buys Deal 
Ridgeview Pontiac Co. has be- 
|come Van Scoy Motors, Inc., after 
a change of ownership. B. P. Van 
| Scoy is president of the new firm, 
| which is located at Danbury Rad., 
Brewster, N. Y., and S. Wasserman 
is vice-president. Albert A. Agor 
| was the former owner. 

* * x 


Graham, Kincaid Combine 


E. H. Graham and E, J. Kincaid 
have opened a Nash dealership in 
|Birmingham, Ala. The firm, Kin- 
caid-Graham Nash Motors, is 
located at 421 S. Twenty-first St. 

a” * * 


Critz Remodeling 
Critz Chevrolet Co. 300 W. 
Broadway, North Little Rock, Ark., 
is conducting a $100,000 remodeling 
program on its building. Among im- 
provements planned is an employes’ 
recreation room. 
* 





* * 


| Governor Names Johnson 


J. C. Johnson, West Memphis 

| (Ark.) Ford dealer, has been 

named by Gov. Francis A. Cherry 

as a member of the Arkansas 

| Alcoholic Beverage Control 

Board. The new agency is re- 

sponsible for issuing permits fo 
the sale of liquor and beer. 

x 


|5 Pa. Men Ask saaniesniiibin 
Of K-F Dealer Association 


| Five Pennsylvanians have p>- 
titioned a Wilkes-Barre court fr 
a charter to incorporate tle 
Anthracite Kaiser - Frazer Deale-s 
Assn., with offices at 183 Market 
St., Kingston. 

Purpose of the organization, it is 

(Continued on Page 41, Col, 1) 





| 








— 
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said, would be to stimulate the sale 
of Kaiser-Frazer cars through 
publicity, advertising, displays and 
other methods. 

Incorporators, serving as_ di- 
rectors until an election is held, are 
Samuel Scrimalli, 716 Warren St., 
Scranton; Joseph O’Karma, 122 
East Main St., Glen Lyon; George 
Lazur, Tamaqua RD2; Edward 
Sherrock, 239 Muir Ave., Hazleton, 
and Kermit Bower, 2000 North 
Market St., Berwick. 


* * * 


Babo Gets Buick Deal 


Frederick F. Babo, operating as 
Babo Buick, has been appointed a 
Buick dealer in Mill Valley, Calif. 
Sales and service facilities have 
been established for the new 
dealership at 22 Miller Ave, For 
three years, Babo had been sales 
manager for the Tom Chapman 
Buick dealership at San Bruno, 
Calif. 


* * * 


Snider Picks Booher 


Robert Booher has been named 
general manager and sales man- 
ager of Snider Auto Service, Inc. 
(Studebaker), 3757 N. Illinois St., 
Indianapolis, according to Virgil 
Snider, president. Booher has been 
in the retail automobile business 
for 18 years. ‘ 

* 


Gibbs Is U. C. Manager 


Harold E. Gibbs has been named 
used-car manager of Lafayette 
Motors, Inc. (Chrysler - Plymouth), 
Indianapolis, according to T. O. 
Ewing, president. Gibbs, who has 
been connected with the retail end 
of the automobile business since 
1947, is in charge of the used-car 
outlet at 3559 W. 16th St. He also 
will sell new cars from the W. 16th 
St. location. i 
* * 


Tornadoes, Like Lightning, 


May Hit Twice, Baker Finds 


Wallace Baker, Beebe (Ark.) 
dealer, says he believes the 
elements have his number. 

In a recent tornado here, the 
roof of his garage caved in on 
six automobiles, causing an esti- 
mated $15,000 damage. 

About $800 damage was done 
to his home on the outskirts of 
town. 

* * * 


James Motors Ups Wall 
Roger M. Wall has been ap- 
pointed sales manager of James 
Motors (Nash), San Francisco. The 
promotion was announced by W. B. 
James, president. 
- * * 


Heeter Celebrates 30th Year | 


As Studebaker Dealer 


Arnold E. Heeter, Gary (Ind.) 
Studebaker dealer, is celebrating 


his 30th consecutive year as a} 
Studebaker franchise holder. | 

Operating first from a downtown | 
location, Heeter took over a two- 











Prize Emblem— 


A day-and-night decal used by Grant 
R. Mattson, truck dealer in Casselton, 
N. D., won first prize in a national em- 
blem contest sponsored by Minnesota Min- 
ing & Mfg. Co. The decal is made of 
scotchlite, a reflective sheeting, containing 
glass spheres which return light from 
headlights directly from the emblem to the 
driver. Top photo is a day shot; lower 
photo, a night shot. Tiegland Sign Co., 
Fargo, N. D., is the creator of the emblem. 


jin 1938. He 
| the 


story structure on Gary's East Side 
reports that through 
financial stresses of the 1930's 
and the shortages of World War II, 
he operated his service department 


| profitably. 


* * a 


Louisville Deal Expands 
Broadway Chevrolet Co., of 
Louisville, has purchased a house 
and lot for future expansion. 
* + * 


Stoabs Firm Sold 


R. E. Yarbrough, of Pawhuska, 
Okla., has purchased the Ford 
dealership in Barnsdall, Okla., from 
J. F. Stoabs & Sons, owners of the 
business since 1934. 

* - * 


Greenlease Acquires Site 


Greenlease Motor Co. (Buick-Cad- 
illac), Kansas City, has purchased 
a 245-foot Main St. frontage at 
Fiftieth St., according to Robert) 
C. Greenlease, president. Plans are | 
not complete for utilization of the 









“BEAR" 195-84 Alinement Machines 


(top illustration) safety-check and 
inspect camber, caster, kingpin, 
toe-in and turning radius on close to 
70 different cars before the big race. 


The speed and simplicity of operation & 


ot BEAR “Perfect” 36 Whee! 


Balancers enables *‘BEAR"’ crew-men 


(above) to correctly balance between 


1,500 and 2,000 wheels prior to race day. 


Troy Ruttman—1952 Winner— 
a BEAR” Booster (right). 


site, but it will probably be con- 
nected with the Cadillae division 
of the company, located at Twenty- 
ninth St. and McGee Trafficway, 
Greenlease said. 


* 


Gennette Heads Sales 
A. F. Gennette has been ap- 
pointed general sales manager of 
Cope Motors (Oldsmobile), Chico, 
Calif. He has been in the auto- 
motive field for eight year. 
. eo 


Mashburn Sells Firm 
D. P. Mashburn has sold the Pon- 
tiac-GMC dealership at England, | 
Ark., to Dave Cox and Roy Cox, of 
Carlisle and Little Rock, Ark. 
* * * 
Fire Damages Chase’s 
Fire recently did heavy damage | 
to the paint department of Chase | 
Chevrolet, 313 N. Walnut St., Sher- | 
man, Tex. 
~*~ * * 
Gulf Coast Motor Opens | 


Gulf Coast Motor Co. (Willys), | 
Gulfport, Miss., held its opening | 


and showing of the new Willys | 
| recently. George W. Cook heads! 
the service department, located on / 
Fifteenth St., while Allen D. Holder | 
is in charge of parts and records, | 


Once again, “BE 






newest advancement in 


NOW-ali steering and 


SAFET 


“BEAR” is FIRST AGAIN I 


.-. with 500” Race Drivers 
--. with the Motoring Public 


See your “BEAR” Jobber or write for complete 
information to BEAR MFG. CO., Dept. A-14 
Rock Island, Illinois. 


Get the details on the NEW “BEAR" Telaliner. . . 


41 





‘Kresteller Motor in Modern Building— 


The new sales and service building of Kresteller Motor Co. (Hudson), San Moteo, 
Calif., covers 13,300 square feet, with a service area of 7,250 square feet. Pauline 
Stulsaft is president; Frank Welsh, general manager, and Morton R. Kresteller, parts 
and service manager. 


and Forrest E. Holder is in charge | the wind caused about $800 damage 


of sales and office. to his home, 
* * * * * * 


Pledger Is Sales Chief Frank’s Is Spruced Up 


Wayne Pledger has been ap- Frank’s Motor Co. (Oldsmobile), 
pointed sales manager for Hale} Morgan City, La., headed by Frank 
| Motor Co., England, Ark. Domino, recently held a_ grand 
opening at its remodeled showroom 
and garage. 


* * * 


Storm Damages Baker’s 


Wallace Baker, Beebe (Ark.) auto 
dealer, reported damage of $15,000 | 
when a windstorm caused the roof 
of his garage to cave in 9on six 
automobiles. He also reported that 


AUN... 


SERVICE 


* * * 


Capitol Plans Addition 


Capitol Chevrolet Co., Austin, 
Tex., plans to build a $12,500 addi- 
tion to its building, 

























n Profits for you 


AR” is the OFFICIAL Alinement and Balancing Service at the world 


famous Indianapolis 500-mile Classic. In fact, no car is allowed on the track until the 
wheels have been correctly alined and balanced. This confidence placed in “BEAR” 
Equipment by race officials and drivers is, in itself, convincing proof of the 
precision and quality of “BEAR” Equipment. 


As an official “Bear” Service Station you can offer your customers the 
same service on exactly the same type of equipment that racing drivers 
at the “500” have depended on for so many years. ““BEAR’s”’ aggressive 
national advertisin 
motoring public of the need for saFE and SANE MOTORING. Safety Testing 
is on the increase everywhere and a good 
is being spent for services done with “Bear” Equipment. An investment 
in “BEAR” Equipment today—starts paying BIG DIVIDENDs at once! 


program has been a big factor in convincing the 


»rtion of each service dollar 


Remember—Car Owners look for the 
“BEAR" Safety Service Sign 


Nationally advertised in the {Post | and 





the 
the science of wheel alinement. 
alinement troubles are exposed 


right before your customers’ eyes—on a screen that makes 
precision alinement easier than ever before. Another 
Golden *‘BEAR"’ FIRST that pays off in BIG PROFITS! 


EB ES PRR SERVICE | 





and automobile 
been released by Owatonna Tool 
| Co. 

It covers 
capacities of 17%, 


hydraulic rams with 
30 and 50 tons 


|three capacities are listed along 
| with a number of new items, 





Cedar St., Owatonna, Minn. 


AUTOMOTIVE LIFT—Equipped with roll- | 
er bearing assembly which, it is claimed, 
insures self-alignment of the lift. The| 
maker states that binding is eliminated 
by equalizer bars which distribute any 
stresses caused by off-center loading, and | 
that, because of reduced friction, less air | 
is required to operate the lift. U. S. Air| 
Compressor Co., 5300 Harvard Ave., 
Cleveland 7, O. 

. = © 
Waterless Hand Cleaner 


Announced by M & H | 


M & H Laboratories, 2705 Archer 
Ave., Chicago 8, has announced 
production of M & H Waterless 
Hand Cleaner, said to remove all| 
types of stains and paint discolor- 
ations. 

According to the company, the| 
hand cleaner uses no harsh abra-| WHEEL CHOCK—Described as retracting 
sives or ammonia and will rinse off | away from the wheel regardless of how 
easily under water. | tightly the tire wedges against it. Called 

* * + | Casteel Retractable Wheel Chock, the unit 
is said to hold any truck or trailer safely 
spotted in parked position. To release the 
chock, a combination trip lever and handle 
is depressed. Calument Steel Castings 
Corp., 1636 Summer St., Hammond, Ind. 


Autocar Issues Pamphlet 


For Oil Field Trade 


The- usefulness of heavy - duty 
Autocar trucks for work in oil field 
operations is described in a pam- 
phlet being distributed by Autocar 
Co., Ardmore, Pa. 

The booklet is entitled, “Auto- 
cars Custom Built for Oil Field 
Operation” and will be distributed 
to customers through company 





maintenance has | 


and illustrates the various pullers, | 
attachments and adaptors for each. | 
| Complete puller sets in each of the | 


For a copy of Bulletin No. HY- | 
1953, write Owatonna Tool Co., 314 | 


| 





1 
| 
| 
BRAKE FLUID PACKAGE—Opens up into} 
|a counter display and holds a dozen Ever | 
| Safe units. Recommended by the maker | 
for use in merchandising program for Ever | 
Safe brake fluid level indicator. General | 
| Metal Products Corp., Wilmington, O. 
* fk 


| Rubber Display Mat Featured 


|By United Motors Service | 
| A rubber counter or floor mat, to} 
| serve as a new method of identify- | 
|ing distributors of Hyatt and New|} 
|Departure bearings, is being dis- 
|tributed by United Motors Service, | 
|a division of General Motors. The | 
20-by-60-inch mat is made in five| 
inlaid colors. 

New Departure and Hyatt bear- 
ing distributors can acquire the | 
mat by having a United Motors} 
| representative make an inventory | 
lof their present stock, the division 


| 


said. | 


| may be obtained from 
| Mfg. Co., Inc., Shelbyville, Ind. 
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| WEW PRODUCTS 


nary foam _ rubber,” Gross sdid, 
“Nukraft-Foam is more economi- 
eal, offers greater lateral stability, 
has a soft-density surface, and a 
firm resilient core to make it more 
durable.” 

Information about the product 
Nukraft 





AIR REGULATOR—Has a capacity of 80 
c.f.m. at 100 pounds line pressure. Better 
control and reduced pressure losses are 
ascribed by the maker to the use of air 
pressure against the regulating diaphragm 
instead of the conventional spring-loaded 


diaphragm. DeVilbiss Co., 300 Phillips 
Ave., Toledo 1, O. 
*% * x 





DUMP BODY—Designed for hauling hot 
slag from open hearth furnaces to fill 
dumps, and carrying reclaimed slag on 
the return trip, according to the maker. 
It is stated that, because of its corrugated 
construction, the body presents double the 
usual area for cooling purposes when 


transporting molten slag. Galion Alisteel 
oO. 


* * 


Body Co., Galion, 
* 


PRT 
BARGAINS 


| 
| 


TIRE INVENTORY—Tire Advertags is of- 
fered as a tire display, together with a 
tire inventory system which, according to 
the maker, enables the dealer to keep 
track of every tire and aids in keeping 
records of the movement of tires. Myer's 
Tire Supply Co., 816 E. Market St., Akron 


‘ 


* + * 
Stewart-Warner Broadens 


Use of Tachometers 


Six new switches or “sending” 
units, which make installation of 
electric tachometers possible on a 
wider range of cars, trucks and 
marine or stationary engines which 
|}use Auto-Lite and Delco-Remy dis- 
tributors, have been announced by 
the instrument division of Stewart- 
Warner Corp., 1826 Diversey Park- 
| way, Chicago 14, Ill, At the time 
ithe electric tachometer was an- 
| nounced, its application was limited 
ito a restricted group of vehicles 
and engines. 

Model 762H can be used on 
Dodge, Plymouth, Chrysler, DeSoto, 
Henry J and Willys, starting with 
{1951 models. Model 762J is for 
Chrysler, 1946-53, straight eights 
and V-8s; DeSoto, 1952-3, V-8; Hud- 
son, 1948-52, straight eights, and 
| Packard, 1946-53, straight eights. 


| 


| Model 762K is for Buick, 1937-53, 
|straight eights; Cadillac 1941-50; 


| Oldsmobile 1940-50; Packard, 1947- 
|52, and Pontiac 1935-53. 


| 
j 
| 








KEY CHAINS—Autogram Signet chains 
offer a 72-piece assortment with insignias 


branches and the export division, | _ MONEY HOLDER — Park-O-Bank is de-| 
Drexel Bldg., Philadelphia 6, Pa. | signed for keeping parking change on 

The pamphlet is one of a series the dashboard. It holds five nickels and | 
to be prepared in industrial, agri- | 10 pennies. A pre-set adhesive is sup- 
cultural, construction and other | Plied to hold the bank in place without | 


'AP Parts Forms 


New Territories; 











of car makes. Rounding out the line is fields. 


a leather model with gold-plated insignia, 
mounted on a cowhide tab that is edged 
with a 24-carat gold channel. Signa-Craft, 
Inc., 292 Fifth Ave., New York 1, N. Y. 


2 New Lumin Products Clean 


Chrome, Aluminum, Stainless 


Two new products, Lumin Clean- 
er and Lumin Wash for cleaning 
aluminum, stainless steel and 
chrome surfaces, are being 
marketed by Lumin Sales Corp..,| 
270 Park Ave., New York 22, N. Y. | 

Lumin says they also protect 
against discloration, oxidation, cor- | 
rosion and pitting. At present, the 
two products are available only to 
commercial users. 

+ * * 








CARTRIDGE 


PICNIC SET—Outfitted with service for 
four or six persons. Equipment consists of 
plastic and stainless-steel knives, forks, 
plates, cups, spoons, salt and pepper 
shakers and a metal food box. Contempo 
Luggage Co., 170 Fifth Ave., New York 
10, N. Y. 





OIL CARTRIDGES — W.G.B. cartridges, 
according to the firm, have passed the 
88-hour filtering ability test with no evi- 
dence of migration of the media from the 
element. A copy of the Federal specifica- 
tions for this test is being offered, without 
charge, by W.G.B. Oil Clarifier, Inc., King- 
ston, N. Y. 





TOOL CATALOG —A new three-color 
catalog illustrates 13 Metcoid hot-forged 
socket sets. The walls of these sockets are 
described as 25 percent thinner, yet 


Owatonna Issues Manual stronger than others. One-piece handle 
ratchets are instantly reversible, with 22 


On Hydraulic Pullers teeth for short, smooth stroke, says Metal 


A new service manual on hy-| Engineering Co., 134 N. LaSalle St., Chi- 
draulic pullers for truck, tractor| cago 2, Ill. 


* * * 


| damage to the finish of the dash, accord- | 

ing to H. B. Cowap, 2423 Ridgeway Ave., | 

Evanston 1, Ill. | 
* a * 


Tire-Matching Caliper | 
Offered by U. S. Rubber 


A new dual-tire-matching caliper, | 
designed to help give more efficient 
fleet operation and lower cost per 
mile for truckers, has been an- 
nounced by John F. Arthur, man-| 
ager of truck tire sales for U. S.} 
Rubber Co. | 

The tool may be used to insure} 
proper matching when installing 
new tires or when rotating tires. | 
Also, where a trucker stocks re-| 
capped or repaired tires, he can 
identify them by measurement for | 
ready reference when matching} 


them with the tires on his trucks. | 
+ * * 











FENDER SKIRTS—Pictured here is Model 
C-200 for 1949-51 Fords. Also models for | 
most other makes. According to the maker, | 
these fender skirts fit on repaired fenders, 
are rattle-proof and need no nuts or bolts 
for adjustment. Lindy'’s, 3381 E. Olympic 
Bivd., Los Angeles 23, Calif. 


New-type Foam Cushioning 


Developed by Nukraft Mfg. 


Development of a process in 
which soft-density foam rubber is 
combined with a Nukraft core has 
been announced by Nukraft Mfg. 
Co., Inc., Shelbyville, Ind. 

Russell M. Gross, president, re- 
ports the product, Nukraft-foam, 
is now available to manufacturers 
of seating and cushioning. 

“Besides being superior to ordi- 






al 


HYDRAULIC HOIST—The Hiab is de 
signed for service on trucks and tractors 
and can be operated by one man from 


either side of the truck. It is attached 
to the truck bed by U-bolts, without any 
structural alterations, according to Larson 
& Co., 4127 Colbath Ave., Sherman Oaks, 
Calif. 

~*~ 


Hoists and Bodies Featured 


In New Gar Wood Catalog 


A catalog featuring Gar Wood 
heavy-duty dump-truck hoists and 
bodies has just been published by 
Gar Wood Industries, Inc. 

Copies of the bulletin, No. HB 
302, may be obtained from Gar 
Wood distributors or from the 


Customer Service Department, Gar 
Inc., 


Wood _ Industries, 
Mich. 


Wayne, 





AUTO-TOP CARRIER—Flo-Line Reddi-Rak 
will carry up to 1,000 pounds, it is stated, 
and lashing straps will give years of 
wear. Fits all car makes. Can be used to 
transport lumber, ladders, luggage, boats, 
etc. Market Forge Co., 35 Garvey St., 
Everett 49, Mass. 


Names Managers 


TOLEDO.—AP Parts Corp. has 
increased its number of sales terri- 
| tories from 19 to 21, H. Gail Kreis, 
replacement sales manager, has an- 
nounced. 

The newly created territories, 
Nos. 19 and 21, are broken down 
as follows: No. 19—Parts of Illinois, 
Iowa, Kentucky and Missouri; No. 
21—Arkansas and parts of Kansas, 
Missouri, Oklahoma and Texas. 

Jack I. Pope, of St. Louis, was 
promoted from territory represen- 
tative to take over managership of 
Territory 19. Henry A. Nichols was 
transferred from the Richmond 
(Va.) area to assume managership 
|of Territory 21. 

Kreis said the expansion involved 
four additional promotions to man- 
agerships. 

New territory managers are 
Howard Price, Maryland-Virginia 
area; John Havelka, Chicago area; 
H. C. Stivers, Texas - Louisiana 





area, and D. S. Bruce, northern 
California area. 
New territory representatives, 


Kreis announced, are Michael Tidd, 
Robert Abodeely, George Heaton 
and H. B. Turner, 


Alcoa Display Geared 
To Trucking Industry 


PITTSBURGH. — Aluminum Co. 
of America’s display at the 
National Truck, Trailer & Equip- 
ment Show in Los Angeles, June 
18-21, will feature the company’s 
aluminum sheet, plate, castin.s, 
forgings, extrusions and_ tubing 
products for the truck and trai'er 
industry. 

The Alcoa display will feature 
both new and old products. One 2f 
the new products will be Utilitu' e. 
an all-purpose tubing said to cst 
considerably less than tubing 0 
other materials. 

A heavy-duty truck axle asse 
bly and a cross-section sample ° 
a trailer landing gear wheel a i 
will be shown. 
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Correspondent George Glaser Writes .. . 





Auto Letter from Europe 


By George L. Glaser 
European Correspondent 
[NX EUROPE, as in America, it’s 
looks that sell a car. For in- 
stance, one store in Paris, which 
aims mainly at the American trade, 
features two cars of the same make, 
although one is built in Germany 
and the other in England. The 
German car consistently outsells 
the British, although there is hard- 
ly any price difference. 

As the dealer explains it, the 
German car looks good to Ameri- 
can eyes, although much more car 
is offered in the British model, in- 
cluding four doors against two in 
the German, leather 
square overhead-valve engine, 30 
percent more power, hydraulic 
clutch and other features. 

The consensus here is that the 
British outfit ought to revise the 
styling and add some chrome 
around the front windshield, 


And speaking of American cars, | 
Europeans wonder why their hoods | 


are so unsafe, Everybody can open 
them from the outside. In view of 
the parts shortage in 


upholstery, | 


Europe, | 


thieves have a field day taking 
coils, voltage regulators and other 
parts right out from under the 


hood. Why not a locked hood? 

American batteries are another 
beef in Europe. European car bat- 
teries usually last two years or 
more, and it seems advisable to 
equip American cars with premium 
batteries and tires, the latter 
perhaps even with six plys instead 
of four. 

Dealers find that high prices and 
hard-to-get parts for American 
cars spoil many sales efforts. They 


hope that someday parts may be| 
imported as necessities at reduced | 


import rates. 
* + + 


Motorization Progress 
HERE are. still sections 
France which have not yet fully 


| awakened to the auto age. In the 
| southwest, around Bordeaux, they 


are now starting to build gas 
stations in genuine Hollywood 
style. 

Modern “greasoleums” are 
springing up everywhere. They 











‘pest seller 





Anthony MODEL "'D" 6 BODY 
with Super MODEL 620-7 HOIST 


Clinches your 


DUMP TRUCK SALES: 


Regardless of what your customer may want most 

in a dump body—you’ve got it in an Anthony—-POWER, 

PERFORMANCE, FEATURES, PRICE—all are wrapped 

up in a package. Powerful sales advantages that can up 

your volume and profit to a new high—give your 

customer service satisfaction and on-the-job 

reliability he couldn’t find anywhere else at any price. 

Get your copy of the new brochure about this ‘Best Seller” 

with easy-to-read “‘Hoist Selection Guide,” from your 
Anthony Distributor, or write direct, address, Dept. 5H. 


acre. Cu 


Sell ’em 





ANTHONY 
SUPER HOIST DUMP BODIES 





NATIONWIDE DISTRIBUTION 


SALES and SERVICE 


in | 
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Loan Firm Shares 
Responsibility for 
Seller’s Ad Claims 


TALLAHASSEE, Fla.—A _ loan 
|company which finances sales by a 
|dealer in consumer goods shares 
| the responsibility that the merchan- 
dise sold is what it was represented 
to be, according to an opinion 
handed down by the Florida Su- 


usually are the last word in 
styling, with lifts, neon lighting 
and tiles as well as mosaic stone 
floors with all the dressings. 
Now, if France only would get 
a mass-produced six-cylinder car 
most of its makes have only four 


cylinders driving would be so preme Court. 
much more comfortable and} Conceding its decision probably 
smoother. “will require some changes. in 


business methods and will impose a 
greater burden on the finance com- 
panies,” the court held that Mutual 
Finance Co., Tampa, could not 
collect a note it held from F. J. 
Martin, a grocer, for the purchase 


However, the key to full motor- 
ization of Europe is housing. As 
long as the average family has to 
invest the price of a Volkswagen 
|for an apartment, one cannot hope 
for a mounting demand in autos. 

a 





* * : : 

P Woman Tire Expert— of a deep freezer which did not 

| Where to Put Rear Engine a P : perform as the salesman had 
| E ij 7 Z - Mrs. R. D. Dissinger (right) has earned represented. 

| x, UROP is still discussing the |, reputation as a tire expert. She joined Martin purchased the freezer 


problem of rear-engine 
especially the question of whether 


CATS, / her husband's tire firm in Youngstown, | from W. A. Highsmith, a Homeland 


to put the engine before the rear O., during World War II to help relieve appliance dealer, on term payments. 
axle or behind it. the manpower shortage and has found The contract was financed by Mu- 
| Experience shows that the |the work so interesting that she decided cal pace datiena ty Highanith, 

engine before the rear axle is | not to go back to housekeeping. “Every) Gonten ding that the freeser 


good in larger cars only for 
weight but detrimental to pas- 
| senger space. 

| The new Porsche, for instance, 
|a race-type sports two-seater, has 
its engine in front of the rear axle 


for better roadability. Yosemite Beckons 


Fight for the Customer Antique Autos 


HE European auto market is 

tight. In order to maintain the LOS ANGELES. — The Horseless 
production volume and attract new | Carriage Club’s sixth annual cara- 
van will chug its way from Fresno 


customers, nearly every maker now 
CRare CLEP CS COWS Venmeee ef os to Yosemite National Park June 13. 
All participating cars which must 


models at reduced prices. 
have been sold prior to 1916, will 


One of them is to offer the 
buyer of a used car a greatly re- 

meet in Fresno June 12. Festivities 
will continue through June 14, 


duced tax rate. Another is to 
Awards will be made for the 


exempt from taxes cars which 
are used only for pleasure driv- 

oldest car, car having most trouble 
but completing tour, car driving 


ing and are not written off as 

business expenses, It is believed 

that persons who can use a car | longest distance and two best-re- 
stored cars. Ralph DePalma will 

be grand marshal of the caravan. 


woman who drives," is Mrs. Dissinger's 
advice, “should know how to keep her 
tires safe and dependable.” The firm sells 
products of Seiberling Rubber Co. 


would not serve the function the 
dealer had assured him it would, 
Martin rescinded the sales contract 
and halted payments on the note. 
The finance company refused to 
repossess the freezer and sued to 
force payment of the note on the 
grounds it was under the law a 
bondafide holder of the note and 
not subject to the defense of fraud 
and failure of consideration. 

In an opinion written by Justice 
E. Harris Drew, the court held that 
since the finance company regularly 
financed the sales of the appliance 
dealer and furnished the dealer 
printed contract forms, it was to 
all intents and purposes a party 
to the transaction and _ shared 
responsibility that the freezer was 
as represented. 

















The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 


on holidays only would buy one 
| if taxes were not so high. Park- 
ing space and road problems are 
far less severe in Europe than in 
America. 

| Little conveniences also help 
stimulate sales. A French truck, for 
|instance, has a built-in tire gauge 
}on each wheel—two gauges on the 
| rear wheels for the dual tires. It is 
|easy to read the pressure on each 
tire—and helps sell tire pressure 
ia 








OT Ue as 
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le LUBRICATION 


* * x 


| Africa as Testing Ground 


Peas. which has long been the 
+4 testing ground for European 
|/car manufacturers, ought to be 
|}considered a challenge by Ameri- 
|}can makers. 

| From the Cape to Algiers, there 
|runs an extremely tough road of 
19,500 miles through ail sorts of | 
|climates and terrains. Until last 
|year, the French held the world’s 
| speed record on this road, then the 
| Italians took over by using a Fiat 
| Jeep-type Campagnola. 

In recent months, however, two | 
Frenchmen, Heurtaux and Cres- 
pin, have sliced 23 hours and 39 
| minutes off the Italian record in 
| @ six-cylinder, 152-horsepower 
Delahaye Model 235, equipped 
with three carburetors and an 
electro-magnetically operated 
four-speed transmission. The | 
record now stands at 10 days and 
five hours. 

It would be interesting to see 
how an American-made car with 
automatic transmission, power 
steering and air conditioning would | 


make out on this road. 
* a * 


Here and There 


CCORDING to trade magazine 
reports, Chevrolet has shown, 
for the first time in Europe, a} 
| diesel-engine-equipped truck in 
Geneva, Switzerland. It is said to} 
be a four-cylinder, two-cycle, valve- 
less 90-horsepower job. This would | 
be something German Opel dealers 
have been asking for. 
International Harvester operates 
a plant in western Germany which 
offers 1.3 and 1.5-ton diesel trucks. 
Narex, a new German carbure- 
tor which has no jets, float or 








Pennzoil—accepted from coast to coast as the sign of 
quality motor oil—offers you a ready market for the com- 
plete line of Pennzoil products. 

Pennzoil quality satisfies the most exacting customer, 
answers every lubrication need. It means a fast-selling, 
low-investment ‘“‘one-brand” lubrication inventory. And 
proved Pennzoil merchandising programs, together with 

a has, consistent nationwide advertising, create extra profit op- 

a ee a as. | portunities by developing new customers— steady customers. 
tona, Waidmannstrasse 21, Don’t miss these profits! Get the facts from your near- 
est Pennzoil distributor or write us for his name today. 





Porsche is showing a race-sports 
hotrod with 70 horsepower and 
weighing 1,200 pounds. 

The German auto industry’s ex- 
ports in 1952 totaled $293 million, 
of which passenger cars repre- 
sented approximately $95 million, 


THE PENNZOIL COMPANY ~ OIL CITY, PA. 














3S OR SS A Ce eS 


New Studebaker Dealer in Monrovia— 


Larry Wright Motors has opened a Studebaker dealership in Monrovia, Calif. The | 
business was bought from Edward P. King Co., Inc., which had operated it since 1934. 





| 


| 
| 





_ AUTOMOTIVE NEWS, MAY 18, 1953 








— Coming Events== 


Dealer Conventions 


May 21-23 — Washington State Auto Deal- 
ers Assn., Davenport Hotel, Spokane, 
Wash. 

June I1-14—Spring Meeting, Directors and 
County Vice-Presidents, New York State 
Automobile Dealers Assn., Thousand 
Islands Club, Alexandria Bay. 

June 25-27—Michigan Automobile Dealers 
Assn., Grand Hotel, Mackinac Island, 
Mich. 

Aug. 23-26—Automobile Dealers Assn. of 

est Virginia, Greenbrier Hotel, White 
Sulphur rings, W. Va. 

Sept. 9-10—N.H.A.D.A. Granlidden Hotel, 
Lake Sunapee, N. H. 

Sept. 10-12— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, Me. 

Sept. 13-14—Colorado Automobile Dealers 





Dealers Assn., Saranac Inn., Saranac 
Lake, N. Y. 

Sept. 13-15—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyo. 

Sept. 14-15—Automobile Dealers Assn. of 
North Dakota, Patterson Hotel, Bis- 
marck, N, D. 

Sept. 17-19— New Mexico Automotive 
Dealers Assn., La Fonda Hotel, Santa 
Fe, N. M. 

Sept. 20-22—Kentucky Automobile Dealers 
_ Inc., Phoenix Hotel, Lexington, 
y. 

Sept. 21-22—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 
Sept. 21-22—Minnesota Automobile Deal- 

ers Assn., St. Paul Hotel, St. Paul. 


Sept. 24-25—New Jersey Automotive Trade 


Larry Wright, for the last three years, was sales manager for a Studebaker dealer- 
ship in San Gabriel, Calif. 


Springs, Colo. 


Assn., Broadmoor Hotel, Colorado 
Sept. 13-15 — New York State Automobile 


Assn., Hotel Traymore, Atlantic City, 
N. J. 


Sept. 26-29—Arkansas Automobile Dealers 











pte-assembled...install 
like a one-piece ring! 


Dangle a new, patented Muskegon “UNITIZED” steel 





oil control piston ring from your fingertip and see a 
world of difference! For this multiple piece ring not 
only has superior features but it handles like a one- 
piece ring! That's right! This exclusive Muskegon 
ring is pre-assembled...and BONDED TOGETHER— 
holds fast until the engine is run. 


Muskegon’s new “UNITIZED” ring is available in 
two types: CSR-200 with fully chrome plated edges for 
double to triple ring life, and the CSR-100 without 
chrome edges—meeting all your service requirements. 


Remember, all Muskegon Service Piston Ring Sets 
are Factory Approved and Factory Engineered— 
and this is important... they are available on/y 
from Factory Service Departments through car 
dealers and other authorized service outlets. 





Muskegon CSR-200 “UNITIZED” ring consists 
of: spacer, two rails—with edges fully chrome 
plated assuring double to triple ring life and 
heavy duty expander. 





HANDLE LIKE A ONE-PIECE RING! 


Rails and spacer are correctly assembled . . . 
and bonded together making it as easy and con- 
venient to handle as a one-piece ring whether 
on the production line or in the service shop. 





BONDING AGENT DISAPPEARS 

' DURING ENGINE RUN! 
Muskegon bonds the pieces together with a 
special adhesive agent that dissolves in the hot 
engine oil during-engine run. Pieces free en- 
tirely to give the outstanding, long performance 
for which all Muskegon rings are noted. 





Assn., Inc., Convention, Arlington Hotel, 
Hot Springs, Arkansas. 

Sept. 27-28 — Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 

Oct. 4-6—Texas Automotive Dealers Assn. 
Texas Hotel, Fort Worth. 

Oct. 7-9—National Used Car Dealer Assn 
annual convention, Beuna Vista Hote 
Biloxi, Miss. 

Oct. 9-10—Pennsylvania Automotive Assn. 
William Penn Hotel, Pittsburgh. 

Oct. 13-16— Federation of Automobile 
Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct. 17-19—Arizona Automobile Deale 
Assn.. Hotel Westward Ho. Phoenix 
Oct. 18-20 — Tennessee Automotive Assn., 

Buena Vista Hotel, Biloxi, Miss. 

Oct. 25-27 — Automobile Dealers Assn. of 
Alabama, inc., Buena Vista Hotel, 
Biloxi, Miss, 

Oct. 25-27 — Florida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 13-14— Montana Automobile Dealer 
Convention, Finlen Hotel, Butte, Mont. 


Nov. 9-11 — Ohio Automobile Dealers 
Assn., Hotel Commodore Perry, Toledo. 

Nov. 9-11 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich 
mond. 


Nov. 18-19 — Oklahoma Automobile Deal 
ers Assn., Mayo Hotel, Tulsa. 


Nov. 30- Dec. 2—idaho Automobile Dea! 
ers Assn., Boise Hotel, Boise, Id. 

Dec. 3— Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 


Dealer Auto Shows 
April 17-25, 1954—Seattle Auto Show, Se 
attle Civic Auditorium, 


March 13-21, 1954—Chicago Auto Show, 
International Amphitheater. 


* * * 


General 


May 22-24 — Southeast Automotive Shew, 
Miami, Fla, 

Aug. 1!9—Annual Dealer Feast, Danville 
Auto Auction, Danville, Va. 


Sept. 21-23 — Truck Body and Equipment 
Assn. Inc., annual convention and dis- 
play, Sheraton-Gibson Hotel, Cincinnati. 


Nov. 1-2 — Texas Independent Automobile 
Dealers Assn., Ninth Annual Convention 
Plaza Hotel, San Antonio, Tex. 

Nov. 9-12—American Petroleum Institute 
meeting, Conrad Hilton Hotel, Chicago. 

March 4-7, 1954—Pacific Automotive Show 
Seattle Civic Auditorium. 


Auto Men See 
What Crashes 


Do to Dummies 


BUFFALO.—How would you like 
to go through three separate head- 
on auto collisions within an hour? 
An unidentified Buffalo man and a 
6-year-old child did it and escaped 
each time—only badly jarred and 
shaken up. 


They’re dummies used in an 
auto-safety demonstration at the 
Cornell Aeronautical Laboratory 
here. Dubbed the “Thick Man” and 
the “Half Pint” by lab personnel, 
the dummies’ proportions were de- 
signed in exact relation to the 
human body for the tests. 


Representatives of Auto-manu- 
facturers observed the tests. 


Engineers used a catapult with 
a cable attached to the frame of 
the late-model car and simulated 
crashes into stationary objects at 
20 miles an hour, The cable halted 
the auto, “just as if it had hit a 
brick wall.” 


The dummies occupied different 
seats during each test, with the 
aim of determining what “injuries” 
they would receive when thrown 
against the forward parts of the 
car. One test was conducted head- 
on, a second without a windshield 
on the car, and the third slightly 
off center. High-speed cameras re- 
corded the results. 


It was the first public demon- 
stration, culminating four months 
of work, and is a continuation of 
Cornell lab work in devising pro- 
tective pads and material for the 
aviation and auto industries that 
began eight years ago with head- 
impact studies for the U. S. Navy. 
Liberty Mutual Casualty Co. is 
sponsor of the project. 


Wash. Convention 


To Hear Minister 


SEATTLE. — Dr. Louis Hadley 
Evans, of Hollywood, Presbyterian 
minister-at-large in the U. S., will 
address the V/ashington State Auto 
Dealers Ass::. convention May 21 
in Spokane, according to L. M. 
Kauffman, president of the associ- 
ation. 

A number of business discussio’’$ 
anc social events are scheduled f»! 
the conclave, which will close M5 
23 with a dinner and floor shc. 
at the Davenport Hotel, accordi:¢ 
to Fred K. Eells, association gene*- 


al manager. 

















By James D. Woolf 
Special Correspondent 

RECENT issue of American 

Magazine gave its readers this 
shocking piece of news: “Of the 
vast number of new products intro- 
duced each year, 98 percent fail to 
produce a profit.” This estimate is 
possibly based on U. S. Government 
statistics; in any event, I do not 
doubt its approximate accuracy. 

I do not know, of course, how 
many of these new products—for 
the year, say, of 1952—involved the 
use of advertising in their promo-| 
tion, but I am sure that a lot of 
them did. Of those many that did, 
I do not believe that the primary 
reason for failure was poor adver- 
tising performance. More probably, 
in a very large number of cases, 
the reason for failure was _ the 
product itself. 

Every year I receive scores of 
letters from ambitious entrepre- 
neurs who have invented a new 
product (or bought the patent 
rights from a needy inventor) 
which they believe will make 
them rich. Nearly all of these 
letters reveal an almost childish 
faith in the magic power of ad- | 
vertising. 

A few weeks ago, for example, 
I got a letter from an orchestra | 
leader who had invented an on-| 
again-off-again handle for cans of | 


paint. The idea was that the| 
householder, occupied, say, with 
painting the woodwork in _ his} 


kitchen, could grasp the can with 
the trick handle and carry it (the! 
can) around the room. without | 
smearing his hands with paint. He 
sent me one of his handles and} 
asked me to try it. I found that it| 
worked well enough, but somehow 
or other I still managed to get a 
lot of paint on my hands. His | 
gadget was a fairly complicated | 
contraption, and it could not have! 
been sold at retail for less than $3. 

I advised the musician to forget | 
the whole thing. I told him that I| 
did not believe there was a burning | 
need among householders for his) 
invention, and that, at best, the| 
demand would be very moderate. | 

“But advertising can perform | 
miracles,” he protested in his reply. 
“Do you know that people laughed 
at Gillette’s crazy safety razor 
when he introduced it fifty years 
ago?” What has happened since 
I do not know, for there our cor-| 
respondence ended. But if this| 
orchestra leader goes ahead with | 
his dream of riches, I predict he 
will be numbered among the mis- | 
guided 98 percent in 1953. 


* * * 
Advertising Limitations 


AJANY people, including a host of | 
+" inexperienced businessmen, do| 
not grasp the limitations of adver- 
tising. Superior advertising does 
not create successful products. In 
a very real sense, just the reverse 
is true: Superior products create 
successful advertising. 

It was not advertising, funda- 
mentally, that made a Midas for- 
tune for King C. Gillette. He in- 
vented a device that the world 
needed—and in time the world beat 
a path through the woods to his 
door. Again, it was not advertising 
that won fame and fortune for the 
late Henry Ford. The world, with- 
out realizing it, was waiting for 
what Ford gave them—the horse- 
less carriage at a reasonable price. 
Nor was it superior advertising 
that created Marshall Field’s, It 
was a superior policy of dealing 
with the public that made success- 
ful advertising possible. 

If you have a product that 





U. S. Sports-Car Crown 
Goes to Johnston in Jaguar 

COVENTRY, England. — Jaguar 
Cars, Ltd., has been informed that | 
the Sports Car Club of America| 
rates Sherwood Johnston, as cham- | 
pion sports-car driver for 1952, | 
crediting him with 10,100 points, 
more than 4,000 points ahead of his 
nearest rival. 

Johnston participated in 11 out of | 
13 national events and gained most 
of his points with his Jaguar} 
XK120, which was listed as No. 1 
sports car for the year, the club 
said, ; 
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looks like a “turkey”—if it fails 
to repeat—if it shows no forward 
sales momentum at all—don’t kid 
yourself into believing that ad- 
vertising will perform miracles. 
A great advertising authority, the 
late Albert Lasker, once said a 
very true thing: “The product 
that cannot succeed without ad- 
vertising cannot succeed with it.” 
This advice applies with equal 
force to a store or any sort of 
service establishment. 


What makes advertising yield We often hear it said of some| minded believes in sincere and!to produce a_ profit. 


Salesense in Advertising 


Tested Ideas for Small Business 


| is the repeat sale, I have no figures 


to prove it, of course, but it may 
have cost as much as a dollar a box 
for each first customer when 


| Wheaties was introduced 20 years 


ago. But in all the years since then 
those same first customers have 


minded.” Well, that’s a good thing 
or it isn’t a good thing—depending 
on what is meant by sales-minded. 
If it means that the guy is so 
“clever” he can sell straw hats to 
Eskimos, I don’t want any part of 


him. If, on the other hand, it means | 
| profits, when it does yield profits,|that he is product-minded, as well | 


ie sales minded, I am for him. 


| Product Mindedness 


knows that 


man or other that he is “sales-| 





45 


truthful advertising copy—because 
he knows that nothing in selling is 
so effective, over the long pull, as 
that corny old virtue—honesty. And 
he knows, what’s more, that most 
dishonest copy is inspired by prod- 
uct inferiorities. 

So look first to your product— 
or your service, or your store, or 
whatever it is that you hope to sell 
with profit—before you start think- 
ing about advertising. If you 


| haven’t got something that is good 
| THE man who is product-minded | 
it is the superior|that you 
product that makes successful ad- technology, or whatever it takes, to 


—real good—my advice to you is 
invest your money in 


bought Wheaties again and again.|vertising possible. Unlike the| get for yourself something that is 


A fine product—a product of such 
merit that it repeated at a good 
rate — made successful advertising 
possible. 


orchestra leader, he knows that ad-| 
| vertising cannot perform miracles | 
products that serve no real|in a sling, cannot keep you out of 


for 


good—real good. 
Advertising, with its right hand 


|needs. The man who is product-|that 98 percent who fail each year 





—— does your § 


“There must be a way!” I exploded. 
“Some way to keep new car owners 
coming back in for service! 

“T’d listened to a hundred crackpot 
suggestions, and gosh knows how 
many ‘sure-fire’, ‘can’t-miss’ schemes. 
But none of them seemed to do the 
trick for me. 

“Except one—that is... Fortu- 
nately for me, the Alemite man 
happened to walk in just at that mo- 
ment and began telling me about his 
11 Point Magnet Plan. He showed me 
that friction—the number one threat 


ervice 
y BA% of vor" 


and parts ta 
overhead? 
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Many dealers over the country 

are doing just that with the Alemite 
Magnet Plan. Want the facts? Call your 
Alemite distributor. Or mail this coupon now! 


ALEMITE 


to auto life—was the answer. That 
regular and proper lubrication was 
the way to build up that all important 
link with my customers. 

“Interested, but skeptical, I de- 
cided to give his idea a try. But at 
that point I’d still have bet my shirt 
against its working! 

“Well... I believe in giving credit 
where credit is due. You should see 
my place now! Thanks to the Magnet 
Plan I’m pulling ’em in like hungry 
trout! And not just for $1.50 grease 
jobs, either. More of everything —lu- 


brication, washes, polishing jobs, 
parts . . . total service volume in all 
departments is up 26%. Customer re- 
turns have increased 29%! No won- 
der the boys in my organization have 
switched from moanin’ the blues to 
singin’ the praises of the Magnet Plan! 

“And that terrific follow-up adver- 
tising Alemite gives us every two 
weeks in the SATURDAY EVENING POST 
and COLLIER’s keeps my place hum- 
min’ like a million dollar tune-up job! 
And it doesn’t cost me a cent!” 


See how the Alemite “Magnet Plan” can help you cover your fixed 


today ! 


Oona 
Name 
Q TH] Address 
CNG icitnnaininne 


overhead—improve your trading position. No obligation. Mail coupon 


Alemite, Dept. C-53, 1826 Diversey Pkwy., Chicago 14, Illinois 


—] Send us complete information on the ‘Magnet Plan” 


CTE! Stute 


ACT NOW! JUDGE FOR YOURSELF!I-——— 





(ages 
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Few States Pass on Proposals .. . 





Labor Relations Bills | 
Hit Legislative Snags — 


ener oe little affirm- 
A ative action on bills relating to 
labor relations has resulted in state 
legislative sessions throughout the 
country thus far this year, with no 


emergence of any new _ general 
trend favoring either labor or 
management. 


Encouraged by the general out- 
come of last November's election 
and the fact that initiated acts 
curbing unions were approved at 
that time by the voters of Arizona 
and Nevada, advocates of legis- 
lation imposing additional re- 
strictions on organized labor had 
anticipated a warmer reception 
for such proposals in state legis- 
latures this year and put in- 
creased pressure behind a flood 
of bills of this type. 


With more than half of the 1953 | 


state legislative sessions already 


ing attitude among the lawmakers 
has been continued 
ward proposals likely to antagonize 
leither labor or management. This 
|is an extension of the sentiment 


|lawmills since 1947, when many 
| states enacted anti-closed shop and 


other types of restrictive laws. 
* * * 


pending at this writing in Cali- 
fornia, Connecticut, Ohio and Okla- 
homa, with such a bill expected in 
Alabama. Such measures were re- 
jected in Colorado, Idaho, Kansas, 
Oregon, Utah and Wyoming. 

Proposals for the repeal or 
modification of existing state 
laws banning the closed shop and 
| other forms of compulsory union- 








coolness to- | 


|which has dominated most state | 






H 
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Studebaker Honors Longtime Dealer— 


| 
| 
| 
| 


regional manager. Others are L. S. Allen (far left), Cleveland branch cashier, and (to 
| 


outstanding sales promotion work. | 


of Arkansas, Iowa, Nevada, 
North Carolina and Tennessee. 
Other states in which such re- 
strictive statutes remain in effect 
include Arizona, Florida, Georgia, 
Nebraska, North Dakota, South 
Dakota, Texas and Virginia. 


Bills imposing new restrictions 
adjourned, however, the prevail-| ism were killed in the legislatures | on picketing were enacted in Ar- 


— proposing new laws to out-| the right of Colgan) M. B. Sand, district manager, and John Thesing, sales manager 
law the closed shop and other | for Colgan Motors. Colgan began his career in 1920 in Elyria, O., and in 1922 took 
forms of compulsory unionism are} over the Lorain dealership. In 1941, Colgan received the Paul G. Hoffman award for 


| kansas and Oregon and are pend- 
ing in California. 

The new Arkansas law, enacted 
over Gov. Cherry’s veto, bans the 
picketing of railroad tracks lead- 
ing into a plant or premises at 
which a strike is in progress. Op- 
ponents charged it was anti-labor 





legislation to force railway union 


Cash in on this proven profit maker 






Shock 
Absorbers 


Shock Absorbers must be 


replaced on modern 
Soft, whippy springs 


require “shocks” to give 
smooth, safe ride. Many 
states now require regular 
“shock” inspection for 


safety. Now 24,000,000 


equipped with direct-action 
shock absorbers. Millions 
more need Monroe easy- 
“Conversion” 
Sets. Actual tests show 
you can sell 2 out of every 


to-install 


5 customers, 


SLE 


SHOCK ABSORBERS 


® Thirty-day guarantee of customer satisfaction 


ride be 


cars. 


this pla 


cars making 


Package 





The sensational new Monro- 
Matic shock absorber gives you 
a “leader” 


automatic adjustment for all 
loads and roads. Lets you sell 
complete sets for more than 
$10.00 profit. Dealers now using 


and 4 sets a week. Get started 
with this money- 


See your jobber >, 
or write today. $ 


Order this display, today! 


set of 4 shocks to fit prac- 
tically every owner's car. 


The new Monroe 30-Day Free 
Ride Plan provides the greatest 
profit opportunity ever offered 
the industry. Guarantee makes 
sales easy for every car that 
needs shocks replaced—two out 
of every five cars you service. 


that makes cars 
tter than new. Gives 


n are selling up to 3 


plan now. 


holds balanced 


~~ 





® Monro-Matics—the sales leader that makes cars 
ride better than new 


® Small stock serves 95 per cent of all cars 


® Installation in as little as 10 minutes per shock 































employes to cross legitimate picket 
lines. Proponents contended it 
merely provides safe passage into 
factory areas for trains that would 
be operated by supervisory persor - 
nel. 
* * * 

REGON lawmakers enacted a 

anti - organizational picketin 
|act providing that a union cannc 
| picket an establishment unless 


: | majority of the employes have de 


signated the union as_ the 
bargaining agent. 

| Legislation to curb the use of 
|injunctions in labor disputes 


James F. Colgan (center), president of Colgan Motors, Inc., Lorain, O., was honored | pending in Michigan, but was kili- 
lat a dinner in recognition of his more than 30 years as a Studebaker dealer. A 
30-year service plaque was awarded to him by Frank T. Corcoran (second from left), 


ed in West Virginia, and proposed 
restrictions on the use of union 
funds for political purposes wer: 
killed in New York and are pend- 
ing in California. 

Legislation to provide new 
state facilities or agencies for 
conciliation, mediation and arbi- 
tration of labor-managment dis- 
putes was enacted in North 
Dakota, is pending in Delaware, 
Massachusetts and Oklahoma, 
and was killed in Tennessee. 
Besides providing for the estab- 

lishment of a new board to settle 
labor - management disputes 
through mediation, conciliation or 
arbitration, the new North Dakota 
jlaw retains the so-called anti- 
closed shop law of 1947 and a ban 
against boycotts, secondary - boy- 
cotts and sympathy strikes, but re- 
peals several sections of a 1947 
law requiring labor unions to file 
certain information with the secre- 
tary of state and regulations on the 
conduct of elections to determine 
a bargaining agent. 
* + 


* 


" ALSO specifies that picketing 

can be carried out by residents 
of a local union, rather than con- 
fining it only to employes of the 
establishment involved in a labor 
dispute. However, the new act re- 
tains a ban against the importing 
of out-of-state persons to join 
picket lines. 

Proposals for new state labor 
relations agencies, to guarantee 
and regulate collective bargain- 
ing in cases not covered by 
Federal law, were rejected in 
California, Indiana and West 
Virginia, with such a bill pend- 
ing in Delaware. 

No affirmative action has been 
taken by state legislatures yet this 
year with respect to proposals for 
or against public utility anti-strike 
| laws, the constitutionality of which 
|has been clouded ever since the 
|U. S. Supreme Court in 1951 held 
| such a Wisconsin act to be uncon- 
stitutional. 





* * * 


| TENNESSEE lawmakers killed a 
bill proposing a new state 
public utility anti-strike act, while 
| a bill to repeal such an Indiana law 
was rejected. Pronesed Pennsyl- 
vania legislation would broaden the 
state’s utility anti-strike law to 
|include urban transit. Nebraska’s 
|; anti-strike law wceuld be modified 
| by a pending bill. 

A bill enacted by the New York 
Legislature makes it a misde- 
meanor for any labor union 

| representative to solicit or accept 
| @ bribe. 
| On the ground that the measure 
| was poorly drafted, Gov. Dewey 
vetoed a New York bill that would 
have barred a union representative 
| from having any interest in a con- 
| tract with an employer with whom 
the union was bargaining except 
a contract relating to employment 
| conditions. 

A new Utah law exempts non- 
|profit hospitals from the state 
labor act and thus removes them 
|beyond the pale of collective bar- 
| gaining, and Minnesota’s law ban- 
|ning strikes against nonprofit hos- 
|nitals was ruled constitutional by 
Minneapolis District Court Judge 
|Rolf Fosseen in an opinion being 
|}anpealed to the State Supreme 
| Court. 


Ready or Not! 


Motorists Warned Antifreeze. 


Summer Don’t Mix 


BOSTON.—Slowly climbing tem 
peratures should cause dealers t 
warn motorists against leavin 
antifreeze solutions in coolin 
|systems during the summer, ac 
cording to Monsanto Chemical Co 
|manufacturer of Eskimo anti 
| freeze. 
| Antifreeze solutions can becom 
contaminated by exhaust gas leak 
|age, Monsanto points out, 
cause corrosion and rust. 
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In the Hopper 





Appropriation of $3 million in| 
motor license funds for the acquisi- 
tion of land and the erection of an| 
fice building for Pennsylvania’s | 
notor vehicle and highway safety 
yureau is proposed in House Bill | 
1227, introduced by Rep. John H.| 
Moody, Dauphin. 

The motor vehicle bureau now 
is in the finance building, with 
branches located in buildings soon | 
to be demolished to provide for an 


extension of capitol offices. 
+ + * 


Illinois Bill Would Let State 


Revoke Drivers’ Licenses 


Stressing need for enactment of 
the proposed “tough” Illinois driv- 
ers’ license law, Secretary of State 
Charles F, Carpentier told members 
of the Union League Club here that 
80 percent of highway accidents 
are caused by 10 percent of the 
state’s three million licensed 
drivers. 

The new law would empower the 
secretary of state to revoke for a 
year the driving privileges of mo- 
torists involved in brushes with the | 





law. The revised statute would also | ~ 


give Carpentier authority to with- 
draw driving rights from elderly 
persons and others found to be 
suffering from “deteriorated facul- 
ties’ under a_ re-examination 
program. 

Carpentier emphasized that, 
under the present law no one has 
driver’s license, except judges for 
authority to suspend or revoke a 
certain specific violations. He said 
the proposed law is patterned after 
the uniform act fashioned by the 
National Committee on_ Traffic 
Laws. 

* 
Pennsylvania Increases Fee 


For Inspection Certificates 


Gov. John S. Fine has signed into 
law a bill increasing from five to 
10 cents the fees to official stations 
for inspection certificates. 

The measure, which had the 
support of the Pennsylvania 
Automotive Assn., was sought by 
the Revenue Department to pro- 
vide a better quality of inspection 
sticker for use on vehicle wind- 
shields in semi-annual in- 
spections. 

Gov. Fine also signed into law a 
measure to increase from 25 to 50 
cents the revenue secretary’s fee 


* * 





Sports-Car Races 
Set for Saturday 


BRIDGEHAMPTON, N. Y.—The 
Bridgehampton Sports Car Road | 
Races, sponsored by the Sports Car 
Club of America, will be held here 
Saturday (May 23). 

Entries are expected from across | 
the nation for the fifth annual! 
running in this Long Island com-| 


munity. 
Events this year are: Saga-| 
ponack Trophy Race for  pro- 


duction sports cars of 1,500-cc. dis- | 
placement and under, 48 miles; | 
Meco Trophy Race for modified | 
sports cars of 1,500-cc. displace- | 
ment, 48 miles; exhibition run of | 
vintage sports cars, 16 miles; | 
Hamptons Cup Race for production | 
sports cars of more than 1,500-cc. | 
displacement, 48 miles, and the | 
Bridgehampton Cup Race for) 
modified sports cars of more than | 
1,500-ce. displacement, 100 miles. | 
The races will be run over a}! 
four-mile circuit of town roads. 


ICC Warns Truckers 


On Red Reflector Use 


WASHINGTON.—W. Y. Blan- 
ning, director of the Bureau of 
Motor Carriers of the Interstate 
Commerce Commission, last 
week expressed concern over the 
growing number of vehicles | 
under ICC jurisdiction that are | 
bearing red reflecting materials 
on front bumpers and other 
front end locations. 





|For Off-Street Parking 


for supplying information on en- | 


cumbrances and information re- 
lating to learners’ permits, oper- 
ators’ licenses, registration and 
titling. 


* * * 


Milwaukee Balked in Plan 


The City of Milwaukee has failed 


in efforts to get authority from the | 


Wisconsin Legislature to condemn 
certain parking lots or other prop- 
erty to provide off-street parking 


space in crowded sections of the| 


city. 
The City will now look to other 
means of getting off-street parking 


without condemnation of property. 
* * * 


Personal Injury Liability 
Doubled in Maryland 


Under an amendment to the 
Baltimore automobile financial re- 
sponsibility law, auto insurance lia- 
bility minimums for personal injur- 
ies have been doubled, effective 
June 1. 





| Finance Act contained 





$5,000 and $10,000 but after June 
1 will be $10,000 and $20,000 for 
personal injuries and $1,000 and 
$5,000 for property damage. 

The law applies to all motorists 
involved in accidents in which per- 
sonal injury was involved and in 
accidents where property damage 


|}amounts to $75 or more. Formerly, 


the property damage minimum 


i was $50. 


* * 


Pa. Bill Would Give Buyer 


Repossession Sale Surplus 

Sellers of repossessed motor ve- 
hicles in Pennsylvania would be 
required to return the overplus to 
the buyer under a proposed amend- 
ment to the Motor Vehicle Sales 
in Senate 
Bill 494, introduced by Senator A. 
Evans Kephart, Philadelphia Re- 
publican. 


* 


+ 


Iowa Hikes Gas Tax a Cent 
To Build Better Roads 


The Iowa Legislature has enacted 
a law increasing the State gasoline 
tax from four cents to five cents 
per gallon. 

The bill, one of the most contro- 
versial measures offered, was 


| son. Amendments had proposed a 
two-cent and a 1%-cent increase 
with varying divisions of revenue. 
| Under the bill passed, which be- 
|comes effective July 1, all of the 
$7,500,000 estimated annual increase 
|in revenue must be spent on pri- 
|mary roads now surfaced with 


| gravel or crushed rock. 
| + Eg * 





Wisconsin Senate Approves 


Milwaukee Car-Key Bill 


The Wisconsin Senate has passed 
a bill that would give Milwaukee 
| permission to pass an ordinance 
making it illegal for a motorist to 
leave an ignition key in an unat- 
tended vehicle. It would not, how- 
ever, apply to cars left in attended 
parking lots. 

Milwaukee police have sought 
such an ordinance for several 
| years, but this is the first time it 
| has gotten as far as the Assembly. 
The bill was originally set up to 
cover all cities in the state, but 
later was amended to cover only 
Milwaukee. 


K-F Firm Names Opatrny 

| Pat Opatrny has been named 
|sales manager for Cleveland 
Kaiser-Frazer, Cleveland. He had 





The minimums were formerly| passed on the last day of the sea-| been a used-car lot manager. 





More important 
than ever before... 





right. Out-of 
cause the best 
Don’t take a 
thousandth . . 


best work. Use Federal-Mogul ex- 


condition an engine, the rods must be 
-round rod bores soon 


THE RODS ARE RIGHT! 


® Today’s high-horsepower engines put 
heavy loads on the rods. When you re- 


of new bezrings to fail. 
chance on an invisible 
. that extra thousandth 


of out-of-roundness can wreck your 








FLASH-A -CALL 
STAT HG) 


offers you 


100% to 200% Absorption 


We will personally discuss 
with you the problems of 
your shop, the corrective 
measures that must be 
taken, Train your entire 
shop personnel, guarantee 
to increase your customer 
paid labor sales or youowe 
us nothing. As manufac- 
turers, we offer you direct, 
equipment designed for 
this purpose alone, ae 
the highest known standar 

of quality, in two complete 
packages, for the large 
dealer or smaller service 
department. Our program 
meets and goes beyond the 
requirements of all major 
factories. Write us today 
and we will arrange an ap- 
pointment with a man that 
will not waste your time. 


FLASH-A-CALL 
TU ee tl ees! 


1112 South Wabash Avenue 
Dept. AN-49, Chicago 5, Illinois 

































gtARI ng 


ta 
Ue 


Sepy\c® 


Engine Bearings (Main, 


Connecting Rod and Cam- 


In a letter to the safety de- Whatever your connecting rod service needs 


partment of the Amercian 
Trucking Assns., Blanning point- 
ed out that rule 193.26 (d) (4) 
of the ICC safety regulations 
prohibits the use of red “retro- 
flective surfaces” on fronts of 


shaft) @ Bushings e Con- 
necting Rod Service — 
Exchange Insert Rods, 
Rebabbitted Rods e Con- 
necting Rod Bolts and Nuts 


may be, you'll always find the right answer change insert connecting rod service 


in the black and red Federal-Mogul packagel on every overhaul! 


FEDERAL-MOGUL SERVICE 








vehicles, He added, however, e V-Seam Piston Pin Bush- 
— = is ~ nee rear- (Division of Federal-Mogu! Corporation) ings @ Shims and Shim 
end danger signa 

DETROIT 13, MICHIGAN Stock 
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White Distributor Council Convenes— 


At its annual meeting in Cleveland, the national distributor council of White Motor 
Co. reviewed sales and service plans for the coming year. Seated around the table 
(from left) are Edmond Valee, Beaumont, Tex.; W. |. Shipp, Richmond, Va.; E. R. 
Kinnebrew, Memphis; O. W. Killian, Spokane; Robert F. Black, president of the firm; 
J. N. Bauman, sales vice-president; Noah Gresham, wholesale manager; Frank C. 
Alley, Joplin, Mo.; Gerry Bracken, Andover, Mass.; Merrill Waddell, Rockford, Ill., and 
t. A. Crookston, Kalamazoo, Mich. 





Consolidated net sales totaled $303,- 
552,000, compared with $280,844,000 
last year, an increase of 8 percent. 
first quarter, according to P. W.|Net profit was $11,284,000 against 
Litchfield, chairman of the board. $7,372,000 a year ago. 


Goodyear Tire & Rubber 


Record sales were recorded by 
Goodyear Tire & Rubber Co. in the 





mon shares for payment of a 5 


|Hopkins, George M. Jones jr., D. 
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Shareholders of Electric Auto- 


Lite Co. have voted to increase the 
number of its common shares from 
1,500,000 to 2 million and to elimi- 
nate the authorized 55,000 unissued 
preferred shares. 

The primary purpose of this 
action, the company said, is to 
make available’ sufficient com- 
percent stock dividend payable | 
May 20, 1953, which the board of 
directors recently Geclared on the 
outstanding common shares, and 
which was approved by 
holders. 

Other action included the election 
of the board of directors after vot- 
ing to increase the board member- 
ship from 11 to 14. 

New directors elected were J. P. 
Falvey, T. W. Flood and L. H. 
Middleton, all Auto-Lite vice-pres- 
idents. Directors re-elected were: 
John C. Clark, B. A. Fay, James B. 
Fenner, H. E. Hasemeyer, 


The one appeal 
that appeals to everyone! 


O some car buyers, horsepower may be 

the big thing. With others, it’s automatic 
features that count. Still others may put 
smart styling first. 


But there’s one thing every customer wants: 
in a car. That’s value. Especially value where 
it means the most—in the “vital zone’”— 
the moving parts. 


To give car buyers the “‘vital zone” value 
they look for, you may find this formula 
helpful when appraising component parts: 


quality+service+public acceptance 


Value = - 
price 


It shows that price is only one factor in 
value, and must be weighed in relation to the 
factors above the line. Timken® bearings give 
you far more above the line than any other 
tapered roller bearings. Higher quality, better 
service, and more public acceptance. And in 
terms of value features, Timken bearing prices 
are lower today than ever. The Timken Roller 
Bearing Company, Canton 6, Ohio. 








M. B.| 


On the Financial Front 


H. Kelly, R. M. Lake, R. G. Martin, 
Russel McGee and Parker Newhall. 


= * * 


National Fibres Reports 


'Net Topping $1 Million 


J. R. Millar, board chairman of | 
| National Automotive Fibres, Inc., 
Detroit, reports that the company’s 
consolidated net profit for the 
lthree months ended March 31 
amounted to $1,046,333 after pro- 


vision of $1,350,622 for Federal | 
share- |income taxes, equal to $1.05 per 
share on the 996,145 shares of 


capital stock outstanding. 


This compares with a net profit 
of $403,926, after tax provision of 


$442,904 and equal to $.41 per share, | 


for the three months ended March 
31, 1952. 

Consolidated net sales for the 
first quarter totaled $23,289,506, as 
compared with $18,803,099 in the 


| like period of 1952. 


Directors have declared a quar- 
terly dividend of 50 cents per share 





ONLY TIMKEN BEARINGS 
GIVE YOU 
ALL THESE VALUE FEATURES 


QUALITY 
1. Design leadership 
2. Steel made in our own mill 
3. Precision manufacture 
4. Rigid quality control 
5. More than 50 years’ experience 


SERVICE 


‘sat 





HELPING HAND. To help manufacturers with 
bearing installation and adjustment practices, 
engineers of the Timken Company visit auto- 
mobile plants regularly. It’s one example of the 
many extra services that are yours with Timken 
bearings. 


PINION - PROVED. Timken bearings are used on 
the pinion—toughest bearing application in a car 
—by all but two makes of cars. And they’re also 
giving top value in other places where value 
counts most . . . in wheels, transmissions and 
differentials. 


its TIMKEN for VALUE 


FRA0T MARE BIO uw & Pal 


TAPERED ROLLER BEARINGS 





6. Unequalled engineering service 


7. Unequalled research and devel- 
opment facilities for your use 


8. Installation service in the field 
9. Widest range of sizes 
10. Most dependable source of supply 


PUBLIC ACCEPTANCE 
11. First choice throughout industry 
12. Best-known name in bearings 
13. Widespread advertising 


NOT JUST A BALL CD NOT JUST A ROLLER C— THE TIMKEN TAPERED ROLLER (> BEARING TAKES RADIAL 6 AND THRUST —-@)+ LOADS OR ANY COMBINATION ME 


on capital stock, payable June 1 
to stockholders of record May 11. 


+ * * 


| Air-O-Matic Power Steer 


A dividend of 70 cents per share 
|and two promotions have been an- 
nounced by Air-O-Matic Power 
| Steer Corp., 24 Noble Court, N. W., 
| Cleveland. 

George Wichman moved up from 

executive vice-president to replace 
| Henry Schneider, who became the 
new board chairman. The executive 
vice-president’s post vacated by 
Wichman was given to Homer 
Gray, who was formerly chief engi- 
neer. Gray also was elected to the 
board of directors. 


+ * * 


Motor Wheel 


Increases in both net earnings 
and net sales of Motor Wheel Corp.., 
Lansing, for the quarter ended 
March 31, have been reported by 
M. F. Cotes, president. Net earn- 
ings were $798,813, equal to 94 cents 
per share, against net earnings of 
$739,633, or 87 cents per share, for 
the first quarter of 1952. First quar- 
ter sales were $23,925,355, or 33.8 
percent ahead of the $17,878,096 re- 
ported in the like quarter of 1952. 


* * 


Tide Water Oil 


Tide Water Associated Oil Co. 
has declared a quarterly dividend 
of 25 cents per share on the com- 
pany’s common stock, payable 
June 1. 


* * * 


American Brake Shoe 

Earnings totaling $1,295,545 and 
sales worth $36,129,384 during the 
first quarter were reported by 
American Brake Shoe Co. The de- 
clared dividend is $1 per common 
share, compared with $1.08 the year 
before. First-quarter sales in 1952 
totaled $38,265,652. 


* * * 


Commercial Credit 


Consolidated gross income of 
| Commercial Credit Co. for the first 
quarter was $35,946,457, compared 
with $30,206,569 for the same period 
of 1952. Net income before interest 
and discount charges was $18,247,- 
215, compared with $14,084,815 last 
vear. -— - -@ 


Federal-Mogul 


Federal-Mogul Corp. reported 
that net sales for the three months 
ended March 31 totaled $8,976,993, 
while net earnings were $782,326. 
In the corresponding period of 1952, 
net sales were $8,875,453, and earn- 
ings totaled $641,251. 


* * * 


Sheller Mfg. 


Net sales of Sheller Mfg. Corp. 
| for the first three months, amounted 
to $13,203,000, or 28.2 percent more 
than in 1952. Net income, after tax- 
es, totaled $896,084, a gain of 58.5 
percent over the corresponding 
| quarter of 1952. 


* * * 





Continental Motors 


Directors of Continental Motors 
Corp., Detroit, has declared a divi- 
dend of 20 cents per share, payable 
June 26 to stockholders of record 
June 5. 





* * * 


U. S. Rubber 


| Net profit of United States Rub- 

| ber Co. for the first three months 

| was $7,156,608, an increase of 141 
percent over profit of $6,247,733 for 
the same period last year, accord- 

| ing to H. E. Humphreys jr., board 
|chairman. Net sales set a record 
| at $226,933,883, compared with $220,- 
| 518,963 in the like 1952 period. 


* * * 


Clevite 


Clevite Corp. reported a profit of 
| $932,785 in the first quarter. Sales 
were $16,190,462, a new peacetime 
|high. They compare with $12,542,- 
| 195 in the 1952 period, when oper- 
|}ations of Brush Electronics Co 
| were not included. 

* x * 


Pacific Finance 
Net income of Pacific Financ» 
Corp. for the first three months 
|amounted to $1,025,393, compare:l 
| with $661,058 for the same period 
of 1952, according to Maxwell C 
| King, president. King also reporte:! 
cou the volume of loans and dis 








counts acquired during the firs 
quarter totaled $97,900,611. The: 
amounted to $88,121,520 last year. 





What will 


you read 
first 


tonight? 


You can take a tour of Henry Ford’s 
fabulous mansion, meet the world’s 
smartest detective, see Jeb Stuart’s 
charge at Bull Run—and you’ ve barely 
started to explore the topflight read- 
ing in this week’s Saturday Evening 
Post. In all, there are eight fascinating 
articles, seven exciting stories and 
America’s greatest shopping guide— 
the Post’s advertising pages. You'll 
find it hard to decide where to start 
reading and equally hard to stop. It 
happens to millions of Post readers 
each week. That explains why they 
spend more hours with the Post than 
with any other weekly magazine. 





What sells a new car? Power, styling, comfort 





and how and where you tell people about them. 
Your factory uses the Post because readers 
pay the most attention to the products they 
see there. It reaches the richest market for car 
sales. Carries the most automotive advertising. 
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Spy’s test. They knocked him out, tied him 
up, then quizzed him. If he passed, he was in 
for the most incredible and dangerous mission 
of the war. Jacob Hay’s complete novelette 
crackles with suspense. Start it early —you 
won’t go to bed till it’s finished. 


How can you make your fastest-selling lines 
sell even faster? Remind customers they saw 
them first in the Post. To millions (thousands 
in your area) ‘‘Post-advertised”’ means top 
quality and value. New seal (above) symbol- 
izes this. It can clinch more sales for you. 


The Saturday Eve 








Mister Mimic. How would you imitate a fly? 
A penny gum machine? It’s duck soup for Sid 
Caesar. And top entertainment reporter Mau- 
rice Zolotow lived the life of Caesar for weeks 
to find out how. His close-up of the TV comic 
is as authentic as it is colorful. 


ning 





Surveys show that: PReaders spend more 
time with the Post—and return to it more 
often. ®Readers believe that the Post is 
more reliable. » Readers pay more attention 
to advertising in the Post and have more con- 
fidence in Post-advertised products. 








Used-Car Auction Prices 
Market Trend 


Wholesale prices of used cars remained quite steady last week, 
according to Automotive News’ used-car index, as the overall average 
figure held at $1,029—the first week in two months that the figure 
has not fallen. 

Losses for the week were '49s, $11; ’52s, $4; ’50s, $3, and ’48s, $2. 
Gains last week were $11 for 46s; $5 for ’53s; $4 for ’51s, and $2 
for ’47s. 

Activity at the auctions slipped off, according to the index, with 
both the number of cars offered and the sales ratio down. At 10 
representative auctions last week, 1,136 cars were sold from 1,832 
offerings for an average of 62 percent. At the same auctions a week 
earlier, 1,248 cars were sold from 1,882 offerings for an average of 
66 percent. 

Prices marked with an * indicate a unit equipped with an automatic 
transmission or overdrive, and (ps) indicates power steering. 


. Windsor stati 1,850*. '49 NY 
CLEVELAND, oO. ne eo on wagon, $1,850 


4-dr., 
(Cleveland Auto Auction, Sale every | pesoro—'51 Carry-all * 
Wednesday. Prices are for sale of May 6.) DODGE 7 ae ® 


109 offerings.) $170. 


j BUICK—’50 Special 2-dr., $940*, 4-dr. se- | FORD-——’51 Victoria, $1,370. ‘49 Custom 
} dan, $900*, °49 RM 4-dr., $825". (8) 2-dr., $780, $590; Custom (6) 2-dr., 


CADILLAC—’52 (62) 4-dr., $3,460". °51 $530. '48 SD (8) club coupe, $500. °47 


(62) coupe deVille, $3,150*. SD (6) 2-dr., $385, 


on om . HUDSON—’'50 Commodore (6) 4-dr., $675*. 
CHEVROLET—'51 SL Deluxe 4-dr., $1,-| KaISER—'51 4-dr., $970, $800, °47 4-dr., 


150*; Bel Air, $1,410*. '50 Bel Air, $1,- $170. 


130; FL Special 2-dr., $660. 49 FL De-| yagn-—'50 Ambassador 2-dr., $710*. ‘49 
4- 


luxe 2-dr., $725. Ambassador 4-dr., $540*. ‘48 (600) 
CHRYSLER—’'53 NY 4-dr., $2,460*. ‘51 dr., $250*. 





‘48 Custom club coupe, $590*. °47 
(Market sound. Sold 52 cars out of Custom 4-dr., $380*%. ‘46 Deluxe 2-dr., 
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OLDSMOBILE—'51 Super (88) 4-dr., §1,- 
500*, ’50 (98) 4-dr., $1,150*. °49 (98) 
4-dr., $825*, $745*; conv., $925° °47 | 
(76) 4-dr., $355. 

PLYMOUTH—'53 Cranbrook sedan, $1,675. 
'52 Cranbrook 4-dr., $1,150. "50 SD 4-dr., 
$710. '49 SD 4-dr., $695. ‘47 SD 4-dr., 
$360 | 

PONTIAC—’51 Chieftain (6) 2-dr., $1,260 
’49 Chieftain (8) 4-dr., $935*. ‘48 SL (8) 
4-dr., $440. 

STUDEBAKER—'50 Champion 4-dr., $635. 


MANHEIM, PA. 


(Manheim Auto Sales and Auction Co 
Sale every Friday. Prices are for sale of 
May 1.) 

(Sold 104 cars out of 203 offerings.) 
BUICK—’53 Super Riviera 4-dr., $2,900*; 

Special conv., $2,870; Super Riviera 2-| 

dr., $2,850*. ‘52 Super Riviera 2-dr., 

$2,175*; Special 2-dr., $1,750. '51 RM 

Riviera 2-dr., $1,700*. '50 Special 2-dr., 

$1,150. °'49 Special 4-dr., $840*. 
CADILLAC—'52 (60) 4-dr., $4,010*, $3, 

850*; (62) club coupe, $2,930*. '51 (62) 

4-dr., $2,775*. ‘50 (62) 4-dr., $2,325*. 

’47 conv., $1,010*. (8) 4-dr., $1,205; Deluxe (8) 2-dr., $1,- 
CHEVROLET --'53 conv., $2,135; (210)| 960. "50 station wagon, $900°. 

Sports coupe, $2,110*. ‘51 SL Deluxe| HUDSON--'49 Super (6) 2-dr., $555. 

2-dr., $1,215", $1,015; Bel Air, $1,110.) LINCOLN—'49 Cosmopolitan 2-dr., $790*. 





(Compiled by A 





$1,029 $1,054 $1,106 


May Apr. March 





"50 SL Deluxe 4-dr., $760, '49 SL Special ’47 Continental sedan, $1,575*. 
2-dr., $1,010. '48 FM 4-dr., $715. MERCURY—'52 2-dr., $1,830*. ‘51 4-dr., 
CHRYSLER — '51 Imperial 4-dr., $1,650*; $1,275". 


Windsor conv., $1,650*. '50 Windsor 4-| NASH—’53 Statesman 2-dr., $1,710*. ‘51 

dr., $1,030*. '49 NY 4-dr., $1,010*. °48 Rambler station wagon, $940*. '50 Am- 

Windsor conv., $760*. bassador 4-dr., $880*. ‘48 (600) 4-dr., 
DeSOTO—’53 Fire Dome (8) club coupe, $425. 

$2,450*. °49 Custom club coupe, $750*. | OLDSMOBILE—'53 (98) Holiday, $3,450". 


"48 Deluxe 4-dr., $560. ’51 (98) Holiday, $1,750*. '48 (78) 2-dr., 
DODGE — '53 Diplomat, $2,270*, $2,160*; $495. '47 (76) 2-dr., $550. 
Coronet 4-dr., $2,065*; Meadowbrook 2- | PLYMOUTH — '53 Belvedere, $2,150*. ‘52 





dr., $1,725. '51 Diplomat, $1,375*. Suburban, $1,515, $1,400. '51 Cranbrook 
FORD — '53 sedan delivery, $1,455. ‘52 club coupe, $1,150. '48 SD 4-dr., $700. 
Victoria, $1,840*; Custom (8) 2-dr., $1,- | PONTIAC—’'53 conv., $2,650*, $2,460*. ‘52 
560*; Main (6) 2-dr., $1,265. ’'51 Custom Chieftain (8) 4-dr., $1,660. '51 Catalina, 








RIGHT UNDER HIS NOSE 
... but does he see it? 





.°°. Socony-Vacuum will help train your °s 
: lubrication men to find extra business 


*., for your other service departments! .. 


ONT: 


e@ World’s Greatest Lubrication Experience. 


e@ Exclusive “On-The-Job” Training. 


ONLY SOCONY-VACUUM OFFERS ALL THREE: 


e America’s Favorites—Mobilgas and Mobiloil. 


Scores of training centers coast-to-coast—plus a staff of 
experienced instructors and salesmen to train your men 
on the job—make Socony-Vacuum’s lubrication training 


program the finest of its kind. Here’s what it does: 


Trains your men in proper lubrication techniques, with 
emphasis on the make of car you sell... teaches them to 
point out the need for parts and services to your custom- 
ers. Result: your service departments get extra business, 
your customers are satisfied, you and your lubrication 


men gain an outstanding reputation for quality work. 






SOCONY-VACUUM 


SOCONY-VACUUM OIL COMPANY, INC., and Affiliates: MAGNOLIA PETROLEUM CO., GENERAL PETROLEUM CORP. 


Average Used-Car Prices 

















utomotive News) 


May 1953 April Mare | 
Model (to date) 1953 195 } 
1953 $2,311 $2,305  $2,35° | 
1952 1,626 1,670 1,81 
1951 1,194 1,255 1,34 
1950 951 997 1,054 
1949 756 791 815 
1948 566 584 58% 
1947 447 461 482 
1946 3% 368 395 





Overall — - 
Average $1,029 $1,054 $1,106 





(The above figures are averages of used-car auction prices, all 
makes and models, carried regularly in Automotive News.) 





$1,530*; Chieftain (8) 2-dr., $1,350* iy 

SL (8) 4-dr., $950. 
STUDEBAKER—’'53 Champion 2-dr., $2 

000*. ‘50 Champion 2-dr., $780*. ‘4% 


Commander business coupe, $495. $ 
Commander 2-dr., $560*. 
WILLYS—’50 %-ton pickup, $580. 


MASON CITY, IA. 


(Lapiner Auto Auction. Sale every Wed- 

nesday. Prices are for sale of May 6 
(Prices steady. South and west buyers 
were strong in bidding for new cars. 

Sold 123 cars out of 181 offerings.) 

BUICK—’53 Super 2-dr., $2,835"; Super 
4-dr., $2,230. ‘51 Super 4-dr., $1,505" 
"50 Super 4-dr., $1,195*; Special 2-dr. 
$890. °49 Super 4-dr., $790*. °48 Super 
2-dr., $640. 

CADILLAC—'53 Coupe deVille, $5,155* 
"51 (62) 4-dr., $2,575*. °50 (62) 4-dr. 
$2,275*. °49 (62) 4-dr., $1,595*. 

CHEVROLET—'53 Bel Air 4-dr., $2,080 
$2,060; 2-dr., $2,100*. °52 Bei Air, $1,- 
710*, $1,730*; SL Deluxe 2-dr., $1,280, 
$1,185; SL Special 4-dr., $1,120. °51 SL 
Deluxe 2-dr., $1,065, $990. °50 SL De- 
luxe 4-dr., $870. °49 FL Deluxe 2-dr. 
$935; SL Deluxe 4-dr., $820. ‘48 FL 
aerosedan, $735, $595. 

CHRYSLER—'53 NY 4-dr., $2,765*. ‘51 
Windsor 4-dr., $1,295*. ‘°50 Windsor 
4-dr., $1,050*. 

DODGE—'51 Diplomat, $1,275*; Coronet 
4-dr., $1,125*. °49 Coronet club coupe 
$745*. ‘46 Custom 4-dr., $330. 

FORD—'53 Custom (8) 4-dr., $2,005* 
Victoria, $2,335*, $2,325*, $2.280*; conv. 
$2,225*. °52 Ranch Wagon, $1,700"; 
Custom (8) 2-dr., $1,375*; Victoria, $1,- 
890*. "51 Custom (8S) 2-dr., $1,085. ‘50 
Custom (8) 4-dr., $885. °49 station- 
wagon, $690; Custom (6) 2-dr., $640, 
$630; Custom (8) 4-dr., $720; 2-dr 
$735. '48 SD (8) 2-dr., $485. '46 SD (8) 

| 2-dr., $330. 

HUDSON—'52 Hornet 4-dr., $1,690*. ‘49 
Super (6) conv., $860*. 

MERCURY—’53 4-dr., $2,365*. °52 Mon- 
terey, $2,100*. '49 2-dr., $840. '48 4-dr., 
$490. 

NASH—'52 Rambler Country Club, §$1,- 
265*. °51 Statesman, 4-dr., $885*. '49 
(600) 4-dr., $615*. 

OLDSMOBILE—’53 Super (88) 4-dr., §$2,- 
870*. ’52 (88) 4-dr., $1,950*. °47 (76) 
2-dr., $520*. 

PACKARD—’50 (200) 2-dr., $780. 

PLYMOUTH—’52 Cranbrook 4-dr., $1,355*; 
Belvedere, $1,400. '51 Cranbrook 4-dr., 
$1,035. °49 Deluxe 4-dr., $735. 

PONTIAC—’52 Chieftain (8) 2-dr., §$1,- 
625. 51 Chieftain (8) 4-dr., $1,300*. °47 
SL (8) 2-dr., $500. 

STUDEBAKER—’51 Champion 4-dr., $1,- 
090*. '50 Commander 4-dr., $850*. ‘47 
Champion 4-dr., $400. 


LAUREL, MD. 


(Colie’s Auto Auction, Sale every 
Wednesday. Prices are for sale of Apr. 29.) 





(Sold 56 cars out of 87 offerings.) 


BUICK—’50 Super 4-dr., $1,125*, $1,085 
‘49 Super conv., $975. ’48 Super station 
wagon, $400. '47 RM 4-dr., $410. 


CHEVROLET—’52 SL Deluxe 2-dr., §$1,- 
435*. '51 SL Deluxe sedans, $1,180*, $1.- 
025; SL Special 4-dr., $710. °50 SL 
Deluxe 4-dr., $915. '49 SL Deluxe 4-dr 
$860, $735. '48 FM club coupe, $600 

CHRYSLER — ‘'48 NY 4-dr., $400. ‘46 
Royal club coupe, $710. 

DeSOTO—'49 Custom 4-dr., $700*. 

DODGE — ’52 Diplomat, $1,460*. ‘51 
Meadowbrook 4-dr., $1,285. '50 Meadow- 
brook 4-dr., $810. '49 Wayfarer 2-dr., 
$600. 

FORD — ’52 ‘%-ton pickup, $890. ‘51 
Custom (8) sedan, $980; 2 at $1,100*; 
Custom (6) 2-dr., $900, $810. '49 Custom 
(8) 4-dr., $750. °'48 Deluxe (6) 2-dr., 
$470; Deluxe (8) 2-dr., $535. 

HUDSON—’'48 Commodore (8) 4-dr., $325. 
"46 Super (6) 2-dr., $140. 

KAISER—'49 4-dr., $450. 

LINCOLN—'49 Cosmopolitan 4-dr., $300 

MERCURY—’50 4-dr., $850. 

NASH—'51 Statesman 4-dr., $950. 

PACKARD—’48 conv., $625*; Clipper 4-dr., 


$550. 
PLYMOUTH—’48 SD conv., $400; Deluxe 
club coupe, $525. ‘47 SD club coupe, 


$355. 
PONTIAC—’51 Chieftain (8) 2-dr., §1,- 
375*; 4-dr., $1,255*. '47 SL (6) 4-dr. 


$310. 

STUDEBAKER—'50 Champion club coupe 
$820; 2-dr.. $700. °47 Champion -dr 
$150. 

WILLYS—’52 Aerowing 2-dr., $1,000* 


DANVILLE, VA. 


(Danville Auto Auction. Sale every 
Wednesday. Prices are for sale of May 6. 
(Prices continue to _ fall. Buyers 
hesitant at bidding. Sold 58 cars out of 
110 offerings.) 
BUICK—'46 Super 2-dr., $350. '41 Special 
4-dr., $105. 
CADILLAC—'46 (62) 4-dr., $660*. J 
CHEVROLET—’53 (150) 2-dr., $1,35¢ 52 
SL Deluxe 4-dr., $1,410%; SL Spec:a 
2-dr., $1,095; FL Deluxe 2-dr., $1,255 
FL Special 2-dr., $1,100. '51 SL [Deluxe 
2-dr., $865, $940, $1,135, $1,065 SL 
Special 4-dr., $880; FL Deluxe <-cr 
$1,125. ‘50 SL Deluxe 2-dr., $1,02 49 
SL Deluxe 2-dr., $860, $715, ‘45 S¥ 
2-dr., $555; FL 2-dr., $640. °47 FM 2 
dr., $410. '46 SM 2-dr., $310. = 
DODGE—’50 Coronet 4-dr., $1,005* 4i 
Custom 2-dr., $525. '41 2-dr., $10¢ 3 
FORD—'52 Custom (8) 2-dr., $1,565". ‘5 
Victoria, $1,300. °50 Deluxe (8) 2-ir 


(Continued on Page 51, Col. 1) 
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(Continued from Page 50) 


$800, $880. "49 Custom (8) 2-dr $700 
’'47 SD (8) 2-dr., $485. ‘46 Deluxe (8) 
2-dr., $395; SD (8) 2-dr $340 34 
2-dr. $255 31 (‘A’) 4-dr., $340 
KAISER—'47 4-dr $200. 

MERCURY—’41 2-dr., $150 | 
OLDSMOBILE—'53 (88) 4-dr., $1,870. ‘50 
(88) 2-dr., $1,140*. °49 (76) 4-dr., $700; 
4-dr., $780; (9S) 2-dr., $700; (SS) 4-dr 

$980*. 

PLYMOUTH—'51 Cranbrook 4-dr $905; 
Concord 2-dr., $515. ‘46 SD 4-dr., $240 
PONTIAC—’51 Chieftain (8) 2-dr., §$1,- | 
310*, 1,095. '50 Chieftain (8) 4-dr., $1,- 
140*, '41 (8) 2-dr., $130 
STUDEBAKER —'50 Champion 2-dr.. $730 


ALBANY, N. Y. 

«Tim Anspach's Auto Auction. Sale every 
Monday. Prices are for sale of May 4.) 

(Prices remained steady with last week, 
and it was the opinion here that prices 
have found a level. Clean cars in sharp 
demand. New-car dealers are supplying a 
large percentage of cars offered, Sold 138 
cars out of 174 offerings.) 
BUICK—’53 Super Riviera club coupe, §$2,- 

750*; sedan, $2,700*, $2,775*. ‘52 Special 

sedan, $1,750*, $1,885*; Super sedan, $1,- 






860*. '51 Special Riviera sedan, $1,380*; | 
RM Riviera sedan, $1,660*; Super sedan, | 
$1,420*. °50 RM sedan, $1,230*; Super | 
sedan, $1,260*. ‘49 RM _ sedan, $800*, 
$750*; Super sedan, $700. 
CADILLAC—’53 (62) conv., $5,150*. '52 
(62) conv., $3,875*; sedan, $2,550*. ‘51 
(60) sedan, $2,660*. ’50 (62) sedan, §2,- 
120*. °49 (60) sedan, $1,430*. °48 (62) 
conv., $900*. °47 (61) sedan, $670. ‘41 | 


(62) sedan, $375. 
53 (210) sedan, $2,050, $2,- 
es 


CHEVROLET 


275*; (150) sedan, $1,825 ,-ew, CU. 
coupe, $1,835; %-tr.. picii> £1190. "5 | 
SL Deluxe sedan, $1,485*; Be! °.., 31,-, 
700*. '51 SL Delux sedan, $1,230*, $1,- | 
260*, $1,190, $1,220*; cou,.., ©1 320°. '50| 
SL Deluxe club coupe, $1,060; ~~ 
Special sedan, $960, $810. '49 SL De-| 
luxe sedan, $740. '48 SM sedan, $710; | 
FL sedan, $560, $670; %-ton Vanette, 
$540. °47 sedan delivery, $320. °46 SL 
business coupe, $310. '41 MD club coupe, | 
$100. | 
CHRYSLER—’51 NY sedan, $1,360*. ‘45 
Windsor conv., $700*. 
DeSOTO—’48 Custom sedan, $520. | 
DODGE—’53 Coronet sedan, §$2,170*; 
Meadowbrook club coupe, $1,910*; se- 
dan, $1,710; Diplomat, $2,000*. "50 Way- 
farer sedan, $810; Diplomat. $1,280*; 


Meadowbrook sedan, $1,110. '49 Meadow- | 
brook sedan, $970. °48 Custom sedan, 
$600*. ‘46 Custom sedan, $370, $320; 
business coupe, $380. | 
FORD—'53 Custom (8) club coupe, §$2,- 
000; Victorian, $2,380*. ‘52 Main (8) 
sedan, $1,710; Main (6) sedan, $1,420*. 
’51 Custom (8) sedan, $1,060*, $1,440, 
$1,135*; Victoria, $1,425*; Deluxe (8) 
sedan, $1,110. ‘50 Custom (6) sedan, 
$890; club coupe, $840; Deluxe (8) sedan, 
$870. '49 Custom (8) sedan, $625, $730; 
conv., $875*; station wagon, $800, $180. 
’47 Deluxe (6) sedan, $270. '46 SD (8) 
sedan, $475. 
KAISER—’51 sedan, $635. '48 sedan, $250. 
LINCOLN—’49 Cosmopolitan sedan, $700*. 
MERCURY—'50 sedan, $940; club coupe, 


$1,090*. °47 sedan, $310; conv., $575. '46 
club coupe, $410; sedan, $360. 

NASH—’49 (600) sedan, $660. ‘47 (600) 
club coupe, $300. 


OLDSMOBILE—’53 Super (88) sedan, $3,- 





000*. '51 Super (88) sedan, $1,660*. '50 
(98) sedan, $1,400*; (88) sedan, §$1,- 
150*. ’48 (98) sedan, $525*. | 
PACKARD—’51 (200) sedan, $1,310*. '48 


(200) sedan, $410. '47 sedan, $300. 
PLYMOUTH—’53 Cranbrook sedan, $1,700. 

’52 Cranbrook sedan, $1,560. '51 Cam- 

bridge business coupe, $820; club coupe, | 


$1,050. ’50 Deluxe business coupe, $710; 
SD sedan, $910; Deluxe sedan, $937. '49 
Deluxe sedan, $525; SD sedan, $800. '48 


Deluxe sedan, $450. ‘47 Deluxe sedan, 
$519. 

PONTIAC—'53 Chieftain (8) conv., §$2,- | 
850*; sedan, $2,600*, $2,480*, $2,640*; | 





Catalina, $2,865*. '52 Catalina, $2,235*, 
$2,150*; Chieftain (8) conv., $2,125*. '51 
Chieftain (8) sedan, $1,400, $1,450*. '50 
SL (8) club coupe, $1,260*. ‘49 Chief- 
tain (8) sedan, $820*. 

STUDEBAKER—’53 Champion club coupe, 
$2,100*. °52 Commander sedan, $2,225*; 
conv., $1,575*. °51 Commander sedan, 
$1,000*. '48 Commander sedan, $575*; 
Champion sedan, $430, $310. '47 Com- | 
mander sedan, $310. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction, Sale every 

Wednesday. Prices are for sale of May 6.) | 
(Good demand for choice cars and 
specialty pieces. Retail reported steady 
in area. Sold 71 cars out of 104 offer- 
ings.) 

BUICK—'51 Super Riviera sedan, $1,610*. 
"50 RM sedan, $1,150*; Super sedan, 
$1,400*. '49 Super conv., $910*; Super 
sedan, $835*. '46 Super sedan, $400. 


CADILLAC—’50 (60) sedan, $2,400*; (62) 
conv., $1,900*. 49 (61) sedan, $1,520*. 
"46 (62) sedan, $625*. | 

CHEVROLET—'52 Bel Air, $1,770*; SL} 
Deluxe conv., $1,670*; sedan, $1,380, | 
$1,365. °51 SL Deluxe sedan, $1,090, | 
$1,080; SL Special sedan, $880. '50 SL | 
Deluxe sedan, $1,030, $995, $910*; SL 
Special sedan, $970, $950, $890. "49 SL 
Deluxe sedan, $910; FL Special sedan, 
$700. '48 FM sedan, $465. '47 FM sedan, 
$580. 

CHRYSLER—’48 NY sedan, $600. 

DeSOTO—’52 Custom sedan, $1,600*. ‘50 
Custom sedan, $1,090*. 

DODGE—’53 Coronet sedan, $2,200*. ‘51 





Meadowbrook sedan, $1,190. 
FORD—’'52 Custom (6) sedan, $1,360, $1,- 


320. '51 Custom (8) conv., $1,320; sedan, 
$1,255, $1,200, $1,110; Deluxe (8) sedan, 
$990, $960. °50 Custom (8) sedan, §$1,- 
045, $1,025, $990. '49 Custom (8) sedan, 
$680, $650, $640. ‘47 SD (8) sedan, 
$510. '46 SD (8) sedan, $390 

LINCOLN—’49 sedan, $750. 

MERCURY—'51 sedan, $1,270. ‘49 sedan, 
$875, $840. °46 sedan, $420. 

NASH—'51 Rambler conv., $1,000. ‘49 
Ambassador sedan, $530; (600) sedan, 
$510. 

ILDSMOBILE — ‘50 (88) sedan, $1,160* 
'49 (88) sedan, $790*, $880*; (98) sedan, 
$900*; (76) sedan, $860. 
»>ACKARD—'53 (300) sedan, $2,275*. ‘51 
(200) sedan, $1,330*. 


*~LYMOUTH — '52 Cambridge sedan, §$1,- 


Used-Car Auction Prices 
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$1,310; Custom (8) 2-dr $910 49 
Custom (SS) 4-dr $560 ‘47 SD (8) 
2-dr., $300. 
LINCOLN—'52 Capri, $2,500*. 
—'50 Rambler station wagon, $700 
1OBILE—'50 (88) club coupe, $1 
105*, '49 (9S) 4-dr., $835 
PLYMOUTH ‘53 Suburban, $1,900. ‘46| 
Special 4-dr., $340 
350* 51 Cranbrook sedan, $1,130, $1,- | PONTIAC—’49 SL (8) club coupe, $855 
090. ‘48 SD sedan, $640 ‘47 SL (8) club coupe, $575 
PONTIAC—'50 Chieftain (8) sedan $1,- | STUDEBAKER 50 Commander = 4-dr., 
220°. '47 SL (8) sedan, $520 |} $725; Champion 2-dr., $710* 
STUDEBAKER 50 Champion sedan oiled 
$810 EBENSBURG, PA. 
FLINT (Ebensburg Auto Auction Sale every 
Thursday. Prices are for sale of May 7.) 
(Flint Auto Auction. Sale every Wednes- (Prices are up on clean, late models, 
day. Prices are for sale of May 6.) and demand for them is good. Rough 


(Market holding steady, Clean cars in | pieces falling in both price and demand. 


demand.) Sold 68 cars out of 101 offerings.) 

BUICK "60 Super 2-dr., $1,360°; RM 4-| suICK —'S2 Special 2-dr., $1,500. ‘49 
dr., $1,050*; Special 2-dr., $970. Super 4-dr., $900*. ‘46 Super 4-dr., $400 

CHEVROLET—'52 Bel Air, $1,635; SL aie z 5 : 
Deluxe 2-dr. $1,350, $1,295 ‘51 SL | CADILLAC—'49 (62) conv., $1,375*. 
Deluxe 4-dr., $1,000, $995; FL Deluxe | CHEVROLET—'52 SL Deluxe 2-dr., $1,330. 
2-dr., $910. ‘50 SL Deluxe 4-dr., $725;; ‘51 Bel Air, $1,235; SL Deluxe 4-dr., 
2-dr., $725. ‘49 SL Deluxe 2-dr., $675, $1,200*, $1,060; ‘%-ton pickup, $795 
$670. '47 SM 2-dr., $490, $480 "50 SL Deluxe 2-dr., $950, $830; FL 

CHRYSLER—'49 club coupe, $760 | Deluxe 4-dr., $970, $835; 2-dr., $920*; 

DODGE—’48 Custom 4-dr., $455. ‘47 De-| FL Special 2-dr., §835. °49 SL Deluxe 
luxe 4-dr., $375. | 2-dr., $810; FL Deluxe 2-dr., $850. '48 

"52 Victoria, $1,940*. ‘51 Victoria, | 


FORD 


FL aerosedan, $670. '47 FL aerosedan, 





$525, 2 at $500; FM 4-dr., $500; club 
coupe, $540; SM 2-dr $535 "46 FL 
aerosedan, $285; %-ton pickup, $390. 

CHRYSLER-—-'49 Windsor 4-dr., $865. '40 

| Saratoga 4-dr., $215 

| DeSOTO ‘47 Suburban, $610. ‘40 4-dr 
$100 

DODGE—’'51 Meadowbrook 4-dr., $1,100* 
$1,035. '50 Wayfarer 2-dr., $750; %-ton 
pickup, $595 

|} FORD—'52 Victoria, $1,7S0* Main (6) 
2-dr., $1,225. '51 Victoria, $1,290*; Cus- 
tom (8) 4-dr., $1,200*; Custom (6) 4-dr., 
$1,037 "50 Custom (8) 2-dr., $1,010; 
Deluxe (8) 2-dr., $700; Deluxe (6) 2-dr., | 
$775 "49 Custom (6) 2-dr., $625. ‘47 
SD (8) club coupe, $455. ‘46 SD (8) 
4-dr., $460 

MERCURY 50 club coupe, $S880*. ‘'41| 
4-dr., $215. 

OLDSMOBILE—’51 (88) 4-dr., $1,580*. °41| 
(68) 4-dr., $185 

PLYMOUTH—'52 Cranbrook 4-dr., $1,195; 
Cambridge club coupe, $1,300. '51 Belve- 
dere, $1,320, $1,300; Cranbrook 4-dr., 
$1,110, $1,080. ‘50 SD club coupe, $900; 
Deluxe club coupe, $840. ‘48 Deluxe 
2-dr., $480 

PONTIAC 50 conv $1,125*; SL (6) 
2-dr., $930. ‘47 SL (8) 4-dr., $500. °46 
SL (8) 4-dr., $365. 


STU DEBAKER—'47 Champion 4-dr., $400. 
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N. LITTLE ROCK, ARK. 


(Arkansas Auto Auction Sale every 

| Tuesday. Prices are for sale of May 5.) 

(Not much change in prices. Sold 39 

|} cars out of 82 offerings.) 

| BUICK—’50 Special 4-dr., $985. ’49 Super 
conv $800 

| CADILLAC—'51 (62) 4-dr $2,525*, $2 
650*. °48 (62) 2-dr., $1,260* 

CHEVROLET—'53 (210) conv., $2,030. '52 

SL Deluxe 4-dr., $1,345, $1,375. ’'51 SL 
Deluxe 2-dr., $1,160, $1,170, $1,200*, 

| $890. '50 SD Deluxe 4-dr., $860. '49 SL 
Deluxe 4-dr., $855, $825. '48 FL Deluxe 

| 2-dr., $440. '47 FL 2-dr., $400. '41 MD 
4-dr., $185 

CHRYSLER—’51 Royal 4-dr., $1,525*. °50 
Royal 2-dr., $1,000 

| DeSOTO—'52 Custom club coupe, $1,400* 
*51 Custom 2-dr., $1,060*. '49 Custom 
conv., $605 

FORD—'52 Victoria, $1,875. ‘49 Deluxe 
(8) 2-dr., $500; conv., $455 

KAISER—'47 4-dr., $205 

LINCOLN —'47 4-dr., $185. 

MERCURY ’51 Custom 4-dr., $1,255 
$980, $1,195. '50 Custom 2-dr., $1,075 

| ‘47 Custom club coupe, $515. 

| NASH—’51 Rambler station wagon, $875 

aero "51 (98) 4-dr., $1,510* 

52, Col. 1) 


(Continued on Page 


Smooth, Sure-Acting Bendix-Westinghouse Air Brakes 
Step-up Schedules, Safety and Profits on Rugged Runs! 


How would you like to help your truck customers shorten trip 
schedule time? Step up driver efficiency? Increase their margin 
of profits? Obviously, you would . . . and you can by simply 
taking a tip from the men who operate the big rigs over the 
rugged Rocky Mountains. Here, under the toughest, most 
demanding conditions, 
Westinghouse Air Brakes help answer all three questions. 
That’s because these mighty brakes deliver the extra stopping 
power and performance that assure maximum control—anywhere, 


records show Bendix- 


any time. As a result, unnecessary slowdowns are elimi- 


nated because drivers know they can stop. Thus, trip 


speeds can be increased, heavier payloads carried safely. In 


addition, Bendix-Westinghouse Air Brakes require less main- 
tenance—overhead comes down because trucks stay on the 
job instead of piling up expense in the shop. So just add 
up all the advantages. No matter what type trucks you manu- 


facture, give your customers the benefits of added performance 


and profits by specifying Bendix-Westinghouse, the world’s most 
tried and trusted air brakes! 





7 ‘J 
i> 


THE WORLD'S MOST TRIED AND TRUSTED 


AIR BRAKES 


BENDIX-WESTINGHOUSE AUTOMOTIVE AIR BRAKE COMPANY « ELYRIA, OHIO » BERKELEY, CALIF. 
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| Chietfain (8) 4-dr., $1,225*. ‘5 | 
$535. '49 SL 





90 SL (8) ) 








| '4$9 SD 4-dr $605. ‘48 SD club coupe - 
| 
| 
| 



































. $570. - 
4-dr., $900; SL (6) 4-dr., § Qo . aT =r . 9 155* ‘ is 
* e | (8) 4-dr., $880. '48 conv., $675 B , {ws ee —— > aoa 
a sy 4 ai » 2-dr., ve f g 
- ar uction rices | STUDEBAKER 51 Commander (8) 4-dr., ’ $3 4 a ———— | Sas. 1.0008" &1940° 49 Chieftain (8) 
$835; Champion 2-dr., $655. ‘50 Land| 5 \ - M1 of? eee | ads.’ & at 9000, 
Cruiser, $770; Commander (8) 4-dr., Pe 4 romero NuoRoOne coe cod a ‘ . 
2 S CORPORAT! STUDEBAKER—'53 Champion 4-dr., $1,- s 
+ Page 51) —vgipall o | wemtenine ee 795*. °51 Champion 4-dr., $780; Land 
| ee WILLYS oS On Wee Seve ———_— Cruiser, $1,225* ‘50 Champion 4-dr 
795 Wayfare 775, $875; conv., $1,020; 4-dr., $750 9 
, - R2 (re . 730.1 Meadowbrook 4-dr., $795; Wayfarer . - a r 5 zz | $775, $875; $1 p 
PLYMOL rs = & gag rts “on. 2-dr. ‘$750. 19 Coronet club coupe, $585. | FORT WAY NE, IND. a | Champion 4-dr.. $660 
Re ‘re c 2- » 245, ‘ / ae oe oe SF c 7” : 3 54) 2. 9: 
52 aa $825. °40 SD club coupe, 47 Custom 4-dr., $350. | (Carl Marker’s Auction Sale every Kf (pg WILLYS—'52 Aerolark (61) 2-dr., $1,2 
en10 - | FORD —’'53 Custom (8) 4-dr., $2 045; Cus- | Tuesday. Prices are for sale of May 5.) . ; : s : 
WILLYS.~’52 Aerowing 2-dr., $870. tom (6) os es eet: Stain an 5 (Bidding was good, Prices holding on y 3 ! FARGO, Ms D. . 
| $1,610* fictoria, $1,6 ; Me >) a clean cars. Sold 110 cars out of 135 irae oe : Co. Sal — 
iN ‘ | oe 90, '51 Custom (8) conv., . (Tri-State Auction Co. Sale ever 
DENVER or “a5 plane §1,385* "$1,365" $1 offerings.) Se I" | lay. Prices are for sale of May 7.) i 
> ction. Sale every Tues-| 395% ‘50 Deluxe (8) 2-dr., $700; (S) %- | BUICK—'53 Super Riviera 2 dr $2,775 | (Sold 44 cars out of 88 offerings.) E 
Ne ie 5 enti ; B395. | ‘D1 Super club coupe $1,350* 4-dr 
day. Prices are for sale of May 5.) |} ton pickup, $525. '48 SD (8) 4-dr., $495 | $3 nane $1,420. 50 Bpecial sedanet, $086 —_—— BUICK—'46 Super sedan, $315 
(Fewer cars offered — percentage of | HUDSON 52 Hornet Hollywood, §1,855° "49 Special sedanet, $605. ‘48 Speciai  ——~ | CHEVROLET—'51 SL Deluxe sedan, $1 u 
cars sold steady — prices continue down | 4-dr. §1,720° sedanet, $550. '47 Super conv., $565. ‘46 E 095, $1,105, $1,155, $1,125; SL Spec 
ward. Sold 162 cars out of 291 offering®) | KAISER —'51 2-dr., $840; 4-dr., $825. 48] Super sedanet, $460 | sedan, $920. “50 SL Deluxe sedan, $81 C 
BUICK—’53 RM coupe, $3,008; oS vee: | 4-dr., $285. '47 4-dr., $160 | CADILLAC—'51 (62) 4-dr.. $2,505* . Wharp 49 FL Dalene sedan, $860, $720, $850 
875*; Super Riviera -dr., ae LINCOLN—'52 Cosmopolitan sedan, §2, SVROLET—'52 SL Deluxe 4-dr., $1,350 | sedan, 55. 
coupe, 2 at $2,715*. ~ ee 690*. ‘51 4-dr., $1,335*; club coupe | SS ae ‘$1 375 $1.395 9-aP $1,360 ‘ ; ait i | DODGE—'49 Wayfarer sedan, $640 ] 
"5 4- © =. = Shs . $1,375, 31,595; 2 3 ‘ . . ae ‘ | = 
Se Oe s30°, 49 Super 4-dr., $805, | $1,265 | $1,370,'2 at $1,385. °51 SL Deluxe 4-dr. Hubbard just worked ou FORD "52 Victoria, $1,700*; Main (8 
ee ees reo x | MERCURY—'53 2-dr., $2,225". °52 sport $1,100, $1,175; 2-dr., $1,105, $1,180. '50) way to rearrange the chrome On | sedan. $1,430. °51 Custom’ (8) sedan : 
oe 95°; club] Coupe. $2,035", - $1 eae OD catve ates | Sil+ Deluxe 2-dr., $905; 4-dr., $950.49) Jast year’s model!” | $1,135; Deluxe (8) sedan, $1,115. ‘50 
CADILLAC—'53 (62) comes eee ‘.- $1,000. '49 conv., $935; club coupe, $745 SL Deluxe 2-dr., $790; club coupe, thay Custom (8) sedan, $910; Deluxe (8 
coupe, $4,575*. ‘52 Coupe deville, 9, $750. '48 FM 2-dr., $555; FL aerosedan, $575. sedan, $915, $880. '49 Custom (6) sedar 
° : 350 50 ’ > @ Ra oa .ak mie. Man sedi I 
ose" S ee Sa a VAS 5 3 é 4 75 - | ‘47 SM 2-dr. wae “2° «& $655. $615, $700; Custom (8) sedar 
rs ’ . 1,- | NAS 51 Statesman 2-dr., $875; 4-dr. ieee | © os 50 47 SD (8) 655 $61; $7 A 1 t 
(62) 4-dr., $2,245°. "49 (62) 4-dr., § $745 $710 ‘49 Ambassador 2-dr., $565 | CHRYSLER ‘52 Saratoga 4-dr., $2,000*. | as, $465; 2-dr. x= e nen "532% sae 5 <i 7 , : 
nl fee $3,425 ‘51 Winds 4-dr., $1,445, $1,450. ‘50 “ eee Te ——— sedan, $325. '46 SD » sedan, $380 j 
: 53 Ok 2- 880; ; :—'53 (98) Holiday $3,425*; 51 indsor , $i, Pi sareiee . tae 6a Sic F 
CHEVROLET — °53 (210) | 2 a “Eee Men ces) acde” Siaie’ | Gavategn 4-ar.. 91.008. 47 9 t-dr., | HENRY J—'51 Henry J (6) 2-dr.. $485. | wepgon—'49 club coupe, $295 ' 
a0,” 365. To Bel “Air, $1 670", °51 50. (88) "4-dr., $1,385*. °49 (98) 4-dr | $380 | MERCURY—'49 Deluxe 4-dr ar 48 | KAISER—'51 Deluxe sedan $405 ‘ 
og at $1,380*; SL Deluxe 4-dr., $845". "47 (98) 4-dr., $340 | DeSOTO—'51 Sportsman, $1,410"; Custom eee ere ; re — — 8770. ‘49 | NASH--'51 Statesman sedan, $910 “ ‘ 
| $1,075, $1,010. ’50 conv., van -— PACKARD--'46 Clipper 4-dr., $285 | 4-dr., $1,430 on — ae t-dr., $77 ¢ Statesman sedan, $715. 
‘ ’ , . °4 convy., . 2 oar 5¢ : 4-dr., 2 . (6 ) -dr. $52 : ae ; . ‘ 
ee a saanan 5580. PLYMOUTH —°52 Cranbrook 4-dr., $1,445, an eee - de. S870. "48 Custom OLDSMOBILE —_ ‘52 (98) 4-dr.. $2,675*, | OLDSMOBILE—'49 (88) sedan, $805; (9s) 
CHRYSLER "52 Windsor 4-dr., $1,695. et eee ee Ee: SEEDS, Ueno. ) Gade., O0U8; Cu Coupe, 9005. °46 S-Or.,| "ns can, Sd. G1.800" ‘Be 108) bar. tenecen 528 $1,650; Cambria t 
: 1,660*; Windsor clu 2-dr., $390. menne 0 ane 0 .200*. "49 (98) 4-dr., $1,045*. uYMO ‘52 Savoy, $1,650; Cambridge 
pe $1,325 ; Windsor 4-dr., $1,- | PONTIAC—'53 Catalina, $2,825*, $2,780*,| $41 _ ‘ pial 51 4- 1,255*, $1,025. '50| sedan, $1,280. '51 Cambridge sedan, $1,- 
coupe, $1,325°. $1,020 . $2,625"; Chieftain (8) conv., $2,615"; | FORD—~91 Custom (8) 2-dr., $1,100, $1,-| PACKARD ‘51 4-dr., $1,259*, 000, "41 sedan, §116 ( 
} 110; NY 4-dr., $1,020. $e an 52 Chieftai Yata- 0* 1,215*. ‘50 Custom (8) 4-dr., t-dr., $780. Sa * 2 — ‘ 
| DODGE—'53 Coronet club coupe, $2,285.| 2-dr., $2,355". 1 oe"; eae an 705°, "6! $n48: oar $400, '49 Custom 2-dr., $740, | PLYMOUTH '50 Deluxe club coupe, $845. PONTIA C—’'53 Catalina, $2,650*. ‘50 : 
} ’52 Meadowbrook 4-dr., $1,180. ‘50° lina, $1,980*, $1,975*; 4-dr., $1,705". * cinsagt Maen wie Bisiict Pico eee Ee ae ceeearea a Chieftain (8) sedan, $1,140. °49 SL. (s) 
= eee as —_ sedan, $740. °46 Chieftain (8) sedan, 
$390. 
i 
; STUDEBAKER—'51 Champion sedan, $920 
| °49 1-ton pickup, $455. 
i _ 
! 
| Car P D 
‘Uar Farts Depot 


0 miles of 


Links Campaign 


‘To Post’s Ads 


EL PASO, Tex.—A national sales 
| campaign is under way following 
}a Car Parts Depot dealer meeting 
| here, a combination “pep rally” and 
| automotive show. 


With the cooperation of the 
| Saturday Evening Post, Car Parts 
| Depot dealers will be supplied with 
| point-of-sale material for products 
| consistently advertised in the Post 
|and regularly sold by Car Parts 
Depot. There were more than 40 
products in this “Post Parade.” 


| Basil Ryan, president of Car 
| Parts Depot, said the public needs 
|to buy faster because everybody 
has less time, and added that Car 
|Parts Depot dealers must sell 
| faster in order to realize a profit- 
| able net. Both can be accomplished 
|by concentrating on the sale of 
Post - advertised products, Ryan 
said. 


The dealer handling these brands 
is a real merchandiser rather than 
|a “landlord” renting valuable shelf 
space to slow-moving non-ad- 
vertised items, he said. 


Miles Pryor, sales manager of 





Aa i bah incon eS 





ean IT nna tance hts 





Car Parts, outlined the sales 
j program. He explained the Car 
{ iat in? Parts - Post Contest for dealer dis- 
; Enough Association ads in 53 fo stretch | plays built around Post-advertised 
e | products purchased from Car Parts. 
the power |Cash prizes will be awarded, in 
along every route shown on this map of the J 5. P |addition to the grand prize of an 
Fou bought! | original Post cover painting. 
Distinctive Association advertisements, like the one ON CITY STREETS or super- | Dri fy 
5 highways, damaging friction river o ear 
shown here, are delivering 210,000,000 selling mes- ine Onl os toe Trucking Industry Honors 
. ° ° engine. To keep your engine S. R. Burkholder 
: sages in 1953. More value-wise motorists than ever sccicn enaaiie..cala WASHINGTON.—A_ 43-year-old 
bef ill d and remember our message... ‘ask tees sapele SEs... uags sncoedeh wibbiies for 85 guate oo 
efore will rea eee 


mercial vehicles for 27 years with- 
out an accident and who has risked 
his life several times to save mo- 
torists injured in highway crashes 
has been named the trucking in- 
dustry’s driver of the year. 


He is S. R. (Pat) Burkholder, 
Sparks, Nevada, who drives a trac- 
tor-semitrailer unit for Garrett 
Freightlines, Inc., Pocatello, Id. He 
is married and has two children 
and a grandchild. 

A member of Local 533 of the 
International Brotherhood of Team- 
sters at Reno, Burkholder has 
driven more than 1,500,000 miles 
without an accident since he began 
driving a truck in 1925. The con- 
| test is sponsored by the American 
| Trucking Assns. 


use a brand of 100% pure 


Pennsylvania motor oil. 


ASK tor a brand of 
100% Pure 


PENNSYLVANIA 


for a brand of 100% Pure Pennsylvania Motor Oil.” 






PENNSYLVANIA GRADE 


ASK tor a brand of 


Oil City, Pennsylvania 
100% Pure 
Justice Firm Expands 


PENNSYLVANIA ANUS | Justice Motor Sales (Kaiser- 


; HOLIDA) Ps |Frazer), Wilkinsburg, Pa. has 
i Motor eri vag taken the lease formerly held by 
i 4 a supermarket and converted the 
SE building into a body shop with a 

| alas pfocrrantes capacity of 20 cars. The former 
qicer ak auenauiaiine = market parking lot is being used 


- : — for used-car sales. Used-car man- 
Oil City, Pennsyivenia ager is Robert Kirchenstiner, 














Used-Car Notes 
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DENVER. — David F. Finnigan, , 
president of Wheeler-Finnigan, 
nc., has purchased the bulk of} 
Sharles A. Wheeler’s stock and | 
vill continue to operate the garage 
ind salesroom at 1712 Lincoln St., 
is well as the used-car lot at 7440 
E. Colfax. 

Wheeler has taken over the 
used-car lot at 9232 E. Colfax, 
Aurora, and will do business as 
Charles A. Wheeler & Co. 


. . * 
Baltimore Dealer Is Fined 
$1,001 in Reg. W Case 


BALTIMORE. — (UTPS) —Temus 
Bright, Inc., North Ave. used-car 
establishment, and Temus Bright, 
its operator, have been fined $1,001 
for violating the Defense Produc- 
tion Act, which formerly required | 
a one-third downpayment in the} 
sale of used automobiles. 

Although the criminal informa- 
tion against the defendants 
charged irregularities in the sale 
of five autos, Thomas G. Gray, U. S. 
district attorney, said that about 






Business Urged 
To ‘Recognize’ 
Personnel Men 


NEW YORK.—Recognizing 
personnel administration as a high- 
level function of management is} 
the best way to insure proper se-| 
lection, training and advancement | 
of a company’s employes, accord-| 
ing to the American Institute of) 
Management. 


The institute has recommended | 
to its 10,000 members in all lines of | 
business that the personnel di-| 
rector should be a member of the 
top management team, with com-| 
mensurate compensation and) 
authority. 

“The problem of picking the right | 
men, developing them and advanc-| 
ing them is vital to a company’s| 
existence,” an institute bulletin de-| 
clares. “What happens in that di-| 
rection can make or break the | 
company. 

“The personnel director should | 
have the rank of vice-president, | 
and be subject only to the presi-| 
dent and the board of directors, 
and his salary should be commen-| 
surate with this position. One of | 
the best companies in this respect | 
is Johnson & Johnson, whose 
personnel director is a member of 
the board.” 


More companies should have} 
formal executive-training programs 
the institute advises, noting that} 
only a minority take advantage of | 
this method today. Planned job ro- 
tation, it is said, is one of the best 
modern methods, turning out lead- 
ers who are familiar with all as- 
pects of the business. 

Copies of the report, entitled 
“Seven Pillars of Management Ex- 
cellence,” may be obtained from| 
the institute at 125 E. Thirty-eighth 
St., New York 16, N. Y. 





Mass. Group Ace 


In Gasoline War 


SPRINGFIELD, Mass.—The 
Hampden County Retail Gasoline 
Dealers Assn. here is_ seeking 
Federal action under the Robinson- 
Patman Act to halt what the asso- 
ciation charges is discrimination by 
major oil companies in selling gaso- 
line to Thompsonville (Conn.) area | 
dealers at prices below wholesale 
sales prices in Springfield. 

At a meeting of the association, | 
specific problems resulting from 
the price war were discussed and 
it was suggested that major oil 
companies, by eliminating sub- 
sidies, could end the war. It was 
recommended that the issues be 
brought directly to the oil com- 
panies. 


Members debated contacting 
large industrial plants and offices 
to see if they could be induced to 
halt selling gas to employes at 
wholesale prices and also decided 
to ask automobile manufacturers 
for help in ending price cutting by 
salesrooms in the Thompsonville 
area. 


25 sales were found to be in viola- 
tion of Regulation W. 

Gray said junked cars’ were 
bought by customers at the sug-| 
gestion of salesmen for Bright and | 
allowances up to $250 were given| 
by the concern for the old cars in| 
order to make up the necessary 
downpayment. To compensate him- 
self for the excess allowance, 


Bright then increased the sales 
price of the car being bought, 
Gray said. | 

* * + | 


D. C. Dealers Seek Right 


To Issue Paper Tags 
WASHINGTON. The National 
Capital Used Car Dealers Assn. is 
seeking permission to issue tem- 
porary paper license tags for trans- 






















7653 Nicholas Building 
Toledo 3, Ohio 





nearest L-O-F Distributor. 


| St. on recommendation of the City 





TUF-FLEX DOORS—for maximum see-in. 


Libbey-Owens-Ford Glass Co. 


Send me your book on Visual Fronts and the name of the 


porting autos outside the District 
of Columbia. 

Such tags now are issued by the 
director of vehicles and traffic for 
the District. 

The association has also en-| 
dorsed a proposal to eliminate the 
sales tax for purposes of issuing 
a title when the car is held for re- 
sale. At present, dealers who 
purchase cars from non-title states | 
are required to title the car in the| 


District and pay the sales tax. 
* 


30 Montreal Dealers 


Face Zoning Action 


MONTREAL. — Court action has 
been taken against some 30 used- 
car establishments on Lajeunesse 





Planning Department. 

According to the building inspec- 
tion service of the Planning De- 
partment, the only automobile 
business allowed on this street is 
selling new cars. Owners of the 


establishments are scheduled to 


appear in Municipal Court. 


Whose Dice? 
Crap Game, Police Suspect; 


Charity, Say Dealers 
PHILADELPHIA.— Fourteen 


| used-car dealers were seized at the 


Broadwood Hotel when _ police 


| raided a room there on an anony- 
|mous tip that a big dice game was 


in progress. 

The men, all members of the 
Philadelphia Used Car Dealers 
Assn., were discharged by Magis- 
trate John F. Daly because of in- 
sufficient evidence. 

At the hearing, Herbert Batter- 
man, president of PUCDA and one 
of those detained, said the raiders 
stumbled into a special meeting of 
the group’s executive committee. 

Batterman said that the meeting 
was called to discuss methods of 


HOTH MOTOR 


a 


® 


er ON (CO) tn 


Sella a ia aL nag a ei ce 


To pull people inside your store, 


53 


raising $2,000 for a station wagon 
for the Cerebral Palsy Assn. 
Police said there was no evi- 
dence of a crap game, although 
five pairs of dice were found in 
the rooms, 
* * * 


| Minneapolis Dealer Auction 


| Under Way on Mondays 

| MINNEAPOLIS.—An auction for 
licensed dealers only is being held 
every Monday at the Armory here, 
starting at 11 a.m. The sales are 
for Minnesota-licensed cars only, 
according to H. A. Stevenson, man- 
ager, and cars older than 1946 are 
not accepted. The Armory is open 
for inspection of cars every Sun- 
day from 1 to 5 p.m. 


Varnadoe Gets Hudson 
Tift County Motors, on W. 
Seventh St., Tifton, Ga., has been 
appointed a Hudson dealer. Owner 
is R. J. Varnadoe. 


show them the inside with a 


Visual Front. Let them see what you’re selling. Give them 


confidence in you and your merchandise by modernizing your 
store.t— Ask your local Libbey’Owens-Ford Glass Distributor to 


give you an estimate on a Visual Front. 
He can put you in touch with local architects and contrac- 


tors who specialize in storefront 
and conditions. 


work. He knows local codes 


And he has this complete line of storefront materials: 


1. L-O-F Polished Plate Glass. 


ANP YN 


brighten your store. 


Thermopane* insulating glass. 

Tuf-flex* Doors for unobstructed visibility. 

Golden Plate to reduce fading of materials. 

Vitrolite* glass paneling for exterior beauty. 

Mirrors of L‘O:F Polished Plate Glass to enlarge and 


Mail the coupon for your free copy of our booklet on Visual 


Fronts, and for the name of your nearby L:O-F supplier. 


‘® 


¢ Published reports indicate that a well-planned modernization pro- 
gram should increase volume 25% to 35%. 


For a modern VISUA Lo 
GLASS) 


IGRONT see your nearest 


LIBBEY: OWENS: FORD 


GLASS DISTRIBUTOR 





Name — ——_—__—____—_- 
(Please Print Plainly) 

Address 

City = ——~Zone ——Stote 
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But Inventories Also Gain... 


Tire Shipments Show 


15 Percent Increase 


NEW YORK. 


March increased 
6,873,747 tires from 


Manufacturers Assn., Inc. 
Production of passenger tires was 


up 15.65 percent in March to 7,- 


918,828 tires. Inventories at the end 
of the month were 13,364,093 tires, 
an increase of 8.56 percent above 
February. 


Shipments of truck and bus tires | 
in March totalled 1,381,530 tires, an | 


increase of 7.06 percent over Febru- 
ary, when 1,290,397 tires were 


Car Ownership 
Grows by 3,000 


Families in Omaha 


OMAHA.—Cars are owned by 68,- 
432 families in the greater Omaha 
area, according to a survey con- 
ducted by the Omaha World-Herald. 
This represents 81.1 percent of the 
total population, a gain of nearly 
3,000 in car-owning families over 
1952. 

The survey found that 30,247 fam- 
ilies bought their car new (44.2 
percent) and that 38,185 families 
bought a used car (55.8 percent). 

At the same time, family incomes 
showed gains at every level since 
last year, the newspaper said. In 
1953, a total of 35 percent reported 
incomes of $5,000 or more, as com- 
pared with 28.2 percent in 1952. The 
largest family group, 50.2 percent, 
had incomes ranging between $3,- 
000 and $5,000. Only 14.8 percent 
listed incomes under $3,000. 

The survey also found that 11.2 
percent, or 7,664 families, owned 
more than one car. 

About 49,121 families, or 58.2 per- 
cent, will go on family trips this 
summer, and the preferred way to 
travel is using the family car, the 

survey found. 





























Manufacturers’ 
shipments of passenger casings in 
15.47 percent to 
5,952,768 tires | percent. 
in February, according to Rubber 


TOBAY’S BETTER BREATHING 


shipped. Bus and truck tire 
duction was up 7.1 percent in 
March and inventories were up 3.59 


Shipments of auto 


6,363,670 tubes were shipped. Pro- 


duction in March was up 16.21 per- | 


cent and inventories increased 9.06 


percent. 


$180 Cadillac 


Oregonian Builds 1903 


Scale-Model Job 


EMPIRE, Ore. A brand new 
Cadillac for $180? 

Robert Pence here has one, but 
it never saw the Cadillac factory. 


It’s a scale-model, 1903 four- 
seater, and it’s about two-thirds 
of the original size. Pence said he 
got the idea of building it after 
he received a scale model plastic 
1903 Cadillac for Christmas, and 
the entire project cost about $180. 
He added, however, that he had 
all but about $40 worth of the in- 


gredients in his shop when he 
began. 
The one-cylinder, air cooled 


engine transmits its power through 
a combination chain and belt drive, 
and will breeze the car along at 
about 20 to 25 miles an hour— 
“with ease,” Pence says. 





Government Erases 


Last Rubber Control 


WASHINGTON.—Controls on 
pale crepe rubber, used in mak- 
ing white - sidewall tires, have 
been lifted by the Government. 

The restriction on pale crepe 
was the last remaining of the 
many rubber controls which had 
been invoked early in World 
War IT. 





solved by better breathing 


-- AND MUST EXHALE 
FASTER, QUIETER 






Increased power of today’s engines is due to one basic change—getting more 
air-gas mixture into the cylinders. In short, they breathe deeper . . . must exhale 
faster. That's why AP Mufflers have been redesigned to breathe better . . . 
to exhaust this greater quantity of gas silently and with less back pressure. 


pro- 





inner tubes! 
| were 6,560,727 units, an increase of 
3.1 percent above February, when 


New engines breathe deeper be- 
cause larger bores and valves 
allow more air flow and because 
overhead valves remove restrict- 
ing angles of L-type heads, per- 
mit both incoming mixture and 
exhaust to get in and out faster. 


Camshafts have been redesigned so that 
exhaust and intake valves are open longer 
at the same time, thus causing tremendous 
"run-down" noises and creating new 
muffling problems—which have been 
















| amthead 





Guests at San Francisco GM Exhibit— 


J. F. Wolfram (left), Oldsmobile general manager, greets visitors to the Oldsmobile 


exhibit at the General Motors Motorama in San Francisco. Seated at the wheel of | 


Oldsmobile'’s experimental Starfire is William F. Hufstader, GM distribution vice-presi- 
dent. At the right are John Riach, of Riach Oldsmobile Co., Seattle, and James J. 
Phelan, of Fresno Motor Sales, Fresno, Calif. 


‘Management to Take Look 
At Its Future June 17-18 


NEW YORK. ~— Determining, 
planning and manning the future 
will be the theme of the American 
Management Assn.’s general man- 


agement conference here June 


17-19. 

About 600 business executives 
are expected to attend the ses- 
sions at the Hotel Statler. The 
association also will hold its an- 
nual business meeting at the 
Statler June 18. 


The climate in which business 
will operate in the months to 
come will be sketched by a Govern- 
ment representative, a labor leader 
and a corporate officer. 

A president, a top marketing 
executive and a financial officer— 
each from a different company— 
will describe how they are trans- 
lating business trends into specific 
operating plans. Other sessions will 
offer a case study in developing a 


Short Deal 33 Years Old 

Short Bros. Motor Co. (Chevrolet- 
Cadillac), Owensboro, Ky., recently 
celebrated its 33rd year as a Chev- 
rolet dealership. It is owned by Don 
Moore and C. P. Short. 










pressure. 


as advice on how to keep plans 








business forecast and translating 
it into a company program as well | 


flexible enough to meet unexpected | 
changes. 

Management's responsibility for 
developing executives is another 





|} with 58 out of every 
|} groups are: 


| percent; 





aspect of planning to be stressed. | 


Other major conference topics 
include setting up a product re- 
search and development depart- 
ment to achieve most profitable 
results; a review of compensa- 
tion methods used by leading 
companies to attract and hold 
key personnel and insure maxi- 
mum tax advantages, and a 
description of public relations 
practices of a company known 
for its public relations program. 
Ten new directors will be elected 
for three-year terms, the directors 
will choose officers for 1953-54 and 
the membership will vote on mis- 
cellaneous changes in the by-laws. 
President Lawrence A. Appley will 
report accomplishments of the past 
year. 

L. C. Morrow, director of special 
editorial services for McGraw-Hill 
Publishing Co., New York, is chair- 
man of the committee submitting 


‘nominations for the directorships. 


Take a deep breath, hold it, then exhale sharply. Hard to control the 
sound, isn’t it? 

That’s a simple explanation of why modern engines need modern 
AP Mufflers. 

These engines get their extra power by breathing deeper—s wallowing 
larger gulps of air-gas mixture. When they exhale, the larger quantity of 
faster moving gas hits the mufflers with a bang, bigger valves boom, 
longer overlap between the opening of intake and closing of exhaust 
valves adds more noise. Result: new silencing problems, more back 


83 Pet. of Car Use 
In Canada Called 


Essential Travel 


OTTAWA.—Auto pleasure travel 


| has shrunk in importance in Can- 


ada and 83 percent of car use on 


an average day is for essential 
| travel, C. W. Gilchrist, managing 
|director of the Canadian Good 


| Roads Assn., declared in a talk at 
| McGill University. 


The use of cars is geared to the 
new standard of living, he said, 
and has, in turn, been responsible 
for much of its improvement dur- 
ing the past decade. 

“According to a car ownership 


| survey,” he continued, “six out of 
| every 10 professional people use 


cars every day; salesmen are next, 
100. Other 
Clerical, 47 percent; 
skilled workers, 44 percent; farm- 
ers, 41 percent; semi-skilled, 39 
service workers, 30 per- 
cent, and housewives, 27 percent. 

Registrations of motor vehicles 
more than doubled from 1945 to 
1952, Gilchrist said, and there are 
now more than 3.1 million vehicles 
on Canadian highways. 

If Canada continues to grow at 
the present rate, it will have a 
population of 20.8 million by 1978, 
compared with 14.8 million now, 
according to Gilchrist. 

Automotive vehicle registrations 


| will increase from 3.1 million to 5.7 
| million and surfaced highway mile- 


age now totaling 175,000 miles will 


| grow to 260,000 miles, he said, but 


traffic congestion will not have 
eased. 

At this rate of growth, there will 
be 3.62 persons for every motor 
vehicle in 1978, compared with 4.57 
at present and 9.17 in 1928, Gil- 


christ added. 





Dalsis Reorganizes 

Reorganization of Dalsis Motors 
Inc., 208 S. Walnut St., Elmira, N. 
Y., is announced following a board 
of directors meeting. Officers 
elected at the meeting were: Elmer 
Dalsis president and treasurer; Mrs. 
Lou Ann Dalsis, secretary; W. Rus- 
sell Bosley, vice-president and sales 
manager. Everett Dalsis, former 
secretary-treasurer, resigned to 
open an agency in Olean, N. Y. 







But AP has solved both problems. How? By “‘fenced-in” silencing— 


AP Mufflers. 








dead air spaces which absorb shell noises; by short chambers to kill 
valve boom; by larger, scientifically positioned low frequency chambers 
to quiet overlap sounds; by larger inner tubes to exhaust the increased 
gases quietly and freely. 

Yes, better breathing engines need better breathing AP Mufflers. So 
keep pace with car improvements—call your AP wholesaler today. 


This decal will identify you as the spe- 
cialist which national advertising has told 
motorists to depend on for muffler service. 


tHe OP PARTS CORPORATION 


1084 AP Building + 


Toledo 


1, Ohio 


Manufacturers of: MUFFLERS «+ PIPES - MIRACLE POWER «= daf 123 
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easier 
for you 


...fo INCREASE 
SHOP PROFITS 


|and assure customer 
satisfaction through 
better repair work 


That's why 70% of the units of this 
type in use among car dealers are Sun built. 
The Sun Line is complete—offering scientific 
testing equipment of every size and type. 
This enables any car dealer, regardless of 
size, to have the units that best fit his shop 
needs. Newly engineered 6-12 volt equipment 
is now available—or your present equipment, 
through the SuN Modernization Plan, can be 
quickly converted to serve vehicles of both 
voltages. Talk to your nearest Sun Repre- 
sentative or write direct to SuN. 


UNIVERSAL 
DIAGNOSIS (== 


TESTER 


COMBUSTION 
TESTER H 


BATTERY 
CHARGER BC 
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Affecting Factories and Dealers .. . 
Auto Advertising 






William H. Hylan, vice-president 
in charge of network sales of CBS 
Television, told a press gathering in 
New York that the time is coming 
“when manufacturers will set up a 
sales quota for advertising media, 
and expect them to meet it.” 

“More and more, a medium will 
be judged not only on its ability 
to deliver advertising, but on its 
performance in moving merchan- 
dise,” Hylan said. “This trend 
will be an increasing challenge 
to every medium, because retail 
sales forces today are thinning 


out, 
“The manufacturers who will 
compete best under these circum- 


stances will be those who demand 
greater sales efficiency from their 
advertising, and who will keep ad- 
vertising investment in line with 
market potential.” 

At the meeting, Hylan said that 
CBS Television has taken over the 
business leadership among all net- 
works during April. He said that 
the company signed $4,750,000 in 
new annual gross billings during 
the period of Apr. 22-28. 

Included in the new business, 
he said, were billings with the 
Chrysler Corp., Prudential In- 
surance Co., General Electric, 
and Purex Corp., Ltd. 

According to Publishers Infor- 


mation Bureau figures, it was an-| 


nounced, CBS showed a gain of 37 
|percent in gross billing over the 
same period in 1952. 

Hylan declared that in the 
matter of sponsored time, CBS is 
far in front of all other networks, 
with a margin of 28 percent over 
its closest competitor. 

* ~ + 


|Guide Lamp Program 
Kyle MacDonnell, screen, stage 
and television performer, and Tony 
Marvin, Arthur Godfrey’s “Man 

| Friday,” have been engaged by the 

|Guide Lamp division of General 
| Motors to carry the story of the 

| Autronic-Eye to an estimated 40 
million TV viewers this spring and 

|}early summer. 

C. A. Michel, general manager 
of Guide Lamp, said the spot 
campaign featuring this auto- 
matic headlight control will be 
seen in 30 major metropolitan 
areas. 

“In using nationally known celeb- 
|rities to tell the story, our aim is 
|to place dramatic emphasis on the 
|convenience, pleasure and safety 
offered by the Autronic-Eye,” said 
Michel. “The television campaign 
supplements our comprehensive 
promotional efforts in national 
magazines and the trade press.” 

* ” * 


Joins Nemethy-Davis 


Allan R. Malcomson, until re- 
cently vice-president of sales of 


National Advertising Co., Wauke- | 


sha, Wis., has been elected presi- 
dent and treasurer of Nemethy- 
Davis Co., Detroit advertising and 
merchandising agency specializing 
in national automotive service cam- 
paigns. 

His election is part of a re- 
organization of the company aimed 
at expanding its services to auto- 
mobile manufacturers and dealers, 
according to Joseph G. Nemethy, 
| executive vice-president. 

+ * - 


C-E’s Kansas City Office 

A 10th branch of Campbell- 
Ewald Co., Detroit advertising 
agency, has been opened at 4010 
Washington St., Kansas City, 
Henry G. Little, president, has 
announced. 

R. W. Bechtel, formerly as- 
sistant account executive on the 


Chevrolet dealer group in the 
Detroit office will manage the 
new branch. 

Bechtel, in addition to auio- 


motive advertising experience in 
Detroit, was formerly in auio 
merchandising and promotion for 
one auto maker, and a zone 
manager and regional parts and 
accessory manager for another 


auto manufacturer. 
oe ” * 


Ford Used-Car Ads 


Used-car advertising, prepared by 
J. Walter Thompson Co., is cur- 
rently being run for Ford dealers 
in New York, New Jersey and 


| 


| 
| 









Connecticut in more than 200 daily 
and weekly newspapers. 

The campaign is designed to 
acquaint the public with the idea 
that the Ford dealer is in the 
used-car business, and that it is 
smart to buy cars from an 
authorized dealer. 

Other areas are said to be get- 
ting ready for the same type of i 
campaign, due to the success of Him ; er 
those already appearing. The ads 
are run in newspaper classified 
sections. 


West Heads BSF&D Office 
Harvey West, formerly account 
executive in the 
San Francisco 
offices of Brooke, 
Smith, French & 
Dorrance, has 
been named to 
head a new office 





4? 


Wentworth & Irwin 50 Years Old— 


In celebrating its 50 anniversary, Wentworth & Irwin, Inc., Portland, Ore., 
awarded service pins to a number of longtime employes. Shown (from left) are Walt 
Staheli; R. G. Shay; L. R. Bragdon; Joe Preble; Charles W. Wentworth, general man- 
ager (40 years); Miss M. A. Philbrick and Kenneth Mutch (30 years). The portrait on 
the left is that of Charles G. Irwin; the one on the right that of the late George C. 
Wentworth, founders of the firm. One of the oldest GMC truck dealers in the country, 
and a Nash dealer since 1922, the firm at one time took horses as tradeins on new 
trucks. Finding that their upkeep was too high, the firm gave the horses to a farmer 
and wrote the tradeins off the books in red ink. 


has 


sales promotion manager of West- | will guarantee a circulation of 3,- 


= “7 ae 7 inghouse Electric International | 500,000 for the final quarter of 
408 ngeles, 1€ Co. New York. 1953, with no change in advertising 
has been an- ee | rates 
nounced. re 


Emphasizing that there will be 
no change in editorial poli:y, he 
stated that the current product 
is enjoying a steady increase in 
sales. The new issues will offer 
112 pages or more per issue, he 
said. 

Exhibiting a _ specially printed 
|copy of the enlarged magazine at 
a press conference, Stouch said: 


“The first and obvious fact that 
it demonstrates is that such a 
Collier’s will enable us to offer 
more for the money at the point 
of sale. The second fact, obvious 
to our editorial staff, is that with 
more room to work in, we can do 
an even better job within the 


According to Ellis Takes M-E Post 

the company, the Appointment of Robert Ellis as 
new BSF&D|account executive of McCann- | 
be located at 1250 Wil- | Erickson, Inc., has been announced 
by Marion Harper jr., president of 
the ad agency. Ellis has been as- 
signed to the Detroit office as ac- 
| count executive on the Chrysler di- 
| vision account. 

He comes to McCann-Erickson 
ifrom D. P. Brother & Co., Inc., 
where he was an account repre- 
|sentative and writer on _ several 
automotive accounts. Previously, he 
| was assistant director of advertis- 
ing and sales promotion of DeSoto 
| for six years. 





Harvey West 


office will 
shire Blvd. 


* 


Fleischman to Willys 
Frederick Fleischman jr., 
formerly advertising manager 
with Ford International export 
operations, has been named man- 
ager of advertising and sales pro- 
motion for Willys-Overland Ex- 
port Corp. 
Hickman Price jr., president, 
said Fleischman’s appointment is 


in keeping with the company’s oe" 





planned expansion of advertising | . i : ila soversn of euch @ tack. Ghee 
and marketing of Willys vehicles | Collier s to Go Bi-Weekly every leaue the imaxinum sauna 
throughout the world. Clarence E. Stouch, president of | impact.” 


| the Crowell-Collier Publishing Co., | 
has announced that starting with | , sac a oe 
the Aug. 7 issue, Collier’s magazine |, TRe AUTOMOTIVE NEWS ALMANAC is 


: : . | @ year-long friend. Use it often for statis- 
will be published bi-weekly and tics, buyer information and personnel data. 


Fleischman joined the Jersey 
City operations of Ford Interna- 
tional in 1949. For six years prior 
to that, he was advertising and 
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Low Cost TRAVELLING CRANE 


Lifts and moves up to 1,000 Ibs., operates easily in close quar- 
ters, low enough to go into elevators, small enough to operate 
in aisles and through doors 

no hose or couplings to fail 


Moves and places engines 


Integral hydraulic pumping unit 


LEMPCOo 


MOBILCRANES 


Also available in ] and 2 TON MODELS / 
/ 


dual wheels, oil drums, etc 
Lifting height over 6 ft 

Write for '2 ton Mobilcrane 
Bulletin s, 


LEMPCO 
PRODUCTS, INC. 
Bedford, Ohio 


Gentlemen: Kindly send Bulletin 
on () % ton Mobilcrane; [1] 1 and 
2 ton Mobilcrane. 
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News in Brief 





RICHMOND, Va.—-Motor vehicle | 
fuel taxes collected for the first 
quarter of 1953 ran $752,607 ahead | 
of taxes collected during the first 
three months of 1952, the Virginia 
Motor Vehicle Division has _ re-| 
ported. First-quarter taxes col-| 
lected this year amounted to $13,- | 
706,017, compared with $12,963,410 | 
in 1952. | 





* * + 


Canada Lifts Metal Curbs 


OTTAWA. — The Canadian 
Government has lifted controls on 
the purchase and sale of primary | 
copper and aluminum. This marks | 
the first time since 1951 Govern-| 
ment approval will not be needed 
to buy or sell these metals. 


* * * 


Mass. Safety Course 


SPRINGFIELD, Mass.—The 
Massachusetts Registry of Motor | 
Vehicles and the New York Uni- | 
versity Center for Safety Educa- 
tion, in cooperation with the 
University of Massachusetts, will 





ifrom all 


present a course 
advanced problems in traffic safety 


education. 
* * 


Nash Office Moving 


CLEVELAND.—Nash Motors |{ 


headquarters for the Cleveland 
area is being moved to 8500 
Brookpark Rd. in suburban Brook- 


| lyn. 


* * * 


Packer Garbage Body 


GREENSBORO, N. C.— Packer 
Sales Corp., a new enterprise here, 
is producing a leightweight gar- 
bage truck body using a horizontal 
hydraulic packer. J. B. Myers, of 
Statesville, is president of the firm. 


* * * 


Study Fleet Supervision 

DURHAM, N. H.—Registrants 
over New England at- 
tended the recent four-day course 
for motor fleet supervision at the 
University of New Hampshire here. 
The course, sponsored by the uni- 
versity extension service, was ap- 
proved by the National Committee 


ae | 
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this summer in 








Low-Cost Cotton Harvester— 

Dearborn Motors Corp., Birmingham, Mich., announces a low-cost cotton harvester 
which, it says, harvests up to 114 acres per hour. It removes both cotton and burrs 
from the stalk. A blower delivers the cotton and burrs to a trailing wagon designed 
for mounting on Ford tractors, blowing out dirt and trash. 


for Motor Vehicle Fleet Super-| increased production of the firm’s 
vision Training. clay desiccant, silica gel, and in- 
ee | dustrial coating products. 

* * * 


Mobile Gets Eagle Plant ‘ : 
MOBILE, Ala.—Development of a| . Y. Writes Off ‘Buggies’ 
new manufacturing plant here has ALBANY.—New York State has 
been announced by Eagle Chemical | decided officially that the gasoline- 
Co., manufacturer of desiccants| powered automobile has edged out 
and industrial coatings. Eagle of-|steam and electric buggies. Gov. 
ficials say the facilities will permit! Thomas E. Dewey signed a bill re- 
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NO WONDER LUMITE™ SARAN PLASTIC 
OUTSELLS ALL OTHER SEAT COVER FABRICS 


.... at grocitoy profits to you ! 


FOR FREE SALES AIDS and further information, write: 
Dept AN-32 Lumite Division, Chicopee Mills, Inc. 


47 Worth Street, 


New York 13, N.Y. 


woven 


SARAN 
fabric 


LUMITE 


*Registered Trade-mark 


! 
| moving the provision calling for a 


description of the “motive power’ 
in applications for automobile li- 
cense plates. In the past, the 
motorist has had to check of 
whether his car was powered ‘ y 
electricity, steam or gas. 

* + = 


Line Adds 104 Trucks 


CHARLOTTE, N. C.—Centr: 
Motor Lines, Inc., has bought ar 
placed in operation 104 Mac 
A-55-T diesel trucks at an expend 
ture of more than $1 million, a 
cording to P. H. Johnson, pres 
dent. 


* + * 


Fire Hits Battery Firm 


FT. ERIE, Ont.—A $225,000 firs 
swept a one-story factory housin; 
the Gould National Storage Batter, 
Co. Ltd. here. The firm is a subsid- 
iary of Gould-National Batteries 
Inc., Depew, N. Y. 


* * a 


Messer Plans Expansion 


NORTON, Kans.—Plans are un- 
der way to enlarge the shop 
facilities of the L. J. Messer Co.. 
parts wholesaler here, according to 
Wes Hays, manager. The firm will 
construct a 40 by 20-foot extension 


to the west end of its repair shop 
* - * 


Adding Machines Listed 


Remington Rand Inc., 315 Fourth 
Ave., New York 10, N. Y., has re- 
leased a four-page folder on the 
firm’s hand-operated adding ma- 
chines. The company said that the 
folder emphasizes the accuracy, 
capacity and economy of the ma- 
chines. 


Auto Market 


(Continued from Page 18) 


turnover for the first week in May 
surpassed the same period of a 
year ago by more than 200 units. 

Total sales for the first seven 
days reached more than 1,555 
cars as against 1,316 a year ago. 
However, the figure for this year 
reflected a drop as compared 
with previous weeks, with the 
last seven-day period being al- 
most 300 cars under the preced- 
ing two weeks. 

For one of the few weeks this 
year, sales of used vehicles slipped 
beneath the same week a year ago. 
In the seven-day period ended 
May 9, used-car sales dipped to 
1,611, about 900 under the previous 
seven-day period and more than 
200 under the same period a year 
ago. However, total used-car sales 
for the year, 27,070, are above the 
same period in 1952. 

Truck sales remain in the mod- 
erate bracket—102 new and 81 used. 
This is about the same pace as a 


year ago.—(Sanford Markey.) 
* * * 


St. Louis 

Used-car sales seem to be the 
concern of most dealers in the St. 
Louis area. 

At the recent state meeting, 
the subject of general conver- 
sation was the unsatisfactory 
conditions existing in the used- 
car market. Stocks are at an all- 
time high, both in units and in 
dollars, while sales have failed 
to show their usual spring 
strength. 

Newspapers are carrying an un- 
precedented linage of used-car ads 
featuring sales and cut prices. Re- 
sults in most cases have been re- 
ported as disappointing. So far. 
these conditions have not reflected 
themselves unfavorably on new- 
car deliveries. New-car demand is 


still strong and deliveries ap- 
parently will hold good as long as 
dealers can continue to stock 
tradeins. 


Terms are beginning to be of 
some concern. Finance companies 
are reportedly choosing their 
purchases with more care and de- 
manding paper of more conserv- 
ative nature. Some “no-cash-down”’ 
advertising is appearing, but in- 
vestigation indicates this may be 
misleading since the downpayment 
in such cases is usually secured by 
means of a mortgage on household 
goods. 

More conservative dealers 
frown on the practice and pre- 
dict that the financial difficulties 
of buyers under this plan will be 
distressing and will reflect no 
credit upon the industry, 

The usual spring upturn in 
service and parts sales has made 
a belated appearance. Shops gener- 
ally are at about capacity.—(Sam 
X. Hurst.) 
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Litchfield Would Insure Output During Ownership Change .. . 





Synthetic Rubber Plan Offered : 


AKRON.--A program to prevent | 
any interruption of synthetic rub-| 
ber production during the ap- 
proaching transfer of the plants 
trom Government to private owner- 
ship was suggested last week by| 
P. W. Litchfield, board chairman of | 
Goodyear Tire & Rubber Co. 

His program is detailed in | 
“Notes On America’s Rubber In- | 
dustry, No. 19—The Synthetic | 
Industry From Infant to Indis- | 
pensable Giant in 10 Brief | 
Years.” | 

Emphasizing that the war-born | 
synthetic industry is vitally essen- | 
tial, Litchfield said the following 
steps are necessary to protect the 
nation’s interests: 

1. Maintenance of full production 
schedules between now and the 
time the synthetic plants are 
finally transferred to private 
ownership. 

2. Creation of a reserve stock- 
pile of at least 200,000 tons of syn- 
thetic rubber, building from ex- 
cesses beyond current needs. 

The first step, he said, would) 
provide enough synthetic rubber 
for the nation’s needs and keep 
the price of natural rubber within 
reason. 

The stockpile is needed for secu-| 
rity reasons, he said, because of the 
possibility of an interruption of 
production, possibly as long as two 








Trico Requests 
Dismissal of 


$16 Million Suit 


BUFFALO. — A request to dis- 
miss a $16 million suit against 
Trico Products Corp., of Buffalo, 
has been filed in Federal Court in 
answer to a suit charging the cor- 
poration with violation of antitrust 
laws and patent infringement. 

The original suit, filed March 26 
by Anderson Co. and Productive 
inventions, Inc., both of Gary, Ind., 
accused Trico of unfair competition 
and price fixing in the windshield 
wiper business. Trico also was ac- 
cused of infringing a wiper-blade 
patent held by Productive In- 
ventions. 

The suit asked triple damages, 
amounting to $15,277,931.40 for An- 
derson manufacturer of Anco 
windshield wiper products, and $1,- 
189,120.20 for Productive Inventions, 
Anderson’s parent company. 

The court also was asked to en- 
join Trico from engaging in price 
tixing and trade-restraining activi- 
ties and to issue an injunction 
against further alleged patent in- 
fringement by Trico. 

Trico denied the charges and ac- 
cused Anderson and Productive In- 
ventions of having “engaged in... 
unfair competition, price discrim- 
ination, lotteries, payment of ‘push 
money’ to distributors and em- 
ployes, illegal restraint . .. and} 
publication of false statements 
about Trico Corp.” j 


Bakelite to Build 
3 New Plants 


NEW YORK.— Bakelite Co., a} 
division of Union Carbide & Car- 
bon Corp., has announced a three- 
year expansion program. 

H. S. Bunn, Bakelite president, | 
said the company will construct | 
three new plants for the production 
of polyethylene plastic, its com- 
pounds and other chemicals from 
natural gas. 

Bunn said the new plants have 
the capacity to double present U. S. | 
polyethylene production, bringing | 
annual output of Bakelite polyethy- 
lene to more than 250 million 
pounds. 

The first new plant will begin 
operation in Texas City, Tex., 
about August of this year, Bunn 
said, with the Seadrift (Tex.) plant 
opening in mid-1954 and the 
Torrance (Calif.) plant in early 
1955. 








S. C. Firm Founded 


Southern Auto Sales, Inc., Co- 
lumbia, S. C., has been organized 
with capital stock of $20,000 to 
buy, sell, trade, insure and finance 
automobiles. Rhett _T. Easterling is 
president. 








years, during the change of owner-| world economy at its present level 
ship. calls for 50 percent more new rub- 

“I see no reason why these | ber than the areas planted to rub- 
steps cannot be taken in stride | ber trees will produce in 1953; that 
and I believe our Government (jn this country alone total con- 
and the rubber industry are obli- 
gated to take them in the public 
interest,” he said. 


While the current situation is 


sumption of new rubber this year 
will amount to 80 percent of the 
year’s entire world crop of natural 

















“comfortable,” with supplies of rubber. 

natural and synthetic in balance| “The difference between the 

with demand, we must not be lulled| total need for rubber and the 

into a sense of false security, Litch-| available supply of natural rub- 

field warned. He cited three factors| ber is, of course, made up by the 

which must be borne in mind: output of the synthetic rubber Walker Conditions Salesmen— 

1. The current Communist ag- | industry which, save for a small A series of two-week sales and product training programs has been held at the 
gression in Indochina which threat- fraction, | is centralized in this | Racine (Wis.) office of Walker Mfg. Co., according to John Engels, vice-president. 
ens the security of the rubber- country,” he said. Shown here is a typical session on sales policies, promotion, sales demonstrations and 
growing areas of southeastern “It is quite apparent that there | techniques under the supervision of Jack Sherwin, sales training director, and with 
Asia. will be little increase in the present | the cooperation of home office executives. 

2. The approaching ownership| output of natural rubber in the al aie ak So aa 7 are a 
change of synthetic plants. foreseeable future, he added. “A! Prentice Hall Buys Rights | driver-education text used in high 

3. The steadily increasing demand|seven-year span exists between ° 5 : ; 
for rubber. He said it is not un-| planting and tapping. Meanwhile, To Driver-Training Text ae yee? ae — Se 
reasonable to expect that by 1960,| existing plantings are depleting} Prentice Hall, Inc., New York, | “©9C"8 materials from the Assn. 
the total need will exceed present|themselves at a rate probably|textbook publisher, has acquired |°f Casualty and Surety Co. 
total capacities by 25 percent. higher than they are being re-/| publication and distribution rights| Approximately 450,000 copies of 

Litchfield said that to maintain placed.” |of “Man and the Motor Car,”|the text are now being used. 











es a ye 

COS er 
Engineered 
for the 


BIG loads! 





The value of a heavy-duty truck depends on its 
ability to “stand up” under the big loads—to take a 
maximum of punishment with a minimum of 
maintenance. And that’s why Hyatt Roller Bearings 
have long been the top choice of leading truck 
manufacturers—for Hyatts are engineered and built 
for the big loads! In differentials, rear wheels, pinions, 


transmissions, steering gears and other vital 





positions, Hyatt Roller Bearings are performance- 
proved to have longer life at peak efficiency— 
reducing costs as they reduce friction. If you aren’t 
already profiting through the use of Hyatts, 
investigate the advantages of Hyatt Hy-Load and 
Hyatt Spherangular Roller Bearings for all 
automotive applications. Write to Hyatt Bearings 
Division, General Motors Corporation, 


Detroit, Michigan. 


VWATYT ROLLER BEARINGS , 
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| motor car business, it has been an- 
| nounced. 

| Stewart left his post as general 
|manager of the chamber Apr. 30 
|for a six-month vacation, and his 
| retirement will take effect Oct. 31. 
|His resignation as general man- 
|ager of the National Motor Shows 
was effective Apr. 30. 


x o * 


Mack Returns Wheeler 


To Southwest Division 
Appointment of D. C. Wheeler, 
| vice-president of Mack Motor 
Truck Corp., as manager of na- 
tional accounts and fleet and bus 


Fisher Buick Adds New Body Sho 
y ie sales for the southwestern divi- 


H. B. Fisher, owner of Fisher Buick Co., points to a photo enlargement of his new | sion in Dallas. has been an- 

body and paint shop which has been added to his facilities in Los Angeles. The| nounced by E. G. Ewell, general 
| 2 » é 
property, which was formerly utilized by another dealership, is across the street from) sales manager. 

Wheeler joined Mack in 1939 as 
manager of the company’s Okla- 
homa City branch following his 
resignation as vice-president of 
Reo Sales Corp. He became man- 
ager of the Dallas branch in 1942 





ia, 


Fisher's main premises on W. Santa Barbara Ave. 
Society Elects Hoenicke 


Edward C. Hoenicke, gen eral| been elected to the board of direc- 
manager of the foundry division| tors of the American Foundrymens 





Auto Personnel St 





(Continued from Page 25) 


| pointed division purchasing agent | 


|tributors has been announced 
|Leo M. Brown, sales manager { 


Paul Hydraulic Hoist, Min: 
| apolis. 
| New England Marmon-Herri: 
|ton Coaches, Inc., of Somervi 
position, was elected a vice-presi- Mass. — — oa, oy vr. 
dent and appointed manager of bt — Eouir cae G ‘a co 
the southwestern division. peal Saal cover is evenk ' 
Two years later, Wheeler was |. that’ state 5 
named manager of the company’s in that state. 
central division and moved to | : : , 
Chicago. | Studebaker Assigns Four 
| As District Managers 
Four new district managers 
have been appointed by Stude- 
baker, according to K. B. Elliott, 
executive vice-president. Each 
has been assigned to a Stude- 


* * * 

Gar Wood Industries Picks 
Kephart, Byrd in Wayne Div. 
Wray Kephart has been ap-| 


and D. J. Byrd assistant sales man- | 4 

ager of the Wayne division of Gar | baker regional office. 

Wood Industries, Inc., Wayne, | The appointees and their as- 

Mich. | signments are C., V. Nystie jr., 
Byrd, who joined Gar Wood in| South Bend; James R. Warnes, 

1947, will be responsible for the| Atlanta; John H. Moor III, 

firm’s field operation. Kephart also! Dallas, and Joseph E. L. Johnson, 

joined the firm in 1947, after serv-| Kansas City. 

ing with the material conservation | a # * 

department of Fisher Body. |Research Council Elects 


7 
Se. Paul Hoist Names MacPherson Vice-President 
4 a Earle S. MacPherson, engineering 
* New Distributors | vice-president of Ford Motor Co., 
The appointment of two new dis-| has been elected vice-president of 








of Eaton Mfg. Co., at Detroit, has| Society. | and, after seven years in this 





Jayhawk Junior 


Only $275 


Plus Federal Tax 


Jayhawk Senior 


Only $375 


Plus Federal Tax 





a 


Featuring New Principles of Modern Design in a 


angle, less friction and wear, lower cost. 


ws uo & 


Positive Lock at Any Height 
The Jayhawk remains absolutely and 
automatically locked at any degree of 
dumping angle and in the down position. 
Automatic by pass makes overloading im- 
possible. 


Only Two Models to Stock 


No power take-off or linkage to buy. Easy to in- 
stall in one third less time at one third less cost 
than most other hoists. 


Jayhawk Senior handles big trucks. Note 
high angle of dumping and rear push but- 
ton control. 


Completely 


Only the Jayhawk Has 
All These Features 
Electric-Hydraulic Operation. 

Lowest Mounting. 
Dual Push Button Controls. 


Automatic By-pass to 
Prevent Overloading. 


Automatic Lock Down. 
Automatic Lock at any 
Dumping Height. 
Easily Installed. 
Completely Integrated. 
Less Weight for Power. 
Lower Cost. 


Jayhawk Junior 
for 14, 34 and 1 ton 
pick-ups with steel ex- 
press or farm type 
bodies 614 to 9 feet 
long. Powered by truck 
battery. No extra bat- 
tery needed. Three ton 
rated capacity. 


Jayhawk Senior 


for 1, 114 and 2 ton 
trucks with 9 to 14 foot 
beds. Seven ton rated 
capacity. Extra battery, 
controlled through se- 
ries-parallel switch, 
produces 12 - volt sys- 
tem for hoist, 6-volt 
booster for truck. 


Dealerships . . Distributorships Open 


$ 














Simplified, More 
Efficient, Lower Cost Truck Hoist 
Utilizes three basic engineering principles, the wedge, the wheel and the 
inclined plane to provide one of the most effective lifting mechanisms 
ever developed. Electric-hydraulic operation. No power take-off! The 
hydraulic pump, powered by electric motor, pushes two wheels up an 
inclined ramp, activating additional rollers moving within the steel sills 
of the hoist. Result:—extreme simplicity, drag-free lift, high dumping 


Lowest Mounting on Truck Frame 


mounts low on frame, limited only by 
tire clearance. Dual push button con- 
trols in cab and at back of truck. 





Jayhawk Junior in 
pickup with farm body. 


Write, Wire, Phone for Full Details 


—— — —| the Coordinating Research Council 

MacPherson also recently was 
named a member of the University 
of Illinois Foundation, an alumni 
| organization which acts as financial 
agency for the educational institu- 


tion and manages patents on 
faculty discoveries. 
* * * 


| Davis, Bernhagen Elected 
To New Reinhard Posts 


| K. J. Davis, general manager of 
Reinhard Brothers Co., has been 
named vice-president and director, 
and J. D. Bernhagen, purchasing 
agent, has been named secretary 
ot the firm. 

Other directors of the firm are 
V. J. Hillstrom, manager of the 
North Dakota division; H. C. Hoff- 
man, manager of the South Dakota 
division, and George Scott, vice- 
president and automotive sales 
manager. E. L. Davis is chairman 
of the board of directors and A, C. 
Reinhard jr. is president. 

It was announced that O. W. 
Sharp has been appointed general 
automotive sales manager for the 
company in Sioux Falls, S. D. Gary 
Roggen, who held this position 
previously, has become general au- 
tomotive purchasing agent. 

The North Dakota division re- 
ported the appointment of Glen 
Cavallin as sales manager of its 
| A.E.A. sales department at Fargo. 

* * *z 


\Inland Steel Staff Realigned 


With Ryerson Retiring 


Edward L. Ryerson has retired 
as chairman of the board of In- 
land Steel Co., and Clarence B. 
Randall, formerly president, has 
been made chairman while con- 
tinuing as chief executive officer. 
Joseph L. Block, formerly executive 
vice-president, was elected presi- 
dent. 

Ryerson will continue as a direc- 
tor and as chairman of the execu- 
tive committee of the board. 

Ryerson also retired as chairman 
|of Joseph T. Ryerson & Son, Inc., 
the Inland subsidiary founded by 
his grandfather in 1842. Randall 
was elected to succeed him. Wil- 
fred Sykes, former president who 
has been acting as chairman of the 
executive committee, was elected 
, chairman of the finance committee. 
Russell L. Peters was made vice- 


| president as well as treasurer. 
| * * * 
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integrated mechanism 





Canadian Parts Makers Pick 


Armer as First President 


J. C. Armer, Toronto, has been 
elected first president of the Au- 
tomotive and Aijrcraft Parts 
Manufacturers Assn. (Canada). 

Neil P. Petersen, Toronto, has 
been elected vice-president, and 
Cc. E. McTavish, Toronto, hon- 
orary treasurer, 

Directors are W. S. Cowell, 
Montreal; E. S. Byers, Toronto; 
William Harrison and R, W. 
Keeley, Windsor; D. M. Park, and 
H. E,. Stipe, Hamilton; J. E. 
Gammage, Merriton; E. H. 
Walker, St. Catharines, and A, C. 
Pullen, London. 

D. S. Wood is executive vice- 
president and manager, and Mrs. 
A. O’Neil is secretary and as- 
sistant treasurer. 





operation, handling 
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jeastern 
story should have said that Vernon | 
(Johnson is manager of the north- 
teastern region. 
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Legislative Roundup 


(Continued from Page 22) 


tighter check on issuance of such 
plates and prevent unauthorized 
persons from obtaining them. 

Tennessee’s legislature enacted a 
bill doubling motor vehicle title 
fees in order to assure continuation 
of the state’s new title program. 
Under the measure, administration 
will be switched from the Safety 
Department to the Finance and 
Taxation Department. Uniform cer- 
tificate of title acts were enacted 
earlier in Georgia, Iowa and New 
Mexico. 

* * * 


Break for Truckers 
HE trucking industry is con- 


tinuing to fare favorably on the | 
in state} 


truck size-weight issue 
legislatures. Bills changing size or 
weight regulatory laws in ways 
favorable to one or more types of 


thus far in Arkansas, Idaho, In-| 
diana, Iowa, Maryland, Montana, | 


ico and Tennessee. 


Bills proposing new or broadened | 
laws to facilitate the financing and | 
construction of municipal off-street | 
parking projects have been enacted | 
in Connecticut, Georgia, Iowa, 
Massachusetts, New Mexico, North | 
Carolina, South Dakota, West Vir- 
ginia and Wyoming. | 

Unemployment compensation | 
benefits have been liberalized in 
Colorado, Maryland, Minnesota, 
Montana, Nevada, New Mexico, 
North Dakota, South Dakota, | 
Tennessee and West Virginia. 
Bills providing for unemployment 
tax contribution savings for em- | 
ployers have been enacted in | 
Colorado, Montana and North 
Dakota. 


Many states also are enacting | 
bills liberalizing workmen’s com-| 
pensation benefits. The list with| 
new laws in this category includes 
Colorado, Idaho, Indiana, Kansas, 
Montana, Nevada, North Dakota, | 
South Carolina, South Dakota, | 
Tennessee, West Virginia and/ 
Wyoming. | 


Bills proposing laws to provide 
cash benefits to wage earners un- | 
able to work because of non-oc-| 
cupational illness or other dis-| 
ability have been rejected thus far 
in every legislature in which they | 
have been presented. California, | 
New Jersey, New York and Rhode | 
Island are the only states which| 
now have laws of this type, known | 


Bid to Cialis 


Canadians Visiting Europe 
Get Rootes Offer 


OTTAWA. — Rootes Motors 
(Canada), Ltd., is offering Cana- 
dians an opportunity to “see more 
and spend less in Europe this 
year” by allowing them to order a 
Hillman-Minx car, pay for it in 
Canadian funds under Canada’s 
credit terms, and have it delivered 
any place in Europe. The car will 
be shipped back to Canada without 
extra cost to the customer when 
the tour is ended. 


If the purchaser returns to 
Canada and wants to buy another 
tar, the firm will accept the car at 
current tradein rates. It is a 
“guaranteed repurchase plan,” the 
company emphasizes. 


La France Purchases 


Mill from Woodside 


ANDERSON, S. C.—La France 
Automotive Fabrics, Inc., a subsi- 
tiary of La France Industries, Inc., 
has purchased the Ottaray Mill 
here from Woodside Mills. 

A substantial part of the plant 
was built in 1948. La France is) 
moving new looms into the build- 
ing. 





Correction 


In a story concerning the re-| 
grouping of regional managers for | 
Clark Equipment Co., AUTOMOTIVE 
News (March 16 issue) listed the 
name of C. D. Stanley as north- 
regional manager. The 


| vada 
truck operators have been enacted 


as cash sickness or temporary dis- 
ability acts. 
* * * 


Wage-Hour Rules 

LSO getting a cool reception 
+ are proposals for more 
stringent regulation of wages and 
hours. Such bills, many of them 
modeled after the Federal Fair 


Labor Standards Act, already have | 


been rejected in Arkansas, Color- 
ado, Idaho, Indiana, Kansas, Mon- 
tana, New Mexico, New York, 
Utah, West Virginia and Wyoming, 
and appear headed for a similar 
fate in most if not all of the other 
states in which they have been 
proposed. 
Although they 


lawmakers killed 
proposal calling for a basic $1 
hourly wage for all 


workers . . Bills liberalizing in- 


| 
FIBER 


~— 


Produced in the World’s 
Newest Fiber Glass Plant 


Located at Shelbyville, Indiana, 
PPG’s fiber glass plant employs the 
newest direct melt processes and the 
most advanced techniques to assure 
the production of Superfine insula- 
tion to highest standards. Trained 
engineers are available for consulta- 
tion on any problems related to the 
use of fiber glass in your production. 





| Pennsylvania and Wisconsin. 


increased the | 
| minimum wage for women workers | 
|from 50 to 70 cents an hour, Ne- 


intrastate | 


G i 


California, Indiana and New York | 
‘ New laws to require equal | 
pay for equal work regardless of | 

| 


|sex have been proposed in several 


states, but not enacted in any. 

A bill providing for the cre- 
ation of a non-compulsory fair 
employment practices commis- | 
sion to attempt education against 
racial and religious discrimin- 
ation in employment was enacted 
in Kansas, while Indiana law- 
makers enacted a watered-down 
bill to strengthen an_ existing 
FEPC act. 

Iowa lawmakers killed an FEPC 
bill but adopted a resolution to set | 
up an unofficial type commission. | 
Other bills proposing FEPC laws | 
were killed in Arizona, California, | 
Colorado, Michigan, Minnesota, 


are pending in Connecticut, Dela- 
ware, Illinois, Missouri, Ohio, 


In one of the comparatively few 
significant affirmative legislative | 


‘actions in the field of labor re-| — 
another | lations, Oregon enacted an anti- 


organizational picketing bill which | 
provides that a union cannot picket | 
an establishment unless a majority 
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arrington-Packard Makes Bow— 


Some 5,000 persons jammed the showroom of Harrington-Packard, Inc., Evanston, 
Nebraska and West Virginia, and lll., as the firm held open house to celebrate the signing of its franchise. Seventeen 
Packards and Clippers and one Caribbean were sold in the first day, it was said. 
The new dealership is one of several contemplated as Packard seeks greater penetra- 
| tion of the Chicago north shore market, according to Fred J. Walters, marketing vice- 
| president. Shown are A. D. Harrington (left), dealership president, and W. C. Slight, 
vice-president. 


, 6 | ; 
Watertown Firm Renamed | Kenyon and Marcus W. Plumpton. 


The name of the Watertown (N. St., 
Y). Chevrolet dealership has been 


Nevada, North Carolina, New Mex- | dustrial working hour restrictions|of the employes have designated| changed to Plumpton Chevrolet, 
for women or girls were enacted in! the union as their bargaining agent. | Inc., it is announced by Wesley A. | ton. 


- Superfine Fiber Glass Insulation 
to Meet Automotive Requirements 


Pittsburgh Superfine Fiber Glass insulation is made 
in a complete range of blanket roll sizes, thick- 
nesses and densities and can also be furnished in 
blanks cut to your specifications for hood liners, 
fire walls and other body areas. 


If you’re using fiber glass insulation 
template its use—you are invited to obtain com- 
plete product data and information on our ability 
to serve you. Pittsburgh Plate Glass Company, 
Fiber Glass Division, 420 Duquesne Way, Pitts- 
burgh 22, Pa. District Sales Offices: Detroit, 
Chicago, Cincinnati, Cleveland, New York 
and Washington. 


CHEMICALS 
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The firm, located at 260-268 State 
is an outgrowth of a dealership 
founded at Clayton, N. Y., 38 years 
ago by the late Charles A. Plump- 
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teenage drivers. His partner, B. 
F. Powell, agreed that the idea 
had merit, and they took it to 
| city officials, who have given 
wholehearted cooperation. 


60 


Provides Inspiration for Teen-Agers.. . 


One Dealer’s Safety Drive 


who is selected the safest teenagegood and bad--are made periodi- 
driver. | cally. If a student is arrested for a 
The award is made on the stage | traffic violation, his file is removed. | destrian safety. 
of a local theater, with Dunn and| Each driver’s record book bears oe 
law-enforcement officers paying/a number, and the judges consider Minn. Mechanic School _ company announcement. 
tribute to the driver. the records only with reference) MINNEAPOLIS.— Automobile Key features of the Angle-Act on 
Newspapers report an improve- | to the number. Judges are changed | mechanics are offered an oppor-|cleat are its “power thrust” bar 
ment in teenage driving since the | frequently. At times an out-of-town |tunity to qualify as official light|and wedge, the company said. The 
award was instituted last No- | visitor is asked to make the choice.|and brake adjusters by attending | “power thrust” bar has been broad- 
vember. Dunn says that he got the idea (training courses sponsored by the|ened and lengthened to put more 
A permanent file is maintained| for the promotion while driving | Minnesota State Highway Depart-|rubber into the ground and thus 
on each teenage driver. Additions- with his wife and commenting on |ment at Dunwoody Institute here.| provide greater forward traction 


New Passenger Car Registrations, 48 States for March, 1953-1952 





New Tractor Tire 


‘Hailed by General 


Now Dunn is helping teenagers | AKRON. — Following months of 


to organize their own Teenage | service under all conditions, a + .w 
afety Club, which is dedicated to| Angle-Action tractor tire ma 





TRUMANN, Ark.— Most people 
just complain about teen-age 
drivers, But F. L. (Buck) Dunn, 
Chevrolet dealer in this small 
(3,381) town in Arkansas is waging 
a campaign to improve it. 

And Dunn is finding public of- 
ficials and local newspapers 
eager to support the program. 


Each month he presents a lapel 
pin and a $10 check to the youth 


|promotion of highway and pe-|factured by General Tire & Rub» r 
Co. is proving itself on farms frm 
coast to coast, according to 4 
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New Commercial Car Registrations, 48 States for March, 1955-1952 
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ees 0 ee ee ! 515| | 4 5} 169 1| 399 144] 219) | 4| 2} 20 78 66; 2! 3) 1651 |'52 oo eee | 
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$2,064; conv., $2,220; stat. wag., $2,207.25. 


| = 


The following advertised-delivered prices 





include the retail list price suggested by e (Hy-Drive optional at $145.80 on ail 

the factory, provision for Federal taxes, models. ) 

and suggested delivery and handling u r r ad n Tt r i C Ee Ss oO n e W a r Ss PONTIAC — Chieftain 6 Special — 4-dr. 

charges. They do not cover transporta- sed., $2,014.64; 2-dr. sed., $1,956.36. 

tion costs, state and local taxes, op- Chieftain 6 Deluxe—4-dr. sed., $2,118.53; 

tional equipment or any other charges (50 (S8-pass., $4,369); cl. cpe., $3,155.50;| conv., $2,229.92; stat. wag., $2,403.24; | hardtop, $2,451.50; conv., $2,609.50; 8-pass. | 2-dr. sed., $2,060.28; conv., $2,444.21. 
Newport, $3,522; stat. wag., $3,932.75. New | (Fordomatic optional at $184 on all mod-| stat. wag., $2,825.50. (Mere-O-Matic op- | Chieftain 8 Special—4-dr. sed., $2,089.62; 


that may be passed on to the retail buyer. 


ALLSTATE — Four—2-dr. sed., $1,499. 


Yorker Deluxe—4-dr. sed., $3,327.50; cl. 
cpe., $3,298.50; Newport, $3,687.75; conv., 


els.) 
FORD OF BRITAIN—Prefect 4-dr. sed., 


tional at $189.81 on all models.) 
MORRIS and MG—Morris Minor—4-dr. 


2-dr. sed., $2,031.45. Chieftain 8 Deluxe 
4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32; 





Six—$1,686.18. (Sold only by Sears, Roe- 
buck and Co. stores in certain areas.) $3,980. Custom Imperial—4-dr. sed., $4,-| $1,337.04; Anglia 2-dr. sed., $1,179.07; | sed., $1,535; 2-dr. sed., $1,435; conv., $1,- | COMV., $2,517.66. Catalinas—Deluxe 6, $2,- 
: ce 259.50; lim., $4,797; Newport, $4,560.25.| Consul 4-dr. sed., $1,695; Consul conv., | 4 rris ‘ots 9 ss 304.30; Custom 6, $2,370.43; Deluxe 8. 
AUSTIN—A-30 sed., $1,495; A-40 Som- Cc = 465. Morris Oxford—saloon, $2,150; stat. 
pes ee eer - | Crown Imperial — 8-pass. sed., $6,921.50; | $2,075 (power top, $150 extra); Zephyr| w 2.385 TD— , . | $2,370.99; Custom 8, $2,446. Station wag- 
erset sed., $1,795; stat. wag., $1,895;|\im., $7,043.75, (Fluid - Mati i r. | Sone oleae eee ggg ene 
cay. @2.008; 4-6) qaents came’, tnaee: *» ,043.75, (Fluid - Matic optional at | Six 4-dr. sed., $1,890; Zephyr Six conv., | 115: Mark II conv., $2,360, (Delivered in | °WS—Two-seat Special 6, $2,449.61; three- 
‘Austin-Healey 160 cperte aon’ $2,985, eee Se en, See yd mee — (Delivered at New York port of | New York City.) | seat Special 6, $2,505.15; two-seat Deluxe 
* * . . - standard on Custom Im-/| entry.) : 58) : - i s 524.61; 
(Delivered at U. S. ports.) perial and cone Imperial; optional at HENRY J—Corsair Four—2-dr. sed., $1,- NASH — Rambler Super—Suburban, $2,- eee eee ae ten ta: " toouenl 
BUICK —Special—4-dr. sed., $2,208.76; | $139.75 on other eight-cylinder models, at| 499. Corsair Deluxe Six—2-dr. sed., $1,- | 992-60. Rambler Custom — Hardtop, $2,-| pejuxe 8, $2,663.61. Grain finish on all 
2-dr. sed., $2,149.32; 4-dr., Deluxe sed., | $106.40 on Windsor Deluxe and at $236.50 | 686.18. 125; conv., $2,150; stat. wag., $2,118.90. | station wagons, $80 extra. (Hydra-Matic 
$2,255.32;' 2-dr.. Deluxe sed., $2,196.88; | on Windsor.) HUDSON—Jet—4-dr. sed., $1,858. Super | Statesman Super — 4-dr. sed., $2,178.35; | optional on all models at $178.35.) 
Riviera cpe., $2,295.43; conv., $2,553.17.| pesOTO — Powermaster 6 — 4-dr. sed., | ¥et—4-dr. sed., $1,954. Wasp—4-dr, sed., | 2-dr. sed., $2,143.55. Statesman Custom. ROOTES—Hillman Minx—4-dr. sed.,$1,- 
Super — 4-dr. Riviera, $2,696.17; Riviera | g9 395.75 (8-pass.. $3,281): cl "2.364, | $2,310.87; 2-dr. sed., $2,264.12; cl. cpe., | 4-dr. sed., $2,331.70; 2-dr. sed., $2,309.50; | g99: California hardtop, $1,899; conv... $1,- 
cpe., $2,610.56; conv., $3,001.59; stat. wag., | Sportsman, $2,634.25: stat. wag. $3,107.75, | $2,310.87. Super Wasp — 4-dr. ‘sed., $2,-|Nardtop, $2,433.20. Ambassador Super — | coq’ stat. wag., $1,938. Humber—ilawk 
/ $3,429.73. Roadmaster—4-dr. Riviera, | wire Dome V-8 4dr. sed. $2673 (S-pass, | 469-84; 2-dr. sed., $2,413.28; cl. epe., §2,- | 4-4. sed., $2,557.20; 2-dr. sed., $2,520.75. | 524° 2.395; Hawk touring lim., $2,640: 
' $3,254.36; Riviera cpe., $3,358.05 conv., | $3558.75): cl. cpe. "50 651 = s  aeran’ | 465.84: Holiywood, $2,811.58; conv.. $3,- | Ambassador Custom—4-dr. sed., $2,716.45; | Super Snipe ‘sed.,$3,295; Super Snipe tour- 
$3,505.56; stat. wag., $4,030.73; Skylark | $9'999'50. ‘conv. “$3,144 25; stat, mae $3, | 047.50. Hornet—4-dr. sed., $2,768.86; cl. |2-dr. sed., $2,695; hardtop, $2,828.60. | ing lim., $3,580; Super Snipe Pullman lim 
sports car, $5,000. (Dynatiow standard on | 331, (Tip-Toe Shift optional at’ gush ices epe., $2,741.99; Hollywood, $3,095.15; conv., | (Hydra-Matic optional at $178.85 on States- | ¢5°149, ’ Sunbeam - Talbot — Sed., $2,685: 
Roadmaster models, optional at $192.50 on | aj) models. Tip-Toe Shift with Fluid Torque | $°:342-05. _(Hydra-Matic optional on all | ™4n and Ambassador. ) conv., $2,911; Alpine sports conv., $2.999. 
all others.) optional at $236.50 on V-8s only.) models at $178.03.) ati: tan ak ene 4-dr. “, Rover—Sed., $2,897. (Delivered in New 
CADILLAC — Series 62 —4-dr. sed., $3,- “ : JAGUAR—Mark VII—4-dr. sed., $4,170; | $2,327.09; 2-dr. sed.,_ $2,261.62. Super York City.) 
. 666.26; cl. cpe., $3,571.33; Coupe deVille, | o2 > 9DGE—Meadowbrook 6—4-dr. sed., $2-| Mark VII 4-dr. sed. with Borg-Warner | ~-*-dr. sed., $2,461.71; 2-dr. sed. $2.-| | STUDEBAKER — Champion Custom —4- 
$3,994.57; conv., $4,143.72. Series 60 Spe- 4.75; cl. cpe., $1,983; stat. wag., $2,201.- automatic transmission, $4,450: XK-120 395.25; hardtop, $2,673.39; conv., $2,852.59. | dr. sed., $1,767.40; 2-dr. sed., $1,735.12. 
' cial—4-dr. sed.. $4,304.88. Series 75—8- ge a4 oe. $2,136; cl. cpe.,| one, $4,065: XK-120 cpe. with modified | Classic 98—4-dr. sed., $2,785.82; hardtop| Champion Deluxe — 4-dr. sed., $1,862.83; 
/ pass. sed., $5,604.34; lim., $5,817.73. Eldo- | 0)" 'o5¢ $2,223: none t-dr. a | aprons equipment, $4,460; XK-120 conv., $4,039; | $3021.75; conv., $3,228.84; Fiesta sports| 2-dr. sed., $1,830.58; 5-pass. cpe.. §$1,- 
rado—conv., $7,750. (Hydra-Matie stand- | $5 “i So.°": plomat. $2,385.50; conv., | xk.120 conv. with modified equipment, $4,-| Ca? $5,715. (Hydra-Matie standard on | 868.21. Champion Regal — 4-dr. sed., $1,- 
j ard on all models. ) phoma ee Se, (Fluid Cou- | 434 (Delivered in New York City.) Fiesta, optional at $178.35 on all other | 949.17; 2-dr. sed., $1,916.92; 5-pass. cpe., 
CHEVROLET — One-Fifty — 4-dr. sed., | Plms optional at $20.40 on all six-cylinder | | . 3am — Casolina — 4-d models. ) $1,954.55; hardtop, $2,115.80. Commander 
i eae oe 1.620: models except the Meadowbrook station SER — Carolina -dr. sed., §2,- “ . 20. | Deluxe — 4-d d., $2,121.15; 2-d d. 
$1,670; 2-dr. sed., $1,613; cl. cpe., $1,620; | Wacon Gyro-Matic optional at $130.10 372.69; 2-dr. sed., $2,312.56. Deluxe—4-dr PACKARD—Clipper—4-dr. sed., $2,588; r. sed., $2,121.15; r. s@c., 
bus. cpe., $1,524; 6-pass. stat. wag., $2,- . P ae On one Chk aan , ‘| club sed., $2,534; Deluxe 4- s - | $2,088.90; 5-pass. cpe., $2,126.52. Com- 
all models except the Meadowbrook station | sed., $2,512.79; club sed., $2,459; 4-dr. » SR.E6; jo S-dr. sed., $2, 
010. Two-Ten — 4-dr, sed., $1,761; 2-dr. | yacon. Gyro-Torque optional at $233.50 on Traveler, $2,618.55. Manhattan—-4-dr. sed., | 729; Deluxe club sed., $2,681; Sportster mander Regal—4-dr. sed., $2,207.54; Lard 
sed., $1,707; cl. cpe., $1,726; spt. cpe., | vg only.) , $2,649.63; club sed., $2,596.76; 4-dr. Trav.| hardtop, $2,795. Packard — Cavalier 4-dr. | Cruiser 4-dr. sed., $2,315.64; 5-pass. cpe., 
$1,967; conv., $2,093; 6-pass. stat. wag., , eler, $2,755.36. Dragon—$3,923.91. (Hydra-| S¢4., $3,234; Mayfair hardtop, $3,268; $2,212.91; hardtop, $2,374.16. (Automatic 
$2,123; 8-pass. stat. wag., $2,273. Bel Air FORD—Mainline 6-—4-dr. sed., $1,690.47; | Matie standard on Dragon, optional at | COMV.. $3,476; Patrician 4-dr. sed., $3,735; Drive optional at $231.24 on Champion, 
—4-dr. —_ am: to ™ see. ss.089: — sed., See . oe, $1,537.33; | $178.55 on other models. ) , Caribbean conv., $5,200; formal sed., $6,- | $243.08 on Commander.) 
spt. cpe., i ; conv., 3 . (Power- | stat. wag., . .90. Customline 6—4-dr. ee . " 526; executive sed., $6,895; corporation WILLYS — — ge 1,- 
; glide optional at $178.35 on Two-Ten and |sed., $1,782.69; 2-dr. sed., $1,733.79; cl. | _.INCOLN — Cosmopolitan — 4-dr. sed., | jim., $7,095. (Ultramatic aanéiel’ en Pe. 732.10; 2-dr. — “s1605.10 ae 
: Bel Air models only.) cpe.. $1,743.29. Mainline '8 —4-dr, sed., | $3:522; spt. cpe., $3,625. Capri—4-dr. sed.. | trician and formal sed., optional at $199|— 4-dr. sed., $1,860.61; 2-dr. sed. $1.- 
CHRYSLER—Windsor—4-dr., sed., $2,- | $1,766.09; 2-dr. sed., $1,717.20; bus. cpe., | $3.766; “‘hardtop’’ $3,869; conv., $4,030.50. | on other models. ) 759.97. Aero Ace — 4-dr. sed., $2,038.43: 
492.25 (8-pass., $3,433); cl. epe., $2,471.75; | $1,613.53; stat. wag., $2,095.07. Custom-| ‘Mydra-Matic standard on all models.) PLYMOUTH—Cambridge—4-dr. sed., $1,- | 2-dr. sed.. $1,963.11. Aero Eagle (hardtop) 
stat. wag., $3,288.75 Windsor Deluxe—4-|line 8—4-dr. sed., $1,858.35; 2-dr. sed.. MERCURY — Custom — 4-dr. sed., $2,- | 765; cl. sed., $1,727.25; bus. cpe., $1,617.50; | — $2,156.79. Station wagons — 4-cyl., $1. 
dr. sed., $2,721; Newport, $3,025.25; conv., | $1,809.45; cl. cpe., $1,819.50; stat. wag.,| 250.50; 2-dr. sed., $2,193.50; spt. cpe.,| stat. wag., $2,064. Cranbrook—4-dr. sed., | 862 22 (four-wheel drive, $2,304.03); 6-cyl. 
$3,246.75. New Yorker—4-dr. sed., $3,184.- | $2,266.76. Crestline 8—Victoria, $2,120.23; | $2,315. Monterey — 4-dr. sed., $2,332.50; ' $1,872.50; cl. cpe., $1,842.50; Belvedere, | $1,948.75. p 
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But Dip in Profit-per-Car Seen... 





New-Car Sales Hold Steady 


(Continued from Page 1) 


according to present stocks and 
business conditions. 

In its last report, more than 
three weeks ago, NPA figures 
showed that used-car stocks in 
the hands of franchised dealers 
was continuing to grow, despite 
notably better sales. 

Dealers across the nation con- 
tinue to report that used-car stocks 
are high, and that the demand for 
used cars is very slow. 

* * * 


7 IS expected that final tabu- 
lations will show April new-car 
registrations to be only slightly 


better than March. Most areas 
have reported April sales were 
slightly higher or lower’ than 


March, and some reported only a 
few cars difference in the two 


months. 
One of the largest gains re- 
ported for April came from 


Minneapolis, where dealers were 
recently allowed to buy license 
fees for cars in stock, rather 
than paying personal income 


taxes on them. The total there 


| was 5,000 cars for April, as com- 
| pared with 3,349 for March, 
Birmingham, Ala., reported the 
'sale of 1,398 cars in April, as com- 
| pared with 1,310 in March. Several 
areas, including Washington, D. C., 
and Toledo, stated sales were on 
a par with March. 
Areas where April 
slightly lower for April 





sales were 
included 





Chevrolet Builds Depots 


In Dallas, Oklahoma City 


DETROIT.—Two combination 
warehouse and office buildings 
for distributing parts and acces- 
sories for Chevrolet, Pontiac 
and Oldsmobile automobiles and 
for housing Chevrolet zone sales 
offices, are being erected in the 
Southwest, W. E. Fish, general 
sales manager of Chevrolet an- 
nounced last week. 

The buildings are going up in 
Dallas and Oklahoma City. They 
are of one-story brick construc- 
tion and contain modern equip- 
ment for fast parts handling. 





Detroit, San Antonio and Indian- 


apolis. 
* * . 


HE Detroit Auto Dealers Assn. | 
reported Wayne County sales 


were off more than 500 cars in 
April as compared with a month 
earlier. Used-car sales were also 
off about 500 cars. April sales 
totaled 17,519 new cars and 14,638 
used cars. The report added that 
60 percent of the used cars were 
sold by new-car dealers. 

Inclement weather and short- 
ages of some makes and models 
was blamed for a drop of 33 cars 
in Indianapolis in April as com- 
pared with March. At San 
Antonio, April sales totaled 1,027 
as against 1,238 for March. 

Both new and _ used-car sales 
were reported up in Akron for the 
week ended March 21. New-car 
volume of 508 cars compared with 
433 for a week earlier, while the 
used-car total of 857 compared 
with 760 a week earlier. 

> * * 
- A recent test poll of the 
nation’s dealers taken by AUTO- 





Basketful of Money for Winner of Willys Minneapolis Sales Contest— 


The ‘Profit Parley” 


sales contest sponsored by Willys Minneapolis, Inc., distributor of Willys products in Minnesota and Wis- 


consin, was won by Matt R. Makovek, of A. W. Mundt Auto Co., Stetsonville, Wis., who received an award of $1,000. Other 


winners were Robert Tomlinson, Ashland, Wis.; Joseph Sweeney, South St. 
Faribault, Minn., and Robert Dvorski, Faribault, Minn. 
Willys Minneapolis has added North Dakota to its area. 


Paul; 
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BRUNNER’S, INC. 


358 East Center St. 
Manchester, Coan. 





It was announced by Fred Rappaport, general manager of the firm, 


Ben Kluck, New Ulm, Minn.; Jerry Weismann, 


that 


Agency’ s Ad Denounces 
High Rate for Dealers 


WASHINGTON.—The alleged in- 
justice dene automobile dealers 
throughout the U. S. in the matter 
of local car advertising rates was 
laid before the National Capital 
area public here a few days ago by 
a comparatively new—and ap- 
parently enterprising — advertising 
agency. 

The firm, Cohen & Miller, has 
been running a series of advertise- 
ments in Washington newspapers 
on advertising in general. The other 
day the series reached automobile 
dealers and resulted in an ad- 
vertisement whose headline asked 
the question, “When Is a Retailer 
NOT a Retailer?” 

The advertisement then went on 
to say: 

“For the benefit of the layman, 
let us explain that newspapers have 
two basic advertising classifica- 
tions: the retail rate which is 
available to businessmen selling di- 
rectly to the public; and the 
national or general rate, some 40 
percent higher, which is set up for 
manufacturers who distribute goods 
to dealers for resale. 

“The great majority of retailers 

are granted the benefit of the 
retail advertising rate. Only one 
group of retail businessmen— 
those selling new automobiles—is 
denied the lower advertising rate. 

“Why? Why must an automobile 
dealer pay 40 percent more than 
retailers of appliances, family 
homes, women’s fashions or hear- 
ing aids to reach the same number 
of people? Why must an auto re- 
tailer pay a premium to merchan- 
dise his product—when he has the 
same relative expenses, the same 
problems in selling? 

“No newspaper has ever given 
us a satisfactory explanation, and 
we, along with dozens of auto 
dealers, would like to know the 
reason. Current conditions in the 


local automobile market make it 
imperative that dealers supply the 
public with specific information 
about models, prices and facilities. 
National advertising, prepared 
months ago with no inkling of 
trends or the singular local situ- 
ation, cannot cope with the drastic 
action needed here and now. 


“Locally produced advertising, 
planned for local conditions, is 
more flexible—and has the further 
advantage of retail thinking de- 
signed to produce direct sales at 
the consumer level. 


“The first metropolitan Wash- 
ington newspaper to cooperate 
rate-wise with new-car dealers 
will reap unlimited additional ad- 
vertising revenue that is now be- 
ing channeled to other media 
having no rate discrimination.” 


Most of the advertisement was 
reproduced in NADA’s official bul- 
letin last week, with the added in- 
formation that one Washington 
newspaper had refused to run the 
advertisement and the one which 
did print it consented to do so only 
after much hesitation. 


The NADA commentary § said 
that “something is finally being 
done about the discriminatory 
national advertising rate charged 
automobile dealers,” and added, 
“NADA welcomes your views.” 

An NADA spokesman told 
Automotive News the subject was 
not a new one and that a special 
committee had it under consider- 
ation but had not yet reached a 
decision. 

At the Washington Automotive 
Trade Assn., Executive Vice-Presi- 
dent Mike Murphy said his office 
was “awaiting returns from the 
public.” 

Murphy expressed neither 
pleasure or displeasure with the 
advertisement. 
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Motive News, several dealers | re- | Kindel Motors Is Honored 
ported that more of their custom-| 4g ‘Dealer of the Week’ 
ers are favoring lower-priced new Kindel Motors, Dodge-Plymouth 
cars in the years past. This did dealership for the Monrovia 
|not refer to stripped cars, but to (Calif.) area, has been honored by 
| lower-priced models and makes. Monrovia Daily News- Post as 
This trend is being supported |“Dealer of the Week.” James H. 
by sales figures so far this year, | Kindel and his son, Wallace M. 
which show that the lower-priced | Kindel are partners in the firm. 
cars are most in demand. | Wallace Kindel declared himself 
With the addition of more econo- | optimistic over sales prospects for 
my-priced cars in the field, such | the year. He praised Chrysler 
as the Willys and Hudson Jet, | Corp.’ s recent cut in car prices, and 
lower-priced cars are taking a |stated that buyer response to the 
bigger bite of total industry sales|reduction on Dodge trucks has 
so far this year. been notable. 


Thos No Bin Like the 
BORROUGHS BIN 


"Saves Space 
Saves Time 
Saves Money’”’ 





















Os 


rn oh 


LOOK 


\ 


SLIDING SHELVES 
adjustable without bolting 


SNAP-IN DIVIDERS 


3 sizes of TRAYS 
to choose from 


GASKET SHELF 
is optional 

LABEL HOLDERS 
travel with divider 


ENTIRE BIN 
is completely flexible 





Flexibility is built into Borroughs Bins. Shelves slide on 
1%" centers—dividers snap in any place—tray partitions 
slide into place in slots placed at regular intervals. The 
complete flexibility of Borroughs Bins makes installation 
and change-over fast and easy. 


See any of these 
BORROUGHS FLEXI-BIN DISTRIBUTORS 
for literature and prices 


ATLANTA, GEORGIA 

Bins & Equipment Co., Inc., 1918 Buford Hwy. 
BALTIMORE, MARYLAND 

East Coast Distributing Co., 327 Hopkins Rd. 
BUFFALO, NEW YORK 

Automotive Bin Service Co., 1059 Main St. 
CHICAGO, ILLINOIS 

Felix F. Loeb, Inc., 8810 S. Vincennes Ave. 
CINCINNATI, OHIO 

Automotive Bin Service Co., 1220 Richmond St. 
CLEVELAND, OHIO 

Automotive Bin Service Co. 3707 Euclid Ave. 
DALLAS, TEXAS 

W. W. Cannon Co., 810 S. St. Paul 
DENVER, COLORADO 
Sparkman-Barker Co., 550 Santa Fe Dr. 
DETROIT, MICHIGAN 

Automotive Bin Service Co., 10040 Freeland Ave. 
EVERETT, MASSACHUSETTS 

K & S Automotive Inventory, 26 Clay Ave. 
HOUSTON, TEXAS 

W. W. Cannon Co., 1100 Blodgett St. 
INDIANAPOLIS, INDIANA 
Automotive Bin Service Co., 625 W. East St. 


JACKSONVILLE, FLORIDA 

Bins & Equipment Co., 2318 Oak St. 
KANSAS CITY, MISSOURI 

Siggins Equipment Co., 704 Broadway 
LOS ANGELES, CALIFORNIA 
Green-Penny Co., 425 E. Washington Blvd. 
LOUISVILLE, KENTUCKY 
Automotive Bin Service Co., 633 S. Fifth St. 
MILWAUKEE, WISCONSIN 

Felix F. Loeb, Inc., 4500 N. Wilson Dr. 
OAKLAND, CALIFORNIA 

Wm. A. Gore Co., 1834 Adeline St. 
OMAHA, NEBRASKA 

Siggins Equipment Co., 309 Brandeis Theatre Bldg. 
PITTSBURGH, PENNSYLVANIA 
Automotive Bin Service Co., 53 Crennell Ave. 
SALT LAKE CITY, UTAH 
Sparkman-Barker Co., 118] Sherman Ave. 
SEATTLE, WASHINGTON 

Wm. A. Gore Co., 310 Bayview Bidg. 

ST. LOUIS, MISSOURI 

Siggins Equipment Co., 901 S. Boyle Ave. 
WOODSIDE, L. I., NEW YORK 
Essential Equipment Corp., 32-58 62nd St. 





BORROUGHS Mfg. Company 


Subsidiary of American Metal Products Company of Detroit 


3002 N. Burdick, Kalamazoo, Michigan 
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Arkansas Ruling 
Keeps Usury 
Prohibition Intact 


LITTLE ROCK.-— The Arkansas 
Supreme Court last week declined 
to withdraw a warning notice 
issued a year ago to the effect that 
assorted “carrying charges” on 
credit sales would be a violation of 
the state’s constitutional prohibi- 
tions against usury, if the total of 
the “carrying charges” and the 
interest on the balance due on 


Dean 





W. K. BRAASCH BETTER BUY 


installment sales exceeds 10 per- 
cent. 

At the same time the Court up- 
held, in three different cases, 
charges of this kind which ex- 
|ceeded 10 percent on the grounds 
|that the contracts had been exe- 
cuted prior to issuance of the 
warning order. 

Murdock Acceptance Corp. was 
a party to all three suits. The de- 
cisions reversed two rulings of 
Pulaski Chancery Court and upheld 
a third from the same court. Ex- 
cept for minor points, Murdock’s 
position was sustained in all de- 
cisions. 





ANNOUNCING TWO NEW MANUALS ON 


USED CAR 
SALESMANSHIP 


By W. K. BRAASCH 


of Automotive Sales Trainers 


HERE'S THE ANSWER 
TO YOUR USED CAR PROBLEM 


THESE TWO MANUALS TODAY! 


“THE TECHNIQUE OF USED CAR SALESMANSHIP" 
Every New and Used Car Salesman needs this informative Manual which is based upon 
the actual experience of 250 highly successful Used Car Salesmen who worked under the 
direction of the author. You will learn just how they succeeded. 


“DEVELOPING AND TESTING YOUR SALES TALK" 
After you have accepted the Used Car in trade at just the right 
price, it will be up to you to sell it promptly at a profit. This man- 
ual shows how to do it. The procedure applies to all makes of cars. 


Be sure to specify which Manual is wanted, or buy both for 


W. K. BRAASCH, 322 s. MICHIGAN AVENUE 


PRICE 
$1.50 Ea. 


POSTPAID 
$3.00 
CHICAGO 4, ILLINOIS 





In Oregon 


THE OREGON 


/ First in A 


YOUR 
FIRST 
BUY FOR 
SALES 
RESULTS 











THE CAR COMES FIRST 


Y More Cars Than Houses 
Y More Cars Than Families 


And in the Oregon Market 


IAN COMES FIRST 


utomotive Advertising 
(and in total advertising) 


” First in Circulation 


(City, R.7.Z. and Upstate) 


the Oregonian 


PORTLAND, OREGON 


225,421 Daily — 283,744 Sunday 


Represented Nationally by Moloney, Regan & Schmitt, Inc. 
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Harley-Davidson Ruling Due at FTC... 





Factory-Dealer Upset Hinted 


‘Continued from Page 1) 
H-D motorcycles exclusively was a 
matter of only minor consequence 
during the FTC hearings, it was 
learned. 
* * . 

UT as regards parts and acces- 

sories, an unimpeachable source 
revealed to this writer last week 
that an FTC trial examiner “has 
found decidedly against Harley- 
Davidson, after listening to testi- 
mony from former dealers.” The 
Harley - Davidson complaint was 
filed in early 1950. 


Harley - Davidson, throughout 
its arguments before the FTC, 
contended that its relations with 
its dealers paralleled those exist- 
ing between virtually all vehicle 
makers, including the big car and 
truck producers, and their respec- 
tive dealer organizations, 

The FTC trial examiner is said 
to have refused Harley-Davidson’s 
attempt to establish such a parallel, 
and would concede only that “Ford 
dealers do not handle Chevrolets, 
and vice versa.” 

* * * 


N ADVERSE decision against 

it, Harley-Davidson further ar- 
gued, would have the effect of up- 
setting the auto industry’s histori- 
cal distribution system. 

Harley-Davidson admitted us- 
ing its influence to urge dealers 
to concentrate on Harley-David- 
son products, but denied ever can- 
celing or threatening to cancel 
a dealer for non-compliance. 

The FTC is said to have attached 
great weight to evidence purport- 
ing to show that factory field men 
were in the habit of making peri- 
odic inspection of Harley-Davidson 
dealers’ parts and accessories 
stocks. 

Whether an “agency” or “vendor- 
vendee” relationship existed be- 
tween Harley-Davidson and its 
dealers apparently was not an issue 
in the case. 

: + Bd 

UTO makers generally are ex- 

pected to find serious implica- 
tions in the FTC trial examiner’s 
findings in the Harley-Davidson 
case, especially in the light of re- 
marks made May 9, 1953, by FTC 
Commissioner Lowell B. Mason at 
Ann Arbor, Mich. 

Mason told a University of Mich- 
igan marketing research conference 
that factory-dealer pacts in the auto 
industry are in jeopardy, “if pend- 
ing cases are decided as the staff 
on the commission is urging they 
be decided.” 

Mason said upcoming FTC ac- 
tion might mean that “no com- 
pany will be allowed to market 
its items through an exclusive 
agency required to handle only 
the manufacturer’s products.” 


Auto company spokesmen con- 
ceded last week that, if the FTC 
has an adverse decision pending 
against Harley-Davidson, Mason 
must have had it in mind while 
making his remarks. 

* * * 


yas: agreed also that the Har- 
ley-Davidson case could estab- 
lish a precedent of being the first 
time that any vehicle manufacturer 
has ever been found against in an 
anti-trust action, brought by the 
Federal Government, involving sales 
pacts with dealers. 

It was admitted, too, that the 
Harley-Davidson case might in- 
spire the FTC to go after bigger 
game, namely major car and 
truck manufacturers. 

Spokesmen for two car makers 
said that almost simultaneous with 
the FTC's filing of a complaint 
against Harley-Davidson, they had 
sent out bulletins to field personnel, 
stating explicitly that it was not 
factory policy to coerce dealers by 
threat of cancellation or any other 
means in order to maintain exclu- 
sive sales representation. 


A legal expert for one major car 
company admitted privately last 
week that it is his opinion that the 
auto industry over the years has 
taken a “pretty cavalier” attitude 
in its behavior, as such behavior 
might be judged under anti-trust 
legislation. 

* * * 
rt WAS his opinion that the 
auto industry faces more scru- 
tiny under such laws, and he noted 








that: “History shows there has al-|for some scrutiny as regards its 
ways been more enforcement of| factory-dealer relations is a good 
anti-trust laws under Republicans | deal dependent on the languag: 
than under Democrats.” |that the FTC examiner will use i 
Presumably, the FTC’s findings| reporting the Harley-Davidson cas: 
in the Harley-Davidson case are| * * 
based on facts, rather than on| «7m» garD a legal counsel for on: 
— +. i maker last week, “his languag: 
The FTC, according to legal ex- | ..ems to go beyond the scope of 
perts, has rarely suffered reverses | the case in question, then it seems 
of its edicts when they are based | jitely that we'll be in for it.” 
on facts, due to the simple word- | 1+ was pointed out that most fac- 
ing of the Clayton Act. po 


‘ tory-dealer franchises in the auto 

Moreover, the FTC is regarded as}. . - ; 
rovision which 

the nation’s most capable fact-find- eee Sere “ 


a specifically requires a dealer to fur- 
ing agency. 


nish exclusive sales representation 
Whether the auto industry is in| on parts and accessories. 


ADVERTISEMENT 
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"GREAT" Umbrella in California... 


CHASE CHEVROLET, Stockton, California uses the McFarland “‘GREAT" Umbrella (21 
foot spread) to make their lot more attractive. E. C. Erickson, General Sales Manager, 
Chase Chevrolet Co., says: ‘We have had many compliments on the umbrella as to 
its attractiveness. It has added much to the improvement of our used car lot." The 
McFarland ‘“‘GREAT" Umbrella and ‘‘WHIRLABOUT" the ‘‘GREAT' Umbrella that turns 
are now being used by progressive dealers from coast to coast to improve the 
appearance of their lots, attract attention and make more sales. Get full information 
on how the “GREAT” Umbrella will help your business in new full color illustrated 
booket. Write, wire or call today for your copy, The McFarland Great Umbrella 
Company, Division of the McFarland Awning Corporation, 742 S.W. 8th Street, Miami, 
Florida.—{Phone 2-8153.) 


Reloomert or MATS 


CHRYSLER PRODUCTS 
























CHRYSLER RED DIAMOND 


same pattern and specification as 
original equipment—perfect fit— 
but up to 50% less cost. Only 
small inventory needed—3 mats 
fit all 1949-52 Chrysler products. 
Crowfoot pattern trunk mats used 
on models 1940-48. 


SOLD THRU LEADING JOBBERS 


Appearance Sells Cars 


LOW COST— PERFECT FIT 


Also new Burtex rear floor mats—and 
complete lines for Ford and Chevrolet. 


MATS= 


DANVILLE, ILLINOIS 






THE EXTRA-COMFORT SEAT CUSHIONING 
IN THE NATION’S LEADING CARS 


GEORGE P. HOOPER 
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K-F Steering Aid Shows Its Mettle— 


A Kaiser Manhattan is driven down a flight of stone stairs in a demonstration of the 


effectiveness of Kaiser-Frazer's 


Monroe-built 


“Full Control” power steering. With 


conventional unassisted steering, K-F says, the shock of the eight-inch stairs would 


twist the wheel from the driver's hands. 
e 


K-F Introduces 
Monroe Power 


Steering at $130 


WILLOW RUN.—A power steer- 
ing system, described as simpler in 
design and less expensive than any 
yet offered in American cars, is 
now available on 1953 Kaiser Man- 
hattan and Dragon models. Kaiser- 
Frazer announced last week. 


Known as ruil Control Power 
Steering,” the unit is a develop- 
ment of Monroe Auto Equipment 
Co., Monroe, Mich. It provides vir- 
tually effortless parking and steer- 
ing control at all speeds, K-F says. 

Standard equipment on the 
Kaiser Dragon, it is available op- 
tionally on Kaiser Manhattans at 
$130.85, including Federal tax. 


The hydraulic power steering 
unit takes over as much as 90 per- 
cent of all the effort required for 
wheel turning, according to K-F, 
but it leaves the driver with a 
sense of “road feel” since four 
pounds of steering effort is re- 
quired before the power assistance 
is provided. 

T. A. Bedford, general manager 
of the K-F automotive division, 
described the unit as “so simple in 
design that it requires no more 
service attention than a conven- 


tional hydraulic brake system.” In 
the new system, the hydraulic 
steering cylinder and valve as- 
sembly replace the drag link in 
the Kaiser’s steering assembly. 

In addition to reducing driving 
fatigue, K-F says its power steer- 
ing provides new safety in that the 
motorist can quickly cope with 
emergency conditions which might 
otherwise cause loss of control. 
These are said to include tire blow- 
outs, correction of skids on slippery 
pavement, and retention of front 
wheel control in snow, gravel or 
rutted, unpaved roads. 

Additionally, it is claimed, the 
power steering unit reduces road 
shocks through the action of the 
hydraulic linkage. 





Auto Stocks 








May May 1952-53 
13 n gh 

Chrysler 77% 179 98 681% 
GM 61% 62% £69 50 
Hudson 14 4% 17% 12% 
K-F 4, 5 7 3% 
Nash 23 238% 25% 17% 
Packard 5% 5% 6% 4% 
Stude. 34% 35% 438% $31% 
Willys 15% 15% 15% 8% 
Average 30.02 30.06 


Compiled from reports of trading on 
the American and N. Y. Stock Exchanges. 





SAFAST BATTERY CARRIER 
FOR SQUARE AND LONG BATTERIES 


ar SERS 


$3.00 PER SET 


e Can't slip — Safe 

© Positive Two Jaw 
Clamps 

® Rigid Steel Handle 


© Stainless Steel Springs 
Hold Jaws in Place 

© Direct Upward Pull On 
Battery Posts 


GEORGE W. SNIBBE SALES CO. 


926 S. FLOWER ST. 


LOS ANGELES 15, CALIF. 








CAR TOP SIGN 





Sells at a glance — Fits top of all cars —On and off in seconds — All metal frame 
— plated in cadmium — Body contacts protected with No Mar rubber plastic — Marine 
all weather sign board — Yellow lacquered background with red and blue lettered 


copy. Choice of two signs. 


1. Sign pictured 2. Todays Buy. 


Price: Complete Sign $7.95 each. 


Enclose check with order—Shipments Prepaid 
Free Used Car Systems and Aids Catalogue 


BARRY AUTOMOTIVE COMPANY 


(Systems Division) 
STA. “A” BOX 1037 CLEVELAND 2, OHIO 








Studebaker’s Hoffman 


SOUTH BEND.~— The grand 
strategy of Soviet Russia counts 
heavily on shrinking world trade 
to set the stage 
for tensions and 
conflicts among 
free nations, Paul 
G. Hoffman, 
chairman of 
Studebaker, told 
delegates to the 
World Trade 
Conference at 
the University of 
Notre Dame last 
week. 

“In view of the 
importance which the Kremlin 
places upon the disintegration of 
world markets as a vital factor in 
the defeat of the free world,” Hoff- 
man said, “I am sure you agree 
with me that the rebuilding of 
these markets and the expanding 
of world trade is a project to which 
we must devote our best talent and 
effort.” 

He said all types of barriers to 
trade—import quotas, exchange 
controls and tariffs— must be 
quickly lowered. 

“This must be done within re- 
gional trade areas, and among 
those trade areas,” he said. 

Hoffman included the lowering 
of trading barriers between the 
United States and the _ sterling 
area. 

More important, he said, is the 
strengthening of the “will to ex- 
port.” He said that each year there 


Paul G. Hoffman 


For Lowered Tariffs 


As Powerful Weapon Against Reds 










Sees Free World Trade 


commendation of the Public Ad- 
visory Board of the Mutual Se- 
curity Agency, intended to remove 
lor reduce restrictions and provide 
for a freer world trade. 

“If we want a_ stronger free 





is a loss of hundreds of millions 
of dollars in trade because of 
“senseless restrictions” and _ be- 
cause producers do not make a real 
try for business. 

Hoffman said he is in complete 
agreement with the 10-point re- 


Dearborn Motors 
Fetes Go-Getters 


BIRMINGHAM, Mich. — Thirty- 
three members of the Dearborn 
Honor Council, national honorary 
organization for Dearborn district 
supervisors, are on a_ seven-day 
expense-paid trip to Mexico City 
and Acapulco, according to G. D. 
Andrews, sales vice-president of 
Dearborn Moters Corp. 

During a visit to Detroit last 
week, the honor council members 
were honored at a dinner, during 
which each received a diamond 
ring from Thomas A. Farrell, presi- 
dent of Dearborn Motors. 

Membership in the council is 
awarded annually to one district 
supervisor from each Dearborn 
distributorship who achieves out- | 
standing success in personal lead- | 
ership 


| 


Steering 
(Continued from Page 2) 


divisions, whose power steering | 
comes from the same supplier, | 
and with Chrysler and DeSoto, 
which last March likewise went 
down from $198.90. 


No further price reductions are 
anticipated in the near future, 
primarily because of the great dif- 
ference in construction of the vari- 
ous units offered. Nevertheless, in- 
creased production due to _ in- 
creased public demand is bound to 
have its effect. 

* * * 


ANOTHER factor tending to 
bring about cheaper steering 
aids eventually is that no car 
manufacturer likes to have his 
product undercut, even though a 
buyer is unlikely to let the price of 
options determine his choice of a 
car. 

Power steering’s brief history 
dates back to the beginning of 
the Chryslers division’s 1951 
model year. With tooling and 
other production costs at stake 
in what some _ considered a 
rather shaky experiment, the unit 
hit a price peak of $225.75. 

Today, the division reports, 106,- 
000 Chryslers are equipped with 
power steering. And there is no 
question but that this accessory 
newcomer is gaining an increasing- 
ly important voice at the automo- 
tive family’s conference tables. 


| 
| 
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HELL NEVER GET THAT 

wd A CORNER— WHY Don't THE 
CHIEF GET IM A FLEXIBLE 
PULLMAN ACCORDION #088. 
STRETCHES “To 14 FEET REACHES 
FRONT AND REAR SEAT 
WITHOUT BACKING OvuT OF CAR! 


> 











world, we must have freer trade,” 
Hoffman said. “To have freer 
trade, governments throughout the 
world must clear the way so that 
businessmen of all nations can go 
into action. And if enough business- 
men put their hearts and minds 
into a drive to expand world trade, 
world trade will sharply increase 
. .. Thus business will have made 
a real contribution toward keep- 
ing the free world free.” 





INVESTMENT 
OPPORTUNITY! 


Firms investing in regular Ameri- 
can Airfreight shipments find that 
it affords them an opportunity to 
avoid assembly delays and save 
money in the long run. 


For further information, wire us collect: 
American Airlines, Cargo Sales Division 
100 Park Ave., New York 17, N. Y. 


ADVERTISEMENT 


THERE GOES WALTZING WILLIE 
STUL TRYING TO RUMBA A 
STIFF VACUUM HOSE w THE 


7 - 
@, 
Mu Le 7 


“Mr. Dealer, a powerful, no-outside bag Pullman Auto-Vac with flexible 
Accordion® Hose, 35’ cord and tools is surprisingly low priced; will 
save you dollars, hours and get cars really clean. See your jobber for 
a five-minute demonstration.” Pullman Vacuum Cleaner Corp., Boston 


19, Mass. 





The all-stee! buildings designed to meet your needs 
BETTER—FASTER at a SAVINGS 


si 





GREAT LAKES STEEL CORPORATION ™:"" 


Stran-Steel Division 
STRAN-STEEL 
REG. U.S. PAT. OFF. 


NATIONAL STEEL 





Ecorse, Detroit 29, Mich. 
HIGH-TENSEE 
sTemL 


ee ace ey Vale 











was his opinion that the publi € 
would decide the degree of any 


horsepower race in the industry. 
* . . 









Ford Plans Output Gain 


Sees Own Production Rising in Second Half 


ipl OUR divisions feel that they 
As Industry Total Declines 


need more horsepower in their 
| 1954 models,” he said, “we'll proba- 
bly try to get it for them.” 
McPherson said Ford Motor 
has no intention of adopting 12- 
volt electrical systems for its 


(Continued from Page 2) 


| division general manager, “will pro- 
duce more in the last half of 1953 


no plans afoot to place Ford stock | than it will in the first half, but I 
think that will be true for the 


on the open market. | whole industry.” 
3. Ford plans to build more cars| : * * 


nancial reports a matter of public 
information. There are, however, 





cars, and feels such systems are 
unnecessary. 




































GRAND ‘‘QUIET TONE’’ 

DUAL TYPE MUFFLERS 

engineered for use in 
DUAL SYSTEMS 


antifically designed flow 


Pitre aye RET hal ae atta ilt ets) 


chamber and high frequency fil 


ore with high velocity 


Takats 
ring esulf in maximum 


and proper tone con 


GRAND DUAL SYSTEMS AND 


GRAND DUAL HEADER 


All Grand Dual System equipment 
is specifically designed and manufactured 
to insure proper fit and ease of installation. Every 
Dual System is properly packed in a specially designed 


Spun ond double locked 
end cops . . . gas tight 


highly perforated high 
frequency filter 
type core. 


and blowout proof. 


SYSTEMS 










extra strong carton for safe shipment with even the rough- 


Corrosion heat resistant 
high lustre aluminum 
finish . . . to help retard 
rusting and chemical 
action. 


















woves. 















Flow control cone. 


Tone chamber. 
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that Americans 
can look forward 
to better things 
than they have 





. Indiana Manufac- | 
J. P. Mansfield turers Assn.,| 
|Mansfield listed this inventory of | 


| the country’s economic strength: 


| “Savings have accumulated at a 
tremendous rate. Our plants have} 
been expanded and modernized. 
After operating for more than 10 
years at what the economists call 
‘full employment’ we have a popu- 
|lation of trained and skilled work- 
|ers second to none in history. We 
have the capital. We have the tools. | 
We have the skills.” 


Mansfield cited tremendous prog- 
ress in the fields of atomic energy, 
jet power, air conditioning for 
homes and cars, synthetic fabrics, 
light metals and plastics. 


At the same time, Mansfield said, 
“each new field we open up, each 
new development we come upon, is 
in itself a starting point and an 
opportunity for still newer fields 
and newer developments. The auto- 
mobile, for example, wasn’t simply 
a replacement of the buggy. It set 
off a chain reaction of industrial 
development that reached _ into 
every line of human endeavor.” 


































Battery Rejuvenator 


New scientific formula stops corrosion, 
sulphation, deterioration, over-heating, 
freezing and over-charging . . . the 


Try sample order—24 units good for 


rejuvenating 24 batteries. $18.00 


Your cost only 
Send Check to 
NEVER FAIL SALES 


1906 S. Halsted St., Chicago 8, Ill. 
Exclusive Distributor Territories Open 


Hevicrome Name Plates 
@ Zinc die-cast with heavy chrome 
plate —— NO DIE CHARGE 
@ Quality chrome — EXTRA HEAVY 
@ Small orders filled 
@ Available in original designs 





Nash to Pace Raleigh '300' Race— in the last half of 1953 than it will| : 
This Nash Ambassador Country Club will be the official pace car in the 300-mile | build in the first half. However, the| A". Geek ii oe ee “aa,-, ate - 
national stock-car race to be held May 30 at the Raleigh (N. C.) Speedway. At the | company is convinced that the pro- cally that he has any intention of} wouldn’t be surprised to see the 
wheel is Bill France, president of the National Assn. for Stock Car Auto Racing and | duction trend of the whole industry | quitting Ford. However, he said he| nation’s th h 
: general manager of the Raleigh stock-car race, who will drive the pace car. Herschel | will be downward after mid-year. could not deny the possibility of a nan is es Guk ‘aa % be t 
Buchanan (left), a major point winner last year, will captain the team of two Nash | 4. Ford has no plans for adding| Lincoln-Mercury divorce, or that at Ge tea tee aaa 7 pe 
Ambassador entries. eee ee ee ________| a fourth car to its line, nor does it) William Ford might wind up as serious con ° : 
‘ on i ek ec have anything definite in mind on/| head of a separate Lincoln division. . ces 
Curtice Foresees  siadaation te Ge aan a this venr a small car or a sports car, It is, | Asked whether his company; —— = = 
e in the new Buick-Oldsmobile-Pon- | however, watching closely the a eee 2 
No Slackening of tiac body assembly plant now |lic’s attitude toward the latter type seein teil ike picid en a 
e |under construction at Arlington, | vehicle. ae = a t 
U 7 Pros erit Tex. . 2% I am sure the day will come, I 
Eat P y 3. GM plans to establish in the REECH made it clear that he| #4 it may not be too distant, 
DALLAS. — American prosperity | Dallas-Fort Worth area a service expects intense competition for when we will reveal our profits. 
will continue regardless of a pos-| training center for dealer mechan-| yotor vehicle sales in the last half| However, we have no plans to 
sible Korean truce or a cut injics and other personnel, one of 35 of 1953. Asked about prices as re-| fer stock for sale to the public.” 
defense expenditures, Harlow H.|such centers throughout the ? P B h brushed asid 
Curtice, General Motors president, | country. lated to the market outlook, he) ches ion he ps % * een — 
told Texas newsmen last week. Taking issue with “some who ap- | declared: - inal a wih’ thie sslnann: 
His speech contained the most;pear to believe that a truce in “This matter of prices is quite a|«we qgon’t build the cars we want 
detailed elaboration the GM chief Korea will have an adverse effect | flexible thing. Our dealers don’t to build, but cars the publle wants , 
has yet given on - conviction Seoae aes ite a the | just sell new cars; they also buy/|to buy. When John Q. Public wants : 
a deems ao pod ae Salem. not justity that gloomy! used cars. Dealers will have to a smaller car, Ford Motor will give 0 
expenditures.” An end of Korean hostilities, he | St@tt giving bigger tradein allow- it to him. + E 
The talk preceded an invitational | said, “would have very little in-|@nces and be satisfied with lower a ; Save on Car Repairs 
preview of the GM Motorama of| fluence on the rate of military | profits.” RUSOE said Ford has no inten- 
1953, open to the public May 16-24|expenditures throughout the re-| Walker A. Williams, Ford Mo- tion of cutting its truck prices, WITH 
at the state fairgrounds here.|mainder of this year.” This, he| tor sales and advertising vice- |2" action which both Dodge and e 
Guests also heard Curtice make|said, is because of the large bal- resident, forecast a 1953 industry International have taken recently. 
these disclosures: ance of unexpended defense com-| ? : “The price cuts on the part of 
1. GM is beginning production of |mitments, which amounted to ae ee ie co nmedd trot competition,” he said, “have been|}| PARTS & ASSEMBLIES 
several defense products “of | about 85 billion dollars as of Jan. 1. | made to stunt Ford’s sales strength. 
greatly advanced design.” He did| Curtice also pointed to the back-| nearly 4,000,000 cars and trucks |W. have only a 15-day aaa a And Re-Use Original Assemblies 
not specify what these are, but said |log of needed municipal and state will have been built by the end new trucks in the field, and a 20- National Parts restore a car or truck 
they will replace equipment now|construction which has been held| °f June. e |day supply of used trucks.” to its original fine ce on a 
in use. up by defense requirements. | “Ford,” said L. D. Crusoe, Ford yet save major repairs because they 
2S a a — Crusoe also revealed that Ford re-use original assemblies. 
car output is currently being As Advertised in Saturday Eve. Post 
| equipped with automatic trans- Sold Nationally by Leading Jobbers 
GRAND TONE MUFFLERS | missions at the rate of 35 percent, Write or Wire for Detalls—Deot. AN 
| overdrives 20 percent; and that, NATIONAL MACHINE WORKS, INC. = 
are the result of | in his opinion, air conditioning | Fi =pRREpenEnneeneneenen 
thorough scientific | is a “long way off” from installa- 
| tion on low-priced cars. 
lopment | 
at] vy i Steel 4 A d research, deve | E. S. MacPherson, Ford Motor 
if A acKe and testing by one of the engineering vice-president, said it DEALERS!!! 
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designed for tone NEVER-FAIL. Why run up costs of 
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the “healthy condition” of the New Life For Failing Batteries 
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»P ve 
aioe | " Plymouth, last USE NEVER FAI L 
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pecial Venturi rings. . - . 
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est of handling. Mansfield concluded: “We must @ Prompt delivery assured a 
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dence that our destiny as a nation illustrated brochure and quotations. 
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( Originator Calls ton Cousee Publie Support eee 


Driver Training Boost Urged 


By Frances Satterfield 
Staff Correspondent 


A PLEA for greater public sup- 
port to ensure continued de- 


velopment of driver-education pro- | 
| felt that 
last week by | progress in traffic accident preven- 
Amos E. Neyhart, | | tion, we had to reach the individual 


grams was voiced 


administrative 
head of the Insti- 
tute of Public 


Safety, Pennsyl- 
vania State Col- 
lege. 


“It takes the 
backing of the 
people as well as 

2 fs finances to con- 
A, E. Neyhart duct good pro- 
grams,” he said. Driver classes 
are now offered in the 48 states, 
the District of Columbia and 
Hawaii. 

Neyhart, regarded as father of 
the driver-education plan, has 
given 20 years to its development. 
He was a young assistant pro- 
fessor of industrial engineering 
at Penn State when he got the 
idea that drivers should’ be 
formally trained. 

“I didn’t see why we should ex- 
pect drivers to be good operators 
without training any more than 
operators of other mechanical 


DOLLARS WORTH 
IN THE AUTO ACCESSORIES 
FIELD! 
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equipment,” he said. “Prior to 1929, 
employed in industry. I 
noticed that we didn’t get very far 
in accident prevention work until 
we reached the individual worker, I 
if we wanted to make 


driver.” 
. * * 

oo launched his program 
+‘ by teaching several hundred 
persons in different age groups in 
order to determine the problems of 
teaching those who have never be- 
fore driven a car. 

“I took them in all age groups 
so that I could get an idea of 
how much more difficult it was 
to teach older people than the 
ones who were legally just old 
enough to drive,” he said. “I also 
prepared the step-by-step tech- 
nique in offering behind - the- 
wheel instruction.” 

In testing his idea, Neyhart used 
his own car, prepared the material, 
bought gasoline and oil and gave 
his time. 

“We never thought of these 
things as hardships because we be- 
lieved in what we were doing and 
were therefore willing to make the 
necessary sacrifices to see it 
through,” Neyhart said. However, 
it also meant that the Neyharts 
were not able to go on trips, take 
vacations or do other things young 
families enjoy. 

* 7 

." first high school course in 

driver-education in the nation 
was Offered in 1933 at State College 
(Pa.) High School. Classroom and 
practice driving sessions were 
offered. Students then took an ex- 
amination from the highway patrol 
and received their drivers’ licenses. 

In June, 1936, the program was 
adopted on a national basis by 
the American Automobile Assn. 
It was not until then that 
financial difficulties were over- 
come, The first course in the 
national program was offered in 
the senior high school at Brad- 
ford, Pa., that same year. Henry 
Garvin, manager of the McKean 
County Motor Club, promoted it. 
AAA, in 1933, decided to parallel 
its pedestrian safety education pro- 
gram for elementary school chil- 
dren with a nationwide program 
of driver education for high school 
students. In 1935, they published 
“Sportsmanlike Driving’’—the first 
teacher’s outline, This was followed 
in 1936 by “The Driver,” the first 
unit in driver education and train- 
ing courses. 

Neyhart was given leave by Penn 
State in June, 1936, to join tke 
AAA traffic engineering and safety 
staff as a full-time consultant on 
road training. A national program 
was started to aid school adrinini- 
strators organize high school driver 
courses. In 1928 college authorities 
approved an arrangement whereby 
Neyhart could continue active as 
part-time consultant and devote 
the balance of his time to the In- 
stitute of Public Safety. 

* * ~ 


A MATURAL result of this pro- 
gram was a recognition of the 
need for qualified teachers. Penn 
State and the AAA jointly pro- 
moted the first teacher - training 
course in driver-education during 
the 1936 summer session at Penn 
State. Since that time Neyhart has 
conducted many such courses ard 
has actively assisted in training 
more than 7,000 teachers. He also 
has held numerous seminars for 
school bus drivers, Red Cross 
Motor Corps, Army and Navy per- 
sonnel and others. 

Neyhart is one of the authors 
of the five-unit “Sportsmanlike 
Driving” text and accompanying 
teachers’ manuals and tests pub- 
lished by AAA, The fifth unit, 
“How to Drive,” is adapted from 
his original “Safe Operation of 
an Automobile.” 

Neyhart was named a member of 
the National Education Assn. Com- 
mission, which prepared the 1940 
yearbook, “Safety Education,” pub- 
lished by the American Assn. of 
School Administrators. In 1939 he 
inaugurated the first fleet super- 
visors’ training course on the Penn 
State campus. This has become an 


VRITE FOR STEM AC 1281 So. Cherokee | 2Nnual course, attended each Sep- 


DETAILS— Denver, Colorado 








tember by executives in charge of 
fleet operations from all parts of 


65 





the country. It resulted in the 
formation of the Natianl Advisory 
Committee for Fleet Supervisor 
Training, with Neyhart as secre- 
tary. Penn State is national head- 
quarters for this program and some 
30 colleges now provide similar 
courses. 
* * + 

oo single AAA teacher prepara- 

tion course given in 1936 pre- 
pared 29 instructors. By the end 
of 1952, however, 458 classes 
throughout the United States had 
trained 11,015 teachers. There are 
now 8,000 of the nation’s 26,000 
high schools offering driver classes. 
They reach more than half a mil- 
lion boys and girls each year. 

“Generally speaking,” Neyhart 
said, “complete driver-education 
courses are becoming more prev- 
alent, and the whole driver-edu- 
cation program is the better for 
it.” He said there has been a 
tendency in some schools to give 
less than six to eight hours of 
behind-the-wheel instruction. 


“The major reason for this, we 
believe, is a false sense of econ- 
omy,” he _ said, adding that 
schools offering less than six 
hours’ behind-the-wheel instruc- 
tion are’ meeting the needs of 
only 15 percent of their enrollees. 

“I also think that we must im- 
prove our teacher preparation 
courses on the college level so that 
the high school teachers in turn 
will improve the high school pro- 
gram,” he said. “There is no rea- 
son at all why this couldn’t be the 
most interesting as well as educa- 
tional program in the entire 
system.” 

He added, however, that he 
thought it would be unwise to 
make this a required subject in all 
states because of the insufficient 





New Officers for West Coast Group— 


Ted R. Schuman (left), outgoing president of the Burlingame-San Mateo (Calif.) 
Automobile Dealers Assn,, hands the gavel to his successor, George Tolan. Looking 


on (from left) are Robert MacBride, vice-president, 





number of teachers. 


is required,” he said, “then we 


would get a lot of teachers in the} 


field who are not qualified.” 
+ * * 


VEN if there were enough| 

trained teachers, there would | 
be no behind - the - wheel training 
without automobiles—and cars are 
not included in most school 
budgets. Automobile manufacturers 
and individual dealers have pro- 
vided nearly 25,000 cars, worth 
about $45 million dollars, for the 
driver-education program. An addi- 
tional 20,000 cars have been pro- 
vided by AAA clubs. 

What proof is there that the 
program is worthwhile? A glance 
at only a few of the research re- 
ports published by AAA gives the 
answer. In Cleveland, of 3,252 
students checked, one-half had 
training in the program and one- 
half had not. The trained drivers 
had only half as many accidents. 
Of 2,200 Delaware students 
checked (half of them trained 
and half not), 5.1 percent of the 
trained drivers had accidents, 
while 22.9 percent of the un- 
trained had been involved in 
crashes. 
Wisconsin, 


Ohio, Pennsylvania, 


“If the course | 








and Harry Mayer, treasurer. 
and the District of Columbia re- 
ported that their trained drivers 
had 40 to 50 percent fewer viola- 
tions and accidents than those who 


| had not trained in high schools. 


New Chrysler Post 
Given McCarthy 


DETROIT.— Appointment of 
George J. McCarthy to the newly 
created post of di- 
rector of market- 
ing and distribu- 
tion was an- 
nounced last week 
by C. R. Curtan, 
sales manager of 
the Chrysler di- 
vision. 

McCarthy, with 
Chrysler for 13 
years, had been 
merchandising 
manager of Impe- 
rial sales for the division for the 
past year. 

He started with Chrysler as 
wholesale representative of Chrys- 
ler New York Co. and became a 
district manager for Chrysler with 
headquarters in New York. 


G. J. MeCarthy 
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so easy to install 
and simple to operate that any shop 
can use it to cut costs and increase parts 
and labor sales by 30% to 70%. 
new C-49 Clayton Dynamometer gives 
safe, variable 
for diagnos- 
ing, adjusting and testing any car 
under all driving conditions. It makes 
your tune-up instruments tell the 
truth, always, for only on the Clayton 
Dynamometer can you test actual 
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Tell Me 


(Continued from Page 3) 


shortly after he became president 
illustrates his mechanical mind and 
his desire to improve the product. 
The corporation was no longer in 
the hands of financiers, but in the 
hands of a master builder. 

Even if he operated as an in- | 
dividual, he would have become 
famous throughout the world. 
But since he has always been 
extremely modest and reserved 
and operated under the name of 
the corporation, his works are 
less known than those of many 
other leaders, 

Hence the reason why I want to 
pay tribute to him while he is still 
living. We sometimes forget ac- 
complishments under his leader- 
ship. Sales from 1927 until 1939 
were $14% billion. Of this huge 
amount more than $398 million was 
reinvested in the business. The 
stockholders increased in number 
from 66,000 until now they number 

more than 450,000. They have re- 
ceived dividends of more than $2 
billion. 

The number of employes and the 
payroll they share is fabulous. All 
through this progress, Sloan exhib- 
ited a conviction that the dealer 
was one of the most important ele- 
ments of the business. He was the 
first manufacturer to set up a deal- 
er council. That was in 1935. He, 
as head of the corporation, invari- 
ably attended all the meetings and 
heard dealers with great patience 
and freely made many changes that 


were advocated by them. 
* * = 


War Promise 


S AN outcome of this council, 
the corporation set up a com- 
mittee of dealers to which dealers, 





whose contracts had been cancelled, 
could appeal. This committee is still 
operating. 

Dealers will remember that in 
the dark days of January, 1942, 
it was Sloan, alone among all 
manufacturers, who felt that 
dealers should be encouraged to 
remain in business so that the 
vehicles on the roads could be 
maintained to serve our war 
economy. He promised those who 
remained in business that no 
dealers would be appointed with- 
in three years after the war, This 
promise was made good. 


He rewarded the dealers who had 
the courage to remain in the field 
by having their postwar allotment 
increased by the vehicles that 
would otherwise have gone to deal- 
ers who retired from business or 
new dealers who came into the field 
immediately after the war. This 
policy had a stabilizing effect not 
only on GM dealers but on other 
dealers. 


It was during his active term in 


Dealer Awarded $750 


In Suit Charging Libel 


ST. PETERSBURG, Fla.—A 
$100,000 libel suit filed by Grant 
Motors (Ford), against Owen 
Williams, president of a _ St. 
Petersburg airline, was settled 
for $750 after Williams admitted 
he had “maliciously slandered 
and libeled” the firm. 

The action claimed that Wil- 
liams had libeled Grant Motors 
in letters written to Henry Ford 
II and the general sales man- 
ager of Ford Motor Co. 
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office that the first consequential 
improvements were made in dealer 


contracts. These were instituted in| | 


1939 and were the first improve- 
‘oe for more than 30 years. 
. + * 


Contract Provisions 


——— these improvements were 
more helpful to the dealers 
who were retiring than to dealers 
who remained in business, still they 
took recognition of the importance 
of the dealer, These contract liber- 
alizations are still effective and are 
unique as compared with contract 
provisions of other manufacturers. 


For instance, in the case of can- 
cellation, the corporation pays rent 
or rental value for the remainder 
of the lease, if not more than a 
year, if the premises were used 
exclusively in the dealer’s business 
and remain vacant. This protection 
is based upon one-half of the ac- 
tual rent, or rate per car handled 
during the previous year, which- 
ever was lower. 


Another provision made at that 
time was that, upon the introduc- 
tion of new models at reduced 
prices, the corporation will make 
a proportionate refund on dis- 
continued models in the dealer’s 
stock in excess of 3 percent of 
the number of discontinued mod- 
els that were purchased during 
the year. 


All GM dealers consider Sloan a 
far-sighted statesman. A mark of 
respect to his abilities was the con- 
tribution made by GM dealers un- 
der the leadership of Dave Castles 
(Buick), St. Louis, of $2,000,000 for 
the Sloan Cancer Clinic to which 
Sloan, himself, has contributed $4,- 
500,000. This is a lasting tribute to 
Sloan by automobile dealers. It 
expresses in a concrete way the 
admiration and respect in which he 
is held as the unquestioned leader 
of this great American industry 
during the last 35 years. 
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British Gift to U. S. Heart Fund— 


Three British cars have been presented to the American Heart Assn. as a coronation 


gift by Morris Motors, Ltd., in association 


with Hambro Trading Co. of America, Inc.; 


Jaguar Cars, Ltd., and Austin Motor Co., Ltd. Above, U. S. Ambassador Winthrop 
Aldrich (left) receives a Morris Minor, with R. R. Holditch, Nuffield Exports manager, 
looking on. The cars are now on display in New York, and replicas will be shown in 
other cities to stimulate donations to the heart fund. 





Ward Fraud Case Opened 
Again by Colo. Grand Jury 


DENVER.—The Fred A. Ward 
case, which rocked this city in 1951 
and 1952, has been reopened by 
the Colorado Federal grand jury. 

Central figures in the new in- 
quiry are Ward, former head of 
the bankrupt Fred Ward, Inc., 
Hudson distributorship, and Lester 
W. Hall, executive vice-president of 
the U. S. National Bank. Earlier 
trials in the case had established 
that Hall was carried on Ward’s 
payroll for more than a year while 
he arranged loans to Ward from 
his bank. 

Ward, central figure in the fi- 
nancial collapse of his $3 million 


L-M Dealers Hold 
Detroit Meeting 
With Factory 


DETROIT.—Lincoln-Mercury’s 
National Dealer Council held a 
two-day meeting here last week. 
Fifteen dealers, elected by dealer 
groups in their respective areas, 
conferred with factory sales execu- 
tives and department heads. 

An inspection of Ford Motor 
Co.’s new engineering laboratory 
and test facilities and a luncheon 
with the administration committee 
were highlights of the group’s visit. 

The dealer representatives were 
J. R. Beane, Camden, N. J.; O. R. 
Jones, Hagerstown, Md.; R. Conroy, 
Doylestown, Pa.; R. M. Pearson, 
Houston; R. T. Crutchfield, Mag- 


nolia, Ark.; F. M. Scarritt, St. 
Petersburg, Fla.; Steve Brenza, 
Cleveland; E. A. Riggs, Auburn, 


N. Y.; W. M. McGill, Ashtabula, O.; 
Pat Bales, Kansas City; Harold 
Johnson, Pratt, Kans.; Dick Price, 
Wichita; Lyle Byers, Berkeley, 
Calif.; Pascal Dilday, San Pedro, 
Calif.. and J. W. Livingston, Den- 
ver. 


Cooper and Sutter 


Join Safety Group | 


WASHINGTON. — Appointments | gore, 


of Walter B. Cooper and Frederick 
M. Sutter as two new representa- 
tives of NADA to serve on the In- 
ter-Industry Highway Safety Com- 
mittee was announced last week 
by W. F. Hufstader, Inter-Industry 
chairman and distribution vice- 
president of General Motors. 


Cooper, an NADA director, is a 
Chevrolet dealer in Fort Collins, 
Colo. Sutter, also an NADA direc- 
tor, is a Dodge-Plymouth dealer in 
Columbus, Ind. 


Other NADA representatives on 
the Inter-Industry Committee in- 
clude Robert Armacost, president, 
Kansas City Studebaker dealer, and 
J. Saxton Lloyd, immediate past 
president, Buick-Cadillac dealer of 
Daytona Beach, Fla. 


automobile empire, now is serving 
a seven-to-fifteen-year sentence in 
prison. 

Those subpenaed before the jury 
include Thomas M. Dines, who 
stepped down as president of U. S. 
National after the Ward gollapse in 
mid-1951 left the bank with $500,- 
000 in worthless loans, and Neil F. 
Roberts, present vice-president of 
U. S. National. Roberts was in- 
structed to bring before the jury 
all ledger sheets and other data 
relating to dealings with Ward 
from 1946 to 1951. 

Albert J. Gould is the court-ap- 
pointed trustee for Ward’s dis- 
tributorship. Charles C. Vigil, U. S. 
attorney who charts grand jury 
activities, refused comment on the 
reopening of the case. 

Legal experts, however, said 
Federal law provides prison terms 
for any national bank officer found 
guilty of accepting gifts or other 
compensation in consideration of 
loans made by his bank. Other 
Federal statutes identify the inter- 
state transportation of false fi- 
nancial statements as mail fraud, 
a felony. 

Hall was acquitted by a district 
court jury last Aug. 12 of fraud 
charges. Ward was found guilty of 
conspiracy. Testimony at both 
trials involved payments by Ward 
to Hall and established that many 
of Ward’s cars were financed in 
transit by a Chicago bank. 

The FBI, it was learned last 
week, has completed a long probe 
of Ward’s dealings. 


Chrysler Corp. 
Nears Millionth 


Car on Coast 


LOS ANGELES. — The millionth 
car to be built by Chrysler Corp. in 
California is scheduled to roll from 
the company’s Los Angeles assem- 
bly plant on the morning of June 17. 

Although more than a quarter of 
a century has elapsed since Chrys- 
ler built its first vehicle in Cali- 
fornia, present production rates 
| indicate that the second million will 
| come much faster. For the past five 
the Los Angeles and San 
Leandro plants have been produc- 
ing cars and trucks at a rate of 
better than 100,000 a year. 

Chrysler started vehicle produc- 
tion in California in 1928 in a truck 
plant at Stockton. Moving its oper- 
ations from Stockton in 1932, the 
company built its Los Angeles plant 
for Plymouth and Dodge truck pro- 
duction. 

After World War II truck oper- 
ations were moved to San Leandro 
and currently the Los Angeles plant 
is producing Plymouth, Dodge, De- 
Soto and Chrysler cars. It is the 
only plant in the auto industry 
building four makes of cars on the 
same assembly line. The Dodge San 
Leandro Plant, built in 1948, pro- 
duces Dodge and Plymouth cars 
and Dodge trucks, 
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New Casualties in Supplier Tieup . . . 


Gear Strike Crippling 


Willys, K-F, Nash 


(Continued from Page 2) 


merged into a single unit to be 
known as Twin Cities Auto Me- 


chanics Lodge 737, Paulbitske said. | 
+ + + 


a consolidation, he explained, 
is being carried out “in the 
interest of greater efficiency and 
service to the membership.” The 
Minneapolis mechanics are em- 
ployed by truck dealerships, over- 
tne-road truck operators, brewer- 
ies, bakeries and city-county ga- 
rages. 

By a vote of 541 to 90, mem- 
bers of IAM Lodge 289 rejected 
a contract offered them by auto 
dealers of the Seattle area as a 
counterproposal to sweeping de- 
mands made by the union. 

The dealers’ offer contained a 
seven-cent wage increase, raising 
the journeyman scale for mechan- 
ics to $2.15 an hour. This con- 
trasts with $2.40 an hour asked by 
the union. 

* * * 
[* ADDITION, the dealers’ pro- | 
posal clarified some _ vacation 
provisions and included health and | 
welfare provisions, which have | 
previously been in effect. 

Meetings are now being held by | 
officials of the union and the 
Seattle and King County auto 
dealer associations in an effort to| 
negotiate differences. 

In a complaint filed with the 
National Labor Relations Board 
office in Minneapolis, striking 
service department employes in 
Minot, N. D., charged the Minot 
Automobile Dealers Assn. with 
unfair labor practices, 

The IAM reported that it had 
been formally chosen as bargaining 
agent at Bob Redd Auto Parts Co., 
Long Beach, Calif. 

x * 


* 


EANWHILE, foes of the “right- 
wing” administration of Wal- 

ter P. Reuther as UAW president 
had a new rallying point last week 
in the person of Carl Stellato, head 
of the giant Ford Local 600, who 
administered a staggering defeat 
to Reuther forces in a_ local 
election. 
Despite bitter opposition from | 
Reuther supporters, Stellato | 
routed two rival candidates by a | 
majority of nearly 2 to 1 to gain 
his fourth term as president of | 
the 52,000-member local, Stellato | 


DeSoto’s Wagstaff 
Is Speaker for 


Chicago Forum 


CHICAGO.—J. B. Wagstaff, sales 
vice-president of DeSoto, will be) 
one of a panel of eight speakers to 
answer questions about “The Im-| 
pact of the Expanded Economy in 
Causing a Marketing Revolution in 
Channels of Distribution,” at the 
final session of the Chicago Tribune 
fourth annual distribution and ad- 
vertising forum May 27, it was 
announced here last week. 

The final topic will include the 
effects of outlying shopping centers, 
evening hours, buying by men, fast- 
er shopping, lower markups, re- | 
duced clerk service, more robot! 
Selling, and other aspects of the) 
changing pattern of consumer buy- | 
ing. | 

The discussion will be a part of the 
two-day forum held in the audi-| 
ence studio of Radio Station WGN. | 
Subjects slated for discussion at 
the other sessions include “Prob- 
lems and Procedures in Selecting 
the Sales Theme for a Product,” | 
and “Current Practices in Estab- 
lishing the Advertising Budget.” 

Other members of the final panel 
are A. S. Gourfain jr., president of | 
Gourfain-Cobb Advertising Agency, 
Inc.; Donald R. Grimes, president | 
of Independent Grocers Alliance & 
Distributing Co.; Jason Hurley, dis- 
trict manager of Magnavox Co.; 
Harry G. Kipke, president of Coca 
Cola Bottling Co. of Chicago; John 
T. Pirie jr., president of Carson 
Pitie Scott & Co.; Charles W. 
Smith, associate manager of Mc- 
Kinsey & Co., and Eldon E. Smith, | 
vice-president of Young & Rubi- | 
cam, Inc. 








received 20,139 votes; Reuther’s 

| man, Gene Prato, garnered only 
8,400, while Pat Rice, an inde- 
pendent, got 2,535. 


Members of Stellato’s slate also 
wrested the vice-presidency from a 
| right-wing officeholder and _ re- 
|elected a financial secretary. 
Although a runoff will be held for 
|recording secretary, the Stellato 
| candidate led a right-wing incum- 
|bent by more than 2,500 votes in 
| last week’s poll. 
| * 
HE Stellato victory, which ex- 
tended through a host of minor 
offices, was all the more significant 
in that local officers were elected 
for the first time to two-year terms. 
Previously, elections had been held 
every year. 
In the 1951 election Stellato 
almost lost his grip on Local 600 


+ * 








| 


Dealer Walsh Assumes Flight Command— 


Lt.-Comdr. Jim Walsh (right), of Ithaca, N. Y., who in civilian life is president and | Angeles; Dr. Louis Evans, of Los 
general manager of J. E. Walsh & Son, Inc. (Nash), has assumed command of a Angeles; Miner Baker, Seattle 


Naval Air Reserve patrol bomber squadron at the Niagara Falls (N. Y.) Naval Air | banker: 
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Washington Assn. 
To Hear Williams 
And Armacost 


SPOKANE, Wash. — New-car 
dealers of this city will play host 
to the annual convention of the 
Washington State Auto Dealers 
Assn. Thursday through Saturday 
(May 21-23). 

Keynote speakers will be Robert 
S. Armacost, NADA president, and 
Walker A. Williams, sales and ad- 
vertising vice-president of Ford Mo- 
tor Co. 

Others on the convention program 


| will be William Bugge, Washington 


State director of highways; Jack 
Williams, service consultant, of Los 


Richard Axtel, Spokane 


Station. Walsh has been flying military aircraft since 1940 and won several decora-|jabor consultant, and Prof. George 


tions during World War Il. 


because of his rift with the Reu- 
ther administration, and last 
March the UAW convention 
denied him a seat on the union’s 
executive board, 

Among other labor develop- 
ments, 600 moving-van drivers in 





the Detroit area were working | 
under a new three-year contract | 
which provides for wage increases | 
of 15 cents an hour the first year, 
12 cents the second year and 12) 
cents the third year, plus other ben- | 
efits. | 





Taylor, Far East authority of the 
University of Washington. 


The committee in charge of con- 
vention arrangements is headed by 
R. G. Buchanan (Chevrolet). Sub- 
committee chairmen are Wayne 
Stoddard (Ford), housing; Rene 
Larson (Studebaker), golf; Clayton 
Kauffman (Buick), speakers. 





~--and worth its weight in gold! 


it helps turn your servicemen into service experts—makes the servicing of any make, 


any model car quick, sure, profitable. Read how you can own it without cost! 


There are 376 pages in Pure Oil’s exclusive, copy- 
righted Service Manual. Every page is a simple, 
easy-to-understand explanation of an important 


service job. 


One look at the photographs that show, step by 
step, how to handle any job from filling a battery to 
filling an automatic transmission—one look at the 
“‘serviceman’s views’’ of all 


unique charts that give 






the lubrication points on every make, every model 
car—and you’ll say: “I need it. I want it!’’ 


Okay! It’s yours! 


No charge! We give this 


manual—along with dozens of other equally val- 
uable sales and service helps—to every car dealer 
who sells Pure Oil lubricants (which even our com- 
petitors admit are unsurpassed in quality ... widely 
advertised and well accepted . . . and competitively 


priced). 


See it! Inspect it! 


Call your local Pure Oil 


office* or mail the handy coupon today! 


*Sales Offices located in more than 500 cities, including: Minneapolis 
Charlotte 


© Norfolk 


Memphis 


Birmingham 


Atlanta 
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The Pure Oil Company, Dept. V-35 
35 East Wacker Drive, Chicago 1, Illinois 


Gentlemen: Without incurring any 


inspect your Service Manual and get full details on all the 
helps you offer car dealers who sell Pure Oil lubricants. 


Name 
Position. 
Company 
City 

State 


Be sure with Pure 


® Madison * Chicago °* 


Pensacola Jacksonville 


Zone 


Columbus 
Miami 


This offer must be 
limited to the 24-state 
area where Pure Oil 
products are sold 
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obligation, I’d like to 
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Profits Off 30 Percent .. . 
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Used-Car Sales Off 5%, 
NUCDA Poll Shows 


‘Continued from Page 6) 


percent below January, 1952. 
February was down 9 percent 
and March down only 0.4 percent. 
Inventories were up 5 percent in 
January, 1953, compared to Janu- 
ary a year earlier. February 
stocks were 1 percent greater 
and March showed a 6 percent 
reduction. 

New England sales for January 
were down 19 percent, February 
was down 20 percent and March 
was down 11 percent over corre- 
sponding months of 1952. 

This area includes Connecticut, 
Delaware, Maine, Massachusetts, 
New Hampshire, New Jersey, New 
York, Pennsylvania, Rhode Island 
and Vermont. 

Reports from New England 
showed January inventories up 5 
percent over January, 1952. But 


a 


February dropped 2 percent from 
last year and March declined 7 
| percent. 

January sales in the southern 
states dropped 17 percent below 
1952, 15 percent in February and 
|9 percent in March. 
| January stocks in the south were 
3 percent over last year. February 
was down 2 percent and during 
March an 11 percent decline in 
inventories was reported. 

A few southern dealers were 
optimistic. Most replies, however, 
indicated a very unstable market 
with numerous comments con- 
cerning “weak prices” and the 
“unknown value of used cars.” 
Many spoke of the tough finance 
situation. 





Employment is on the decline in 


The Saturday Evening 





LO 
24S | 


Powerful point-of-sale merchandising with 


_. strong Saturday Evening Post tie-in will 

pre-sell for you. Window streamers, display 

cards, pamphlets, direct mail pieces, door 
stickers, bumper strips, courtesy stickers, 










Remember: 


West Palm Beach, Florida 


FULL-TIME SALES PERSONNEL - 
INQUIRIES INVITED 


for cacy profits 
EASY DOES IT...! 


EASY GLITTER WAX COMPANY 


etc., are ready for you now. Contact your 
nearest Easy Glitter representative today 
or write the factory direct. 














| several areas, the reports indicated. | 


On the brighter side, some dealers 
| showing a sales increase credit the 
fact to improved customer re- 
lations, more repeat business and 
stepped-up advertising. 

States included in the southern 
|reports are Alabama, 
| District of Columbia, 


|lina, Oklahoma, 
Tennessee, Texas, 
West Virginia. 

Sales reported by midwest dealers 
showed an increase of 9 percent 
over the first quarter of 1952. 
January 1953, was up 12 percent, 
February up one percent and 
March up 13 percent. 

January inventories were up 4 
percent and February was up 6 
percent, but March was 2 percent 
below levels of last March. 

Here again was a strong indi- 
cation of declining profits — even 
though unit sales increased. 

Dealers in Illinois, Indiana, Iowa, 
Kansas, Michigan, Minnesota, 
| Missouri, Nebraska, North Dakota, 
Ohio, South Dakota and Wisconsin 
are included in the midwest reports. 

Severe limitations in financing 
"46, °47 and °’48 paper are com- 
| plaints of many dealers. Profit 
| declines run as high as 50 per- 
cent compared to last year’s 
business in this area. 


Virginia and 


the January sales figure a 9 percent 
|lead over January, 1952. February 
of this year ran 5 percent behind 








Harvey Fruehauf 
Steps Down as 
Board Chairman 


Trailer Co. since 1949, was an- 


hauf, 








Harvey Fruehauf Roy Fruehauf 


meeting at the Fruehauf Technical 
Institute. 
Harvey Fruehauf, who joined the 


| president, is retiring for reasons of 
health. He will continue to serve 


of honorary chairman. 
Predicting that motor transport 
| will assume “an increasingly im- 
portant role in the American 
economy,” Roy Fruehauf told the 
meeting he expects that “by the 
end of 1956 there will be 750,000 
trailers in service on our highways 
compared with today’s 535,000 
trailers.” 

He told the directors that last 
year the company reached a record 
| $162,809,644 in sales and $5,711,525 
in net profits. 

“Our first quarter this year hit 
$48,293,644 in sales and we’re con- 
fidently expecting the first six 
months to total over 100 millions in 
sales,” he said. 





| NADA 
(Continued from Page 1) 


|study of the subject as another 
istep in its efforts to obtain for 
|dealers improvements in factory 
|selling agreements was voted by 


the committee, he added. 


| Sutter said that plans also were 
| set in motion for procedure cover- 
ing election of “make” advisory 
committees to function within 
the general framework of NADA. 
| These committees, he explained, 
will be composed of one dealer 
for each make from each state, 
with members being elected by the 
dealers in each state. 

The industry relations group, 
Sutter said, has in preparation a 
release to the membership out- 
lining its programs and contem- 
plated activities in the field of 
dealer-factory relations. 





Arkansas, | 

Florida, | 
Georgia, Kentucky, Louisiana,| 
Maryland, Mississippi, North Caro- | 
South Caroline, | 


Reports from western states give | 


DETROIT. — The retirement of | 
Harvey C. Fruehauf, chairman of | 
the board of directors of Fruehauf | 


nounced last week by Roy Frue- | 
president, 


at a directors’ | 


trailer manufacturing firm in 1915 | 
and served from 1930 to 1949 as| 


as a director and will hold the title | 


| 








Dealers Bid Farewell to Oldsmobile's Spexarth— 


Oldsmobile dealers of the Kansas City area honored Frank J. Spexarth (third from 
left), Oldsmobile’s zone manager, upon his retirement after 27 years of service with 
| General Motors. Attending the banquet were (from left) John Cunningham, Kansas 
| City; O. W. Davis, Kansas City; Spexarth; N. S. O'Neill, Kansas City; Cliff Hulett, 
Independence, Mo.; Frank Mesce, Kansas City, and R. C. Greenlease, Kansas City. 


Utica Tool Names Rep 


|last year but March was 9 percent | 


ahead of the previous year. UTICA, N. Y.—Utica Drop Forge 
Stocks appear heavy. January | 7 


land March were both 23 percent |® Tool Corp. has announced the 
'ahead of the corresponding months | @Ppointment of D. James Murray 
|last year and February showed an|Co., 308 N. Ninth Ave., Seattle, as 
|increase of 17 percent. | sales representative for Utica tools 


States covered in the western re-| in Washington and Oregon, in co- 
|ports are Arizona, California, Colo- | operation with Gardner Distribut- 
| rado, Idaho, Montana, Nevada, New | ing Co., of the same address. They 
Mexico, Oregon, Utah, Washington | will stock Utica pliers, adjustable 
| wrenches and screwdrivers. 


j}and Wyoming. 
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Auto dealers report 


-20%to50”MORE SERVICE JOBS 
with Executone 


With Executone you just push a 
button and talk. Production is 
continuous and uninterrupted. 
Executone helps you turn out 
more service jobs with your pres- 
ent facilities...helps increase 
your profits! 





| Large and small dealers every- 
where are selling more customer 
labor and building good will with 
Executone Intercom. Jobs are 
routed, parts and tools ordered, 
| information exchanged—all with- 


| out wasteful running around. 


SERVICE on Your Premises 


Executone factory-trained technicians in your 
area provide prompt dependable service— 
right on your premises —whenever required! 


| 
| 


Become 


| INTERCOM, VOICE-PAGING AND 


SERVICE DISPATCHER SYSTEMS 
| 


EXECUTONE, INC., Dept. E-9 

415 Lexington Ave., New York 17, N. Y. 

Without obligation, please send booklet describing 
how Executone helps turn out more service jobs. 





Name 





Firm 





Address. 





City 
In Canada—331 Bartlett Ave., Toronto 





Lecce eeecinennane aman ats 



















oo Se ee 


nm mee eee & & a 2. mee e-em one fn 





AUTOMOTIVE NEWS, MAY 18, 1953 


Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. 8S. PRODUCTION ONLY) 





Week Week Jan. 1 dan. 1 
Ended Same Ended May, to to 
May 16, Week, May 9, 1953 May 17, May 16, 
1953 1952 1953* to Date 1952* 1953* 
CHRYSLER .. 29,935 21,346 29,749 64,864 371,402 518,018 
Chrysler ........ 4,194 2,882 4,175 9,136 50,227 76,221 
DeSoto ........ 3,590 2,217 3,603 7,913 38,133 55,513 
Dodge .......... 8,012 5,607 7,967 17,665 99,840 138,619 
Plymouth ...... . 14,139 10,640 14,004 29,650 188,202 247,665 
OED vecncsstcevine .. 29,672 20,780 29,350 68,037 387,576 513,153 
Ford 22,102 16,288 22,052 51,622 262,515 394,884 
Lincoln 1,664 935 1,510 3,526 11,010 19,382 
PE, secsisrsssesevissavecens 5,906 3,557 5,788 12,889 64,051 98,887 
GENERAL MOTORS .. 67,505 39,705 63,709 144,464 697,590 1,115,998 
Buick _.. ee 7,105 10,220 25,462 126,125 200,697 
Cadillac . Sdssuvas 2,502 2,052 2,512 5,529 34,271 46,862 
Chevrolet .............. 33,210 19,483 32,430 71,931 341,638 562,055 
Oldsmobile 9,146 4,943 8,574 19,526 88,807 141,546 
OD eciisisvicisieinicies 9,829 6,122 9,973 22,016 106,749 164,838 
KAISER-FRAZER 1,237 2,451 2,162 4,553 44,408 42,232 
sere 712 1,251 673 1,539 23,430 16,845 
MO. és0ivesss 525 1,200 1,489 3,014 20,978 25,387 
CROSLEY ........ phil diedeit aes.’ Sa 902 eetend 
HUDSON ........ 1,731 1,308 2,371 4,586 32,205 41,176 
i ee 4,772 4,278 4,819 10,482 47,753 85,721 
PACKARD ....... 2,388 1,423 2,342 5,183 25,155 46,112 
STUDEBAKER 5,940 3,328 5,903 13,101 70,109 73,561 
Total Cars, U. S... 143,180 94,619 140,405 314,720 1,627,100 2,435,971 
*Revised. - 
COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 
Week Week Jan. 1 Jan, 1 
Ended Same Ended May, to to 
May 16, Week, May 9, 1953 May17, May 16, 
1953 1952 1953* to Date 1952* 1953* 
CHEVROLET 8,116 6,916 8,310 18,081 127,489 173,351 
CROSLEY .. ; m pits -Bepeiieials me | owns 
DIAMOND T.. 150 153 144 326 3,261 3,308 
DIVCO . 50 7 50 110 1,370 1,045 
DODGE. 2,504 3,515 2,492 5,512 64,802 47,700 
FEDERAL 45 37 45 96 662 660 
FORD .. 4,998 4,719 6,663 14,190 89,322 108,742 
GMC al ican ata 2,992 2,641 3,144 6,735 46,121 56,366 
INTERNATIONAL 2,661 2,910 2,650 5,311 64,014- 54,965 
MACK .. ar atubistes 248 213 173 600 4,689 4,484 
Se 356 359 345 754 7,191 6,772 
STUDEBAKER 441 1,232 922 1,530 24,828 23,293 
WHITE ........ 324 227 317 706 5,771 5,862 
WILLYS ........ ives 803 2,229 1,610 3,921 42,230 38,855 
MISCELLANEOU 281 302 292 631 6,036 5,475 
Total Trucks, U. S..... 23,969 25,524 27,157 58,503 487,880 530,878 


Total Cars, Trucks, 


ly i skcecincvenivs scs.ees-.e.67,149 120,143 167,562 373,223 2,114,980 2,966,849 
Total Cars, Trucks, 

RD, ois da citadaansnioe 11,529 10,097 11,804 25,328 144,241 196,917 
Grand Total 


Cars and Trucks, 
U. S. and Canada 


178,678 130,240 179,366 398,551 2,259,221 3,163,766 


*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. S. totals include cars and trucks for military orders. 





Some Makers 


Cut Output; 


Week’s Total Is 167,149 


(Continued from Page 1) 


total was made up of 140,405 cars|138,000 trucks, a total of 778,000 


and 27,157 trucks. 

Big Three, Studebaker and 
Nash schedules held to high 
levels last week, but the auto 
industry’s overall production 
tempo appeared to be getting 
more in tune with the law of 
supply and demand. 

That pattern, plus the supplier 
strikes, has developed so fast in 
recent weeks that there is little 
reason to hope now that the indus- 
try will achieve its original May 
production goals — 640,000 cars and 


Slander Suit Filed 
In Aberdeen 
Truck-Sale Battle 


MONTESANO, Wash.—Harry 
Harmon, of Aberdeen, Grays Har- 
bor representative for Kenworth 
trucks, has filed a $125,000 libel- 
slander action against Automobile 
Dealers, Inc.; several Aberdeen 
auto firms, and their officials. 


The suit revolves around a dis- 
pute touched off by the recent pur- 
chase of a Kenworth truck by the 
City of Aberdeen. Auto dealers had 
protested the purchase to the City 
Council and had asked Superior 
Court to enjoin the City from con- 
cluding the purchase. 

The complaint names as defend- 
ants—in addition to Automobile 
Dealers, Inc.—Whitney Oldsmobile, 
Inc.; Truck & Tractor, Inc.; Pellon 
Motors, Inc.; Robert W. Byrne; 
Harry Ruddach; E. F. Strahl; 
George Pellon; George Sutcliff, and 
Carl Huffman. 





units. 
* * © 

N FACT, May car production 

probably will go no higher than 
605,000, while 108,000 looks like an 
ambitious total to expect in the 
truck category. 

The foregoing forecasts are 
based on what is happening to 
production in certain parts of the 
industry as a result of sales not 
living up to hoped-fur levels. 

May production of both cars and 
trucks will be lower than 605,000 
and 108,000, respectively, if strikes 
at supplier plants should force 
Ford and other makers to shut 
down their lines before this week 
is out. 

The Borg-Warner gear strike 
has taken on its most serious im- 
plications to date at presstime 
Thursday for Chrysler, Studebaker, 
Nash, Kaiser-Frazer, Willys and a 
few other makers. Meanwhile, Ford 
was the target of a double threat, 
the Borg-Warner tieup and a strike 
in its own forge plant. 

. * * 

N THE car field, Hudson cut 

output on the heavier car lines 
from 30 to 15 an hour. Jet output 
was pared from 35 an hour to 30. 

K-F’s schedules have been pared 
for some time. 

In the truck category, cutback 
actions were apparent at Chevro- 
let, Ford and International. Only 
at GMC did schedules hold to 
1958 high levels. 

Truck production at Dodge, Mack 
and Studebaker over the past 
several weeks also have been pared 
down. 


But Some Makers Start to Trim Output... 
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New-Car Stocks at Postwar High 


(Continued from Page 1) 


responding gave an unqualified 
“yes.” A typical qualification of 
the negative replies was: “Not 
without discounting and wild 

trading.” 

Many dealers seem to feel that 
the finance companies will be the 
most important influence in shaping 
future market conditions. 

“Finance companies are tighten- 
ing up,” said a Cleveland dealer, 
“and what they do will depend on 
what kind of a job we can do in 
retailing used cars.” 

oa * * 
ANY dealers said finance com- 
panies have put new-car deal- 
ers out of the market for new-car 
sales to owners of 1948 and older 
model cars. 

One dealer said his finance rep- 
resentative recently turned thumbs 
down on paper involving a 1948 
model, even though the downpay- 


GM to Announce 
Highway Essay 


Winners June 18 


DETROIT.—Winners in the Gen- 
eral Motors $194,000 Better High- 
ways Awards contest will be an- 
nounced June 18 at a dinner at 
the Hotel Statler. Some 43,000 con- 
testants submitted essays on “how 
to plan and pay for the safe and 
adequate highways we need,” ac- 
cording to the corporation. 

“We feel that the contest was 
an unqualified success,” Harlow H. 
Curtice, GM president, said. “The 
number of participants far ex- 
ceeded our expectations. 

“This gratifying response shows 
that serious thinking about the 
highway problem is being done by 
people everywhere and in all walks 
of life. It was the purpose of our 
contest to stimulate such thinking, 
as the basis for constructive 
action.” 

First prize 
$25,000. 

Judging entries are Ned H. Dear- 
born, president, National Safety 
Council; Thomas H. MacDonald, 
former commissioner, U. S. Bureau 
of Public Roads; Curtis W. 
McGraw, board chairman, McGraw- 
Hill Publishing Co.; Dr. Robert 
Sproul, president, University of 
California and B. D. Tallamy, 
superintendent, New York State 
Department of Public Works. 


in the contest is 


Jaguar Appoints 
American Chief 


NEW YORK. — Johannes Eerd- 
mans has been named chief execu- 
tive for North American sales of 
Jaguar Cars, Ltd., 
Coventry, Eng- 
land, according to 
William Lyons, 
chairman of the 
company. 

Eerdman’s du- 
ties will include 
supervision and 
coordination of 
sales, advertising 
and service for 

; Jaguar in the 
J. Eerdmans United States, 
Canada and Mexico. He has es- 
tablished offices in New York. 


Eerdmans will work closely with 
Jaguar importers in New York and 
Los Angeles in the establishment of 
a factory-directed sales and service 
program for the U. S. The dealer 
organization, which numbers ap- 
proximately 200, is to be expanded 
in line with increased sales and 
the new service policy. 





Haese Takes Over 

ELMIRA, N. Y.—Haese Motors 
has purchased the used-car 
business, formerly known as Geo. 
P. Armstrong, Inc. Arthur Haese 
had been associated with Arm- 
strong’s as service manager, sales 
manager and vice-president since 
1945. 


ment involved was exactly 50 per- 
cent. The finance firm still insisted 
on full recourse to the dealer. 
“Our practice now,” that dealer 
added, “is not to consider a 1948 
or older car for tradein, unless we 
can get it at a price that will 
permit immediate wholesaling.” 
Despite a sizable increase in used- 
car stocks over year-ago levels, 
most dealers report that they are 
still managing to close new-car 





White’s Cleveland Branch 


To Get New Building 


CLEVELAND. — Construction 
has started on a $500,000 building 
to house White Motor Co.’s Cleve- 
land branch sales and service oper- 
ations on E. Forty-ninth St., near 
St. Clair. 


A new front will be built facing 
Forty-ninth St., and a second floor 
added for offices. It will extend in 
back Fifty-first St. and provide 
three times the present shop and 
parts area. The building is 
scheduled for occupancy in Sep- 
tember, 


deals at the greatest rate in more 
than two years. 
+ . + 
| exceptions involve dealers 
who are readily able to sell cer- 
tain models in their line, but who 
have up to a six-month supply of 
other models which appear to have 
earned less public favor. 

Two such dealers said they had 
ordered their finance source to re- 
fuse payments on such models at 
the factory. “If my factory insists 
on shipping,” said one, “they’ll find 
I meant it when I said I was ready 
to quit.” 

With one notable exception — 
dealers handling a dualed-line of 
cars — there were no complaints 
in the latest survey about facto- 
ries shipping cars loaded with 
optional accessories, 

However, dealers for that partic- 
ular dual-line said that one manu- 
facturer was enforcing a quota on 
power steering and air-condition- 
ing, and the other a quota on all 
types of accessories. 

Oddly enough, those dealers re- 
ported stocks of new cars on hand 
at the start of May about the same 
as a month previously. 


- - Classified Want Ads - - 


FOR RATES, ETC., SEE NEXT PAGEm 





CTT AN Ghat T 


Advertisers availing themselve 
Want Ad Section are requested to ad 


vise all respondents if and when their 


wants have been fulfilled 


A post-card 


will do and your courtesy will help 


us maintain the present high regard 


which this department enjoys 


AUTOMOTIVE NEWS 





HELP WANTED 


WANTED—Service manager for one of De- 
troit’s larger Ford dealerships. To 
qualify, applicant must be able to take 
full charge of all service operations, as- 
sume responsibility for maintaining well 
staffed department, customer good will 
and large service volume. Must be sober, 
neat appearing and have ability to build 


good public and employe relations. 
Chosen applicant will be assured top 
earnings, life and _ hospitalization § in- 


surance and paid vacations. Reply to 
Box 2571, c/o Automotive News, Detroit 
26. 


WANTED—Top notch general service man- 
ager for large Ford franchise. Presently 
operating with two locations but ex- 
pecting to consolidate soon at the new 
location with 30,000 square feet service 
floor on six (6) acre lot. Must have ex- 
cellent sales and service ability. Salary 
plus incentive. References required. Write 
Carl Beasley Co., 722 West Market St., 
York, Pa. 


SALESMEN — Make up to $300 weekly. 
Every car dealer needs our timely repeat 
business builders. Show samples and take 
orders. Box 2570 c/o Automotive News, 
Detroit 26. 


GENERAL MANAGER for metropolitan 
Ford dealership, This is a lifetime op- 
portunity for a man possessing the 
character, experience and ability to di- 
rect all phases of a major metropolitan 
operation. In responding, please include 
full history of past positions. Our organi- 
zation has been informed of this ad- 
vertisement. Box 2572, c/o Automotive 
News, Detroit 26. 


EXPERIENCED CLASS ‘‘A’’ mechanics 
wantea to work on British motor cars. 
References. Interviews between 9 and 5 
Monday through Friday. Rootes Motors, 
Inc., 42-32—21st St., Long Island City, 
N. Y. Telephone StTillwell 6-2305. Please 
mention this ad. Contact shop foreman. 


EARNINGS 
UNLIMITED 


If you want to earn $10,000 or more 
per year, get full details on the follow- 
ing territories: Indianapolis; Memphis; 
Jacksonville; 


New Orleans; Houston; 


Omaha; and Kansas City. 


Must be free to travel! Automotive 


following helpful but not essential. 


All replies confidential. 


See our ad on back cover. 


The Carlife Guaranty Co. 


16501 Wyoming Ave., Detroit 21, Mich. 





HELP WANTED 


AUTOMOBILE SALES MANAGER with 
record of achievement in sales and 
management. Ability, select, train and 
direct good men, capable of improving 
the volume and quality of all deals. 
Large, long established Dodge dealer 
needs man capable of producing profit- 
able new and used car operation, Will 
pay minimum salary and share of profits 
until ability proved, then right man can 
almost name his own ticket. Write full 
information in confidence to Mr. A. C. 
Giomi, Boyd-Giomi Motor Co., 5836 
Delmar, St. Louis 12, Mo. 


ASSISTANT GENERAL MANAGER. Well 
established ‘‘Big Three’’ automobile 
agency in growing town in Wyoming 
wants experienced automobile salesman 
with executive ability for assistant 
general manager—for permanent job. 
Owner to devote only part time to the 
business. Fifteen thousand investment 
required. Want man who can accept 
responsibility. Box 2547, c/o Automotive 
News, Detroit 26. 


WANTED — TRUCK SALESMEN. Appli- 
cants must be experienced salesmen. We 
offer one of the world’s most popular 
and complete line of commercial motor 
trucks, Drawing account against com- 
mission. When replying please state age, 
qualifications, past experience. All re- 
plies held in strict confidence. Box 2537, 
c/o Automotive News, Detroit 26. 


EXCELLENT PROPOSITION for new car 
salesman. Good working conditions. Mild 
climate. Only proven producer with years 
of Packard experience. No one over 50 
years. Southern Motor Co., Packard 
Dealer, 1517 Austin, Houston, Texas. 


POSITION WANTED 





WOMAN ACCOUNTANT, 39, seeks re- 
sponsible position with either bonus, 
profit sharing arrangement or $5,000 
yearly salary potential. Thoroughly ex- 
perienced in General Motors accounting 
including daily operating controls, fi- 
nancial statements, forecasts. Will travel, 
go anywhere. Write Box 2539, c/o Auto- 
motive News, Detroit 26. 


ACCOUNTANT - OFFICE MANAGER. 
Permanent position desired by senior 
auditor familiar with GM and Ford ac- 
counting manuals. Prefer New York 
State or Pennsylvania. Bondable. Will 
submit confidential resume and arrange 
interview. Box 2573, c/o Automotive 
News, Detroit 26. 


SALES MANAGER—Parts and accessories. 
Good merchandiser, capable handling 
large organization. Have served over 200 
distributors and dealers northwest and 
mountain states. Excellent sales record, 
19 years’ factory and dealer experience. 
Write: W. A. Townsend, 9107 N. E. 
Broadway, Portland 20, Ore. 


GENERAL MANAGER AVAILABLE. 20 
years’ experience as a Dodge dealer. 
Four years with Packard and Ford. Ex- 
cellent record and references. Hard hit- 
ter. Know all phases of the business. 
Honest, reliable, sober. Capable of full 
charge of all dealership responsibilities. 
Location in midwest preferred, Available 
June ist or 15th. Box 2581, c/o Auto- 
motive News, Detroit 26. 


GENERAL MANAGER, Aggressive. Pre- 
war experience all phases. Married. 
Proven ability. Finest of references. Fac- 
tory approval assured. Terms open. 
South or west coast preferred. All in- 
quiries answered immediately. Box 2523, 
c/o Automotive News, Detroit 26. 

EXECUTIVE — Business, general manage- 
ment experience; ‘‘Big 3,’’ independent. 
Excellent organizer, 
Available June; new 
dealership. Box 2548, 
News, Detroit 26, 


systems expert. 
or established 
c/o Automotive 





| 


—— 


70 


THIRTY-FOUR YEAR OLD family man, 


DEALERSHIP 


SMALL 






POSITION WANTED 


USED CAR MANAGER, experienced all 
wishes 
car 


phases used car management, 
connection in Florida with new 
dealer preferably, Hard worker, married, 
excellent references. Available June 30th. 
Box 2549, c/o Automotive News, De- 
troit 26. 


GENERAL OR SALES MANAGER, 37, 


college graduate, Phi Beta Kappa. Seven 
successful years with own deal. Sold 431 


units in 1951. Know all phases of 
business. Available by June 15th. Charlie 
Caldwell, Tarkio, Mo. 





experience as mechanic, 
owner and manager of 
desires position 


with 18 years’ 
wholesale buyer, 
used car lot and agency, 


in southeastern states as general man- 
ager or sales manager. Box 2557, c/o 
Automotive News, Detroit 26. 


PARTS MANAGER, aggressive, thoroughly 


experienced. Exceptional background and 
references. Box 2558, c/o Automotive 
News, Detroit 26. 





AUTOMOTIVE PARTS REPRESENT- 


ATIVE. Successful 
retail and wholesale merchandising. 
Young and now employed but looking 
for new field where results count. Prefer 
to travel northern California but will 
consider anywhere in the west. Box 2559, 
c/o Automotive News, Detroit 26. 


16 year record in 


EES 
YOUNG ARMY OFFICER, now on active 


duty, desires position with GM or other 
“Big 3’’ dealer under management- 
trainee program. Married, college, one 
year used and new car sales, Have at- 
tended GM and Ordnance schools. Prefer 
to locate in Florida or southeast. Box 
2560, c/o Automotive News, Detroit 26. 


er rr 
BUSINESS-OFFICE MANAGER. Educated, 


single, permanent visa. 
Fifteen years Ford dealer; full control, 
experience (England, USA). Recom- 
mended Ford business management de- 
partment and dealers. Must be _ re- 
sponsible position. Airmail details, salary 
to Jack Martin, 931 I St., Arcata, Calif. 


DEALERSHIPS AVAILABLE 


British, 41, 


Te 
MONEYMAKING DEALERSHIP, handling 


Hudson. Exclusive agency in fast grow- 
ing county seat in Oregon. Wealthy 
trade area serving 40,000. Best corner 
location on main highways through town, 
$8,000 parts and equipment, $5,000 tools 
and equipment included in purchase 
price. Gross sales $250,000 annually, 
new and used. Body and fender shop, 
repair shop, fully equipped offices, eight 
busy employes. Desirable lease $300. Top 
location. Beautiful showroom, $15,000 
full price plus car inventory. Home In- 
vestment Co., P, O. Box 106, Grant’s 
Pass, Ore. 


ceernete ae eee emanate ESE 
DEALERSHIP, handling Chrysler - Plym- 


outh, in Detroit—doing volume in excess 
of $1, 000,000 annually. Real opportunity 
for young, aggressive merchandiser. No 
real estate involved in purchase, nothing 
but well depreciated but modern equip- 
ment and modest parts inventory. About 
$20,000 cash plus factory approval re- 
quired. Box 2577, c/o Automotive News, 
Detroit 26. 

handling Chevrolet and 
Oldsmobile. 80 to 100 car potential on 
Highway 81 in State of Nebraska. Lease 
available in practically new building. 
Priced to sell because of ill health. 
Box 2578, c/o Automotive News, Detroit 
26. 


AGENCY HANDLING KAISER - FRAZER 


and Henry J, also full line of Willys’ 
products. 1950 business—-$120,000; 1951 
business—$95,000; 1952 business— $105, - 
000. Illness reason for selling. Box 2551, 
c/o Automotive News, Detroit 26. 


HANDLING CHEVROLET — Minneapolis - 


Moline dealership combined. Good farm- 
ing territory. In the heart of fishing- 
hunting. Established 30 years. Box 2552, 
c/o Automotive News, Detroit 26. 


HANDLING PACKARD DEAL—Best west 


Texas town — 65,000 population. Has 
three universities, air base under con- 
struction, trade area better than 150,000. 
Located on highway 80 right downtown. 
Good building and facilities. Shop pays 
one-half of expense. Total inventory 
about $10,000. Doing over $400,000 
annually. A _ profitable going business. 
Cash or terms. Box 2569, c/o Automotive 
News, Detroit 26. 


OR SALE — Dealership handling Dodge- 
Plymouth. 125 car contract. Los Angeles 
county—east. Will return investment 
first year. Low overhead. $200 a month 
rent. Low price. Box 2553, c/o Auto- 
motive News, Detroit 26. 


OHIO DEALERSHIP selling DeSoto-Plym- 


Good location in city of 10,000 
population. A continuous flow of walk 
in customers. Net earnings 15 to 20,000 
per year can be bought for $15,000. 
Used cars are never a problem here. 
Will rent building. Box 2575, c/o Auto- 
motive News, Detroit 26. 


ouths. 


DEALERSHIP AVAILABLE handling 


Chrysler and Plymouth products. Located 
in Ashland, Ohio. A_ very profitable 


business; owner will lease building and 
adjoining used car lot. Parts at in- 
ventory, equipment at appraised value. 


Must qualify with factory. C. M. Crum- 
rine, Chrysler-Plymouth Dealer, Ashland, 
Ohio. 


HAS GOOD GM DEALERSHIP in 


very 
prosperous central Kentucky city of 10,- 
000. Owner wishes to retire after 25 
vears in business. Will run about $21,000. 
Davis T. Bohon, Broker, Lexington, Ky. 


DEALERSHIP handling Buick in 
wealthy farming area near Kansas City. 
Ideal downtown location with attractive 
lease. Parts inventory and fully equipped 
shop will run about $6,000. This deal 
has wonderful potential. Box 2576, c/o 
Automotive News, Detroit 26. 


G 3" EALERSHIP available 
thriving southwestern city of 800,000 
population doing about $1,000,000 volume 
annually. Factory approval necessary. 
No real estate to buy. Will sell at in- 
ventory. Owners retiring, Write Box 2509, 
¢/o Automotive News, Detroit 26. 


AUTO AGENCIES 


Large, medium and small “Big Three" auto 





agencies located throughout the United 
States. Write for brochure. 


DAVID JARET CO. 


Established Over 29 Years 
150 Montague Street Brooklyn 2, N. Y. 
ULster 2-5600 





DEALERSHIP—250 cars. Established since 


OLD AND WELL 


SOUTHERN 





909 Fisher Bidg. 


Have factory approval to 


Box 2580, 


ACTIVE INTEREST general 


AUTOMOTIVE NEWS, MAY 18, 1953 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 


California. Low Rates: 


TWENTY CENTS 


(20¢c) 


PER WORD for each insertion. 


Lit Me EM et ee ee ee ha 


readers. 
address at regular rates, 
One Dollar ($1) 
same day received. Display Ads: 

WANT AD DEPT., 


DEALERSHIPS AVAILABLE 


$11.20 per inch, per insertion. 


AUTOMOTIVE 


DEALERSHIP WANTED 


. in care of Automotive News, Detroit 26, Mich.’ 


Count initials and groups of numbers as one word. Ads may be signed with your full name and 
but if signed "Box No.. 
per insertion for address and extra service as replies are forwarded, 


eT -[-| 
unopened, the 


NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 


Cash in advance. Position H 





BUSINESS OPPORTUNITIES 





1945. Good earning record. Handling 
Nash, covers all price classes, 500,000 
population. Good lease. Modern building 
and used car lot, Enjoy excellent Puget 
Sound climate. $10,000 handles lease, 
buildings and equipment attached. No 
parts, used cars or other inventory to 
buy except as needed to operate with. 
Complete details to qualified buyers. Box 
2542, c/o Automotive News, Detroit 26. 


OREGON DEALERSHIP FOR SALE, 


handling Nash. 100 car franchise, modern 
showroom, first class shop and equipment. 
Inventory about $27,000. One of the 
states top trading areas. Also the last 
really fine fishing and hunting spot in 
the west. Box 2565, c/o Automotive 
News, Detroit 26. 


ESTABLISHED dealer- 
ship with garage and repair shop, hand- 
ling Dodge-Plymouth. Excellent lease on 
building. Long record of good service. 
About $35,000 inventory. Give references. 
oa or call Hatfield Realty, Pandora, 
Ohio. 





200 CAR AGENCY, handling Studebaker, 


in a northeast Ohio city. Illness forces 
sale. Only $20,000. Please do not answer 
unless you mean business and can get 
factory approval. Box 2546, c/o Auto- 
motive News, Detroit 26. 


INDIANA DEALERSHIP in 
town of 10,000, handling DeSoto-Plym- 
outh. Excellent location. This has been a 
money maker. Dealer forced to sell due 
to failing health. Parts and equipment 
will invoice for over $40,000, Will sell 
for $30,000 and give lease on building 
and used car lot at reasonable rental. 
No book accounts or used cars. Box 
2566, c/o Automotive News, Detroit 26. 


DEALERSHIP AVAILABLE, handling 


Dodge-Plymouth, in north central In- 
diana. Best location and facilities, 200 
units, average gross sales per year, 
$60,000. Box 2567, c/o Automotive News, 
Detroit 26. 


inde- 
pendent in large midwestern city. Good 
location, good lease. Building 70’x140’ 
with large used car lot adjoining. 
Factory approval necessary. About $30,- 
000 cash will handle, includes parts and 
equipment. Box 2568, c/o Automotive 
News, Detroit 26. 


200 CAR DEALERSHIP—Leading 





WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 


Detroit 2, Mich. 





AUTO DEALERSHIP FOR SALE, handling 


Chrysler products, located in Los Angeles 
area doing $700,000 business per year. 
No real estate involved. Will sell at 
inventory around $22,000. Write or wire 
i? 2561, c/o Automotive News, Detroit 


CALIFORNIA DEALERSHIP AVAIL- 


ABLE, handling Studebaker, in large 
metropolitan area doing excess two 
million yearly. Profitable fifteen con- 
tinuous years. Excellent market pene- 


tration. Will keep receivables and used 
cars. Will sell for physical inventory. 
Excellent lease. Factory approval re- 


quired. Eighty-five thousand will handle 
assets. Write Box 2562, c/o Automotive 
News, Detroit 26. 


DEALERSHIP, handling Dodge-Plymouth. 


State of Washington, county seat. Steady 
year around payroll. One dealer county. 
Population 30,000. $25,000 will handle. 
_ 2563, c/o Automotive News, Detroit 


LONG WELL ESTABLISHED DEALER- 


SHIP, handling Buick, in thriving 
southern industrial and agricultural city 
of 30,000. Excellent service, new and 
used car facilities. No real estate, used 
ears or accounts receivable to buy. 
Address owner Box 2564, c/o Automotive 
News, Detroit 26. 


DEALERSHIP WANTED 





DEALERSHIP WANTED 
FORD or L-M 
MINIMUM OF 250 UNITS 


locate anywhere. 
Prefer southwest. 
Will buy corporation or assets. 
Rent buildings only. Unlimited Cash 


c/o Automotive News, Detroit 26 





manager or 
invest $10,000 on salary 
and reasonable profit sharing basis. 
Successful General Motors experience in 
organization, new and used car sales 
management, service management, 
business management and analysis. Can 
assume full responsibility and obtain 
approval your factory. Wife and one 
child, good health and habits. Prefer 
south but not essential. Confidential. 
Box 2574, c/o Automotive News, Detroit 
26. 


associate. Will 





AUTOMOTIVE NEWS 
WANT ADS 
GET RESULTS 





sett 





ATTENTION 
FORD AND GM DEALERS 
EVERYWHERE 
Interested in selling? Our interest is buying. 
Would like 400 units or more. Assured 
factory approval and ample cash. 
Replies confidential. 


Box 2555, c/o Automotive News, Detroit 26. 





WANTED—Ford or Chevrolet dealership, 
250 to 400 units desired. Have ample 
capital and factory approval. Prefer lo- 
cation south and west of Kansas City, 
including West Texas and New Mexico, 
Not just another ad—I mean business. 
I can take over anytime after July 1. 
All replies answered and held in strict 
confidence and I will expect the same 
courtesy from you. Box 2540, c/o Auto- 
motive News, Detroit 26. 


DEALER SERVICES 





INVENTORY SERVICE 
Complete parts and accessories inventories 
for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 

The Geo. E. Kinney Inventory Service Co. 


727 Ponce de Leon Place, N.E. Atlanta, Ga. 
Atwood 3892 








NEW! MODERN! 

MACHINE RECORDED 
Eliminates possible error. Cuts time in half. 
Original recordings left with dealer for 
safe-keeping in case of fire. Perpetual in- 
ventory setup or present system revised. 
a confidential. LOW ST. 

NV NNTORY PARTS SERVICE CO. 
5050 ay Road Detroit, Michigan 
Texas 4-7450 


FAST! 
INVENTORIES 








INVENTORY SERVICE 
Parts Accessories 

Large and Small Deaierships 
Inventories taken, price extended and sum- 
marized within 24 hours. Expert partsmen 
do all the work. Accurate, unbiased and 
confidential. Inventories accepted by all 
accountants and by the government. 


ALLIED INVENTORY CO., INC. 
1831 E. 79th St. Chicago, Ill. 
ESsex 5-8300 


INVENTORY SERVICE. Parts and acces- 








sories. Top type personnel, organized 
procedures, up-to-date records. Model, 
year breakdown for Ford, Chevrolet, 


L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot’s Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 





INVENTORY SERVICE 
Parts and Accessories Depts. 
Full-time experts. No pickup, part-time help; 
confidential and unbiased. Certified reports. 
Also special buy-sell service. Experienced 
organization — in business since 1939. Free 
booklet on Parts Department operation sent 
on request. Call or write for service details. 


Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 





BUSINESS OPPORTUNITIES 


SPARE TIME OPPORTUNITY — Man or 
woman. Responsible individual. Amazing 
earnings. First time offered. To take full 
charge of refilling and collecting money 
from machines in this area. Approxi- 
mately six to eight hours per week work. 
Charity will benefit from all sales. The 
Milton H. Berry Foundation Schools for 
Polio victims, 54 year old nationally 
known institution, will receive a _ sub- 
stantial percentage of the profits. To the 
person selected this means much faster 
sales and profits. To qualify for this 
work, you must have car, excellent 
references, $680 cash to secure territory 
and inventory. You'll be amazed at the 
earning possibilities. For personal inter- 
view, write giving phone number to Box 
2579, c/o Automotive News, Detroit 26. 


OUTSTANDING IMPORTED car dealer and 
distributorship available in key distri- 
bution area. Currently one of the top 
ten import car dealerships and one of 
the top three distributors in percentage 
of population being sold. Gross sales 
currently over $700,000. Net assets, $50,- 
000 bracket. 100% of stock available. 
Potential and growth position outstand- 
ing. Box 2554, c/o Automotive News, 
Detroit 26. 

“GO WEST’’—Used car operation, 75’x142’ 
corner, 71,000 daily traffic. Ample park- 
ing, on U. S. 66. Operating since 1945. 
New, modern type office lights, etc. $389 
per month. Box 1115, Albuquerque, N. 
M. 





ATTENTION 
PATENT FOR SALE 
or license to lease regarding silencer for 
motorcycles and motor cars. First and second 
price of silencer competition FMS 1952-53. 
Write 
FRITZ BUHLER 
265 Limmatstr Zurich 5 (Switzerland) 





GARAGE. 


| Exceltent Bodies - 


SARATOGA 7-2300 


showroom and parts department. 
is 90’x57’ inside. 


ment. 


in Wilmington, Ill. Close 


potential 10,000. Two defense plants, 
Joliet Arsenal and Kankakee Ordnance, 
both permanent installations. 
Ordnance Ammunition center. 


able price. Julien V. Frost, Wilmington, 


Il. 


CARS FOR SALE 


“COME TO THE 
AUTO AUCTION" 


At Butler Auto Auction 
Savannah, Ga. 
We need some prewar models 
and lots of postwar models. 
Send your cars South. 


We will have South American 
“BUYERS” 

Sales will start Friday, 
May 22nd. 
Associated with 
John R. Clark, Jr. 


and 


Honest John's Used Car Lot 





KEN SCHAEFER'S 
The Only Indiana 


AUTO AUCTION 
in Continuous Operation Since 1943 
EVERY THURSDAY 


BiANAPOLIS, INDIA 


connen CAPAAL AB MORRIS STs. 


— Belmont 0151 
IN THe is WMART OF INDIANAPOLIS 


Dealers a America 








ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Good Motors - 
Upholstery New 


BUY NOW — LOWEST PRICES EVER 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


S4th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SHERWOOD 7-1700 


Heaters 


VACATION & BUY 


IN FLORIDA 
AT THE SAME TIME! 
Clean, Top-Notch 
Late Model Cars 


THE COUNTRY’S BEST VALUES 
You Buy—We Forward Anywhere 


COUTURE CAR RENTALS 


Exec. Offices 825 Fifth St. 
MIAMI BEACH, FLA. 
Teletype MM 79 Tel. 5-1116 





ATTENTION DEALERS!!! 


200 Fine Cars and Trucks Whole- 
sale, reconditioned and ready for 
sale— Tow Bar Service — Storage 


Phone us for motel reservations 


N. Northwest Chevrolet Co. 
Royal Oak, Mich. 


Woodward at 13 Mile 
Lincoln 5-1100 
“Home of Michigan's Finest Automobiles” 





Ideal for new car agency. Has 
Garage 
Has wash rack, hy- 
draulic lift, paint shop, front end equip- 
Showroom and parts department 
measure 57’x34’ inside—can display four 
cars, new modern lighting. Good location 
to business 
district on Highway Alt. 66. Population 


Also 
No Chrys- 
ler agency in town. Will sell at reason- 


WANTED — (10) 





CARS FOR SALE 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 


“New and Used” 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


Cars - Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 





ATTENTION 
OHIO-INDIANA 


DEALERS 


WHOLESALING 


USED CARS 
Since 1926 


SAM DIXON 


MOTOR SALES, INC. 
CELINA, OHIO 








ATTENTION! 
USED CAR BUYERS 


We currently have for sale a nice selection 


low mileage 195! and 1952 Chevrolets 


Fords and Plymouths in coupes, two and four 
door sedans, 


These cars can be seen at— 


ROBINSON AUTO RENTAL, INC. 


Please note change of address 


229 S HANSON ST., PHILADELPHIA 39 °A 


|. E. Spatig, Used Car Manager 


Phone: Sherwood 8-1500 





AUTO AUCTION 


TIM ANSPACH 
"Midway", 20 
Atmenptehtasetod ly Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 





CARS WANTED 





EIGHT PASSENGER CADILLACS, Chrys- 


lers and DeSotos. Only exceptionally 
sharp late models considered. McClin- 
tock-Cadillac, Lansing, Mich. 

clean used MG _ sport 
roadsters. Phone Glenn Walraven Motors, 
Marion, Ohio, 2-4135. 


PARTS FOR SALE 


$40,000 
PARTS INVENTORY! 


Dodge-Plymouth & Dodge Truck 


PRICE: Dealer Net Less 15 & 10% 


A Complete Stock of Parts 
1937 to 1952 Models 
$7,000 Stock in Sheet Metal 





Order By Chrysler Corp. Numbers 
Prices are F.O.B. Blytheville, Ark. 
Stock Subject to Prior Sale 


Blytheville Motor Co. 


First & Walnut, Blytheville, Ark. 


CHEVROLET 
PARTS 


WE WILL BE YOUR 
DETROIT 
HEADQUARTERS 


For hard to get items. 


Orders shipped same day. All shipments 
c.0.D. 


Grand River Chevrolet 


5135 Grand River Detroit 8, Mich. 
Tyler 4-5308 





on 








AUTOMOTIVE NEWS, MAY 18, 


PARTS FOR SALE 


PARTS FOR SALE 








Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middie 
west. Shipments made promptly. 


\BUICK PARTS 


Wholesalers 


“WORLD'S LARGEST DEALER GREBE OLDS 
OF GENUINE BUICK PARTS” 3400 S. Kingshighway 
Quantity Shippers—All GM Parts || Fianders 03900 St. Louis 9, Mo. 


Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


'| GORDON BUICK 





TRUCKS FOR SALE 


BRAND NEW 
1952 
CHEVROLET 
TRUCKS 


BENJAMIN CHEVROLET 


2025 Atlantic Ave. Brooklyn, N. Y. 
EVergreen 5-3400 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP” 
1000 S. Wabash Avenue 


CHICAGO 5, ILL 
WAbash 2-1030 





PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to 
a new unit 


Complete stock Hydra-Matics for ail cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. Catalog sent on request. 
SHIPPED ANYWHERE — SAME DAY 
Write—Phone—Wire 


Ace Automotive Products 
5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach 1!-1773 
Open Accounts to Rated Concerns 





BUSES FOR SALE 

USED BUSES. 1946 K-7 International Su- 
perior, 54 passenger. 1947 Dodge Superi- 
or, 60 passenger. 1946 Ford Superior, 48 
passenger. 1946 Flxible Superior, 25 pas- 
senger. New buses for sale: 1952 new 
GMC Oneida, 60 passenger. 1952 new 
Dodge Superior, 60 passenger. 1952 new 
Ford Superior, 48 passenger. National 
Bus Sales Co., 101 N. 33rd, St., Phila- 
delphia 4, Pa. Phone BA 2-7605. 


SHOP EQUIPMENT FOR SALE 


MODEL C LEMPCO heavy duty brake 
drum lathe. Used very little. Cost new— 
$2,175. Will sell for $1,000. The C. F. 
Christian Co., Princeton, Ind. 

FOR SALE. Manley portable crane and 
hoist. Two ton capacity, practically new. 
Byrnes Studebaker Agency, 34 Sumner 
Ave., Springfield, Mass. 


CLOSEOUT 


Chevrolet Oil Filters, 
Give away price. 


8000 
current models. 


“Innerline” 


1 . : 
deal premium item. FOR QUICK RESULTS USE 
Box 2581, c/o Automotive News, Detroit 26] AUTOMOTIVE NEWS WANT ADS 


DYER AUTO AUCTION 


DYER, INDIANA 


SALE EVERY FRIDAY 


225 CAR SALE 


 ————— Serer 
| 


SIX YEARS IN SAME LOCATION 


Dealers — How Can You Lose? 


Checks, titles, transmissions, rear end, crack blocks, 
police cars, taxicabs guaranteed 


Why take chances on a place where you 
don't get this protection? 


George Lawson — Owner — Bud Fennema 
Phone Dyer, Indiana, 2361 or 4051 


| AUTO AUCTION 


| CLEVELAND, OHIO 
| Every Monday at Noon 
| 13315 Brookpark Rd. 


Midway between Chevrolet and Ford Plants 
24% miles from airport 


Phone Winton 1-9911 


Joe E. Johnson, Manager and Auctioneer 


“World's Best Used Car Record Book” 


Complete purchase and sales information. Used by Automobile Dealers and 
Finance Companies for over 20 years. Send $2.95 for one book and get one 
free. You'll agree with thousands it's the best—if you don't, just keep one 
book, return the other and your $2.95 will be promptly refunded. Checks 
payable to Hamco Publishing Company. 


"60 Second Used Car Record Book" 
Box 2503 c/o Automotive News, Detroit 26 


FREE—ABSOLUTELY—FREE 




















MISCELLANEOUS 






DEALERS PREFER 
THE 4 COUPLER V TYPE 
BRAKE - MOBILE 


TOWe PILOT 


Trade-Mark — Patents Pend. 


WITH LUBRICATED 
AUTOMATIC BRAKE 


FOR SAFE AND SMOOTH STOPS 
Meets All 1.C.C. Requirements 


ONLY 
Factory With Brake 
Net Price $52.35 Hook-Up 
Federal Tax Included 
Fits '39 through '53 Bumpers 
Steering Cables Optional $12.60 














































4 COUPLER V TYPE 
MOTO - MATIC 


TOW e GUIDE 


Trade-Mark — Patents Pend. 
Meets 1.C.C. Strength Requirements 


ONLY 
Factory Fed. Tax 


Net Price $44.85 Included 


Fits '39 through '53 Bumpers 




























MINUTE - BOY 
TOWe PILOT 


Trade-Mark — Patents Pend. 
For Rapid Installation 


In Intrastate Service 
2 Perfection Couplers 


Fits '39 through '53 Bumpers 
Meets Strength Test Requirements 


ONLY 
. $34. 80 


LIBERAL QUANTITY DISCOUNT 

TO DISTRIBUTORS 

WRITE, WIRE OR PHONE TODAY 
Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone 2-5257 All Dept's. 





Factory 
Net Price 


Fed. Tax 
Included 







1000 TEAR-OFF business cards—embossed 
$5.95. Patented leather case free. One 


day service. Also automobile business 
forms. Tear-Off Cards, Inc., 4248 W. 
Cermak Rd., Chicago. 


ENGINE REBUILDING — Crankshaft 


grinding and metalizing. John P, Hughes 
Motor Co., Inc., 800 Commerce St., 
Ly nehburg, | Virginia. 


ENGINEERED 
DUAL CONTROLS 


DUAL STEERING WHEELS 


For Driving Schools 
Ford, Chevrolet, Plymouth 


ALBRIGHT MOTORS « Prov., R.I. 
119 Snow St. GAspee |-4848 


Don’t Delay— 
PHONE COLLECT 


TODAY 
Automatic Braking 


WITH BRAKE HOOK-UP 


ONLY ... . $5145 suis: 


CABLES 
Meets 1.C.C. Strength Requirements 


Guide Cables end © $645 
BRAKE HOOK-UP ........ 


Meets ALL 1.C.C. Requirements! 
QUICK-TOW, Bumper- 
to-Bumper Tow Bar $19.50 
TRI-KING 3-Point Hook-Up 
Intra-State Tow Bar $42.50 
(Folding "'V'"' Type) 


—SPECIAL— 
Protecto Covers (Tailor Made) .... 
Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.50 
All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 
Exclusive Factory Distributors 
AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 


$6.95 
































































FOR SALE 


11 AND 2 YEAR OLD CHEVROLETS 
All Colors - - - - All Models 


DELIVERED RIGHT TO YOUR DOOR 
A Year Round Source of Supply 


ALL CARS DRIVEN BY ONE PERSON 
These are not abused Taxis or Fleets 


WE STOP AT YOUR DOOR 


You Appraise the Units 
If Your Price is a Fair One, They're Your Automobiles 


lf Interested Write or Phone 


TRANSPORTATION VEHICLES INC. 


230 Greenpoint Ave. 
Brooklyn 22, N. Y. 
EVergreen 3-4800 


PLEASE -- SUPPLY BANK REFERENCE -- PLEASE 


WE ALWAYS HAVE HUNDREDS OF CARS 
TO WHOLESALE 


IN NEW YORK CITY 
635 to 655 Avenue of Americas 
ORegon 5-8200 

WE CHALLENGE 
NEW and USED AUTOMOBILE 
DEALERS TO ACCEPT 

THIS OFFER! 


2 or 4 door sedans and Club Coupes. The latest models. 


PLYMOUTHS, FORDS and CHEVROLETS 


in Tip-Top condition . .. at real low prices. Make Big Profits. Get fast 
turnover on your investment. We sell wholesale to dealers only. 





to see our indoor displays Write, Phone or Wire 
Mr. Arthur Schear 


4038 Chestnut Street, 
Philadelphia 4, Pa. 
EVergreen 2-0400 


We'll Sell 1 or 100 Cars! 


Mr. W. A. Wright 
13315 Brookpark Rd., 
Cleveland 11, Ohio 
Winton 1-7660 








An Ad in the Classified Section of 
AUTOMOTIVE NEWS 


Will get you quick action, and a satisfactory 
return for your investment. 


AUTOMOTIVE NEWS 


2666 Penobscot Bldg. Detroit 26, Mich. 








New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [_] 
for which check is attached [] or send bill [_] 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


ON ik Bie Whicia cB na CACORE DEL a COREE CaaS BO al he a ae 
| I i a chi a ier ana a ad ae ag ee ole hee eral Zame Me..25 2200: 
BD a i tenes hatte oats 7h wet ain ea ala Ra Cities. ext OG 
| 
| TRADE CONNECTION: 
1 Car Dealer O Truck Dealer [) Manufacturer () 
Jobber (] Insurance () Financial () Supplier C) 
| Ci TR no esa ba nie ea eke ea A Ms ibi'aa nds. ahs ob. ho eka ond a a 





- tio EEE 
CC 








re” 


DON'T MISS OU 
ON THIS TERRIFIC 
USED CAR 

SELLING PLAN.... 


Carlife Guaranty Series B 


Moves Used Cars For You At The Top Dollar 


Are used cars giving you a headache? 

The way to sell those used cars FAST . . . right off your lot like 
hotcakes ... is CARLIFE GUARANTY SERIES B! It works almost every 
time! Thousands of franchised dealers throughout the country are 
using this sensational plan that keeps used cars moving at the top 
dollar, keeps business humming! You see, CARLIFE GUARANTY 
SERIES B has been especially designed to give you a powerful 
sales tool to SELL USED CARS. It provides used car buyers with an 
important reason why they should buy from YOU—an authorized 
CARLIFE Dealer. If you have just one used car too many—mail the 
coupon... and you'll receive the complete lowdown on this “sure 
fire” plan that will give you all the action you want in your Used 
Car Department. 


If you are overstocked on Used Cars it is urgently important 
that you get the FREE DETAILS of this Amazing Plan. 

















The CARLIFE GUARANTY 
16501 Wyoming, Detroit 21, Michigan 
Telephone Diamond 1-2388 





can sell used cars faster than ever. 


Nome of Authorized Dealership. = as 


Nome. i eee See BR 5 cee a re 





Make of Car ea scliiaii a 





Address ae witiiea eae ieee 
City a PUNO cities sac eeemanree 





1 
| 
| 
| 
| 
| 
Tell us, without cost or obligation, how CARLIFE GUARANTY SERIES B | 
| 
| 
| 
| 
| 
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